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Agents to Vote on 
Proposed Changes in 
Their Constitution 


Practices Committee Recommends 
Increase in Number and Tenure 
of Executive Committee 


ACTION DEFERRED TO 1952 
Chicago Convention Stirred by 


Martin Dies’ Exposure of Com- 
munist Menace to America 














By Epwin N. Eacsr 


Chicago, Sept. 10—The National Asso- 
ciation of Insurance Agents, now hold- 
ing its 55th annual convention at the 
Hotel Stevens here, will vote at the 1952 
annual meeting in Cleveland on two 
proposed constitutional amendments de- 
signed to strengthen the effectiveness of 
the executive committee by lengthening 
the service of elected and appointed 
members from one to three years and 
also by increasing the membership of 
the committee from seven to eight 
agents. 

With President Melvin J. Miller, Fort 
Worth, Tex., presiding, the national 
board of state directors tonight ap- 
proved a report of the NAIA practices 
committee containing the proposed con- 
stitutional revisions. Robert Maxwell, 
Texarkana, Ark., is chairman of that 
committee. 


Would Enlarge Committee 


Proposed changes in the executive 
committee, in brief, enlarge the com- 
mittee to eight members from the pres- 
ent seven members. Serving on the com- 
mittee would be the president and vice 
president of the National Association, 
three members of the national board 
of state directors instead of two elected 
by the board and three members of the 
association appointed by the first five. 
All members of the executive committee 
other than the NAIA president and vice 
president would serve for three-year 
terms. 

So that only one new member would 
be elected each year by the directors 
and only one member appointed each 
year when the proposed change goes 
into effect if it is approved, in 1952, it 
is proposed that members be elected 
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This Was the Year America Celebrated 
the First Coast-to-Coast Telephone Service 


Alexander Graham Bell's voice was carried over 3,000 miles when he 
inaugurated the New York to San Francisco telephone ‘service. 

Progress was made in another field in 1915 when the Safeguard Insurance 
pany of New York and the London & Lancashire Indemnity,Company 
of America began servicing policyholders as members of the “Lge L Group”. 
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-Pig’s a Hero 


It seems that Uncle Sam’s Treasury Department is worrying 
about pigs. The Mint estimates that there are 17 billion pennies 
in the possession of the public. Some are hidden away at home. 
As long as we can remember, piggy banks have been swallowing 
up pennies and saving them for vod uses. But it seems 
that there are now too many peu 
sequence, there is an acute shortage of coi 
people would raid their piggy banks and put the pennies back in 


circulation. 


of use. As a con- 
,ad the Mint wishes 


If every American family would put ten pennies back in 
circulation the Government would save over 1,200 tons of scarce 
copper and five months’ production time. Working overtime dur- 
ing July, the Mint minted over 74 million pennies and was still 
be od schedule. 100 pennies can be shaken out of a bank to 
exchange for a piece of folding money and then the pig’s a hero. 

Three guesses on what to do with the paper money. One guess 
is to buy Defense Bonds. Another guess is to buy insurance. When 
the pig’s a hero it kicks inflation, and nobody loses. 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 
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Phoenix Adopts New 
Agents Compensation 
Program For Field 


“Progressive Career Franchise” 
Provides Increased Compensation, 
Emphasizes Persistency 


HAS NEW RENEWAL BASIS 


Gives Agents Incentive in Business 
Selection; Company Broadens 
Its Pension Plan 


Phoenix Mutual Life, now observing 
its 100th anniversary year, has an- 
nounced a new compensation plan for 
agents, to be known as the Progressive 
Career Franchise. Objectives of the 
plan, according to the announcement, 
are: (1) 


recognition of the greater complexities 


Increased compensation in 


of today’s selling and service require- 
ments and the greater demands for high 
professional qualifications to fulfill the 
functions of the agent. (2) Greater even- 
ness of income and reduction of tax im- 
pact on income from sales of exceptional 
volume in a single year. (3) Emphasis 
on career-long relationship with clients. 
(4) Continued, but simplified, relation- 
ship between compensation and (a) per- 
sistency of business and, (b) above 
average production. (5) Full contract 
period credits toward larger net retire- 
ment benefits integrated with Social Se- 
curity. (6) Recognition of long service 
in vesting provisions. 
New Scale of Renewals 


The new franchise provides a moder- 
ate increase in first year commissions 
plus a new scale of renewal commissions. 
Under the principal forms of policies, 
the return to the agent for renewal 
commissions has been extensively in- 
creased so that they now approximate 
the return from first year commissions. 

The new compensation plan also has 
more liberal vesting provisions. If an 
agent has had nine years of service with 
the company and his contract is termi- 
nated for any reason other than death, 
all business issued under the new con- 
tract will be vested for the remainder 
of the first six renewals. If an agent has 
had fifteen years of service, his vested 
interest on such business extends for 
the full nine years. 

To give agents an incentive to select 
their business well and to exert the 
maximum effort to keep it in force, the 
plan has what the announcement refers 
to as “persistency pay-offs.” These pro- 
vide 2% for each year beyond the last 
earned renewal on all principal pre- 
miums from an agent’s own policyhold- 
ers. In addition to payment on business 
issued hereafter immediate payment will 


(Continued on Page 12) 
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Hits name 1s I. Jones, Prop. 


Tuere’s A MAN in this country who spends his days doing 
exactly what he wants to do. 


He works hard and he worries plenty, but he laughs a lot, 
too, and he sleeps well. He’s seen men who take it easier, and 
men who strike it richer. But he wouldn’t change places 
with any of them...and you wouldn’t want him to. 


In the old days you’d find this man swinging a hammer in a 
blacksmith shop, or ankle-deep in hickory shavings, 
building wagons for the pioneers. You’d find him baking 
bread in a wood-fired oven, sewing a jib for a clipper ship, 
or making a clock that would run forever. And over his 
doorway you'd find a sign that said: I. Jones, Prop. 

The country is bigger now, and its business is busier, 

but we still can’t do without I. Jones, Prop. 

He’s the man behind the counter in a roadside diner, selling 
coffee and hamburgers to the drivers of the ‘ 
night-rolling trucks. 





He’s the scholarly old fellow bent over 
a lathe in a little machine shop, 
turning out parts of such honest 








quality that a big factory will buy them rather than 

make its own. 

He’s the owner of the corner candy store, who sees to it 
that you will always have a pack of cigarettes, a newspaper, 
a rubber band, a box kite, a doll carriage, and a quart 

of ice cream for dessert. 

He’s the moving man, the gas station man, the man who 
fixes the roof, the man who adjusts the television set. 

He’s the man who will cash your check when vou run 
short, or forget to send his bill if you’ve been sick. 

He’s the man who did business with your father, and the 
man who will be doing business with your son. 

The textbooks have a dry name for I. Jones. Prop. 

They call him The Small Businessman. You'll look a long 
time before you find a bigger man anywhere. Bigger in self- 
respect. Bigger in usefulness to his neighbors. Bigger in 
influence on a national way of life that lets any man 

be his own master. 


MUTUAL LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 
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Gains Told at Security Mut. Convention 
Business in Force Grew From $92,000,000 to $306,000,000 in 


Less Than 11 Years; Company’s New Line of 
Contracts Told Field Meeting 


By CLarENcE AXMAN 


In his talk to the Security Mutual Life 
field convention at The Balsams, Dix- 
ville Notch, N. H., last week, which had 
an attendance of 325, President Fred D. 
Russell discussed the growth of the com- 
pany in the past decade. The Security 
Mutual’s assets which were $26,000,000 
on December 31, 1940, had reached $60,- 
000,000 at end of 1950 and now are ap- 
proximately $65,000,000. Business in 
force, which was $92,000,000 at end of 
1940, is now approximately $306,000,000. 
Another great increase was in health 
and accident premiums. Three years ago 
the company went on an active basis in 
accident and health. It will collect more 
than $3,500,000 in accident and health 
premiums this year. 


For the first seven months of 1951 
the company has made these gains over 
1950 results: paid-for life insurance, 
13.3%; gain of insurance in force, 
26.6%; life insurance premiums, 9.8%; 
Group premiums, 114.5%; accident and 
health premiums, 102.3%, total pre- 
miums, 26.7%. 

The company made important an- 


nouncements at Dixville Notch with re- 
spect to new coverages, particularly in 
the life income disability and accident 
and health field. These are explained la- 
ter in this article. The convention was 
opened and closed by Norman T. Carson, 
agency vice president, theme of his open- 
ing address being “Change Is Constant.” 
He paid tribute to the company leaders. 
R. M. Best and B. J. Bookstaver Talks 

Robert M. Best, director of sales, in- 
troduced the company’s new liberalized 
non-can policy contracts, summarizing 
them as “seven plans of non-can with 
first-day accident, eight-day sickness, 
liberal non-aggregate policy provision, 
renewable at age 65, available in com- 
mercial classes AD and EF, six of them 
issued non-medically. Premium rates 
have been revised downward on these 
contracts and commission schedules im- 


proved. “By protecting other people’s 
income, you will greatly improve your 
own,’ ’ he told the convention. 


Ina companion address, General Agent 
3urton J. Bookstaver of New York re- 
viewed sales advantages of the new non- 
can series with particular emphasis on 
the new rate structure and urged his 
hearers to “know and understand your 
product fully” so as to take full advan- 
tage of its earnings potential. 

Wickes on Life Income Disability 

Re-entry of the company into the Life 
Income Disability field on a $10 a month 
per $1,000 basis was announced to the 
convention by Vice President H. B. 
(Mike) Wickes. Citing unique provi- 
sions of the new rider, Mr. Wickes re- 
vealed that, on selected plans, the rider 
will pay not only the monthly income in 
event of disability before age 55, but, in 
addition, if the insured is still disabled 
at 65, the face amount of the policy will 
then be payable in cash or under options, 
premiums meanwhile having been waived. 

On these same selected plans, if dis- 
ability occurs between ages 55 and 60, 
premiums are waived and the _ policy 
endows at 65 if the insured is still dis- 
abled. Mr. Wickes pointed out that to 
his knowledge no other company has 
this particular feature. On other plans, 
if disability occurs between ages 55 and 
60, premiums are waived so long as the 
disability continues. Special provisions 
relate to the rider when applied to the 
Modified Life plan. 

“Life insurance companies are becom- 
ing the leaders in all types of personal 
coverages and Security Mutual is proud 
to be in the forefront of the industry 
with a complete package of personal pro- 
tection, now rounded out by the Income 
Disability,” he said. 

The Sale of Life Income Disability 
Following Mr. Wickes’ presentation, and 


noting that Life Income Disability had 
long been sought by Security Mutual 
field leaders, General Agent J. Harold 
Kay posed the question: “Now that we 
have it, what are we going to do about 
eo” 

Said Mr. Kay: “To get the most out 
of the new Life Income Disability pack- 
age the field man must choose substan- 
tial prospects who are good underwriting 
risks and tell them the full story of dis- 
ability income with life insurance on the 
basis of a planned presentation that 
clearly paints the need for protection 
against ‘what may be a greater disaster 
to a man and his family than death it- 
self.” After pointing out the increas- 
ingly large market among the “blue col- 
lar” class, Mr. Kay gave a planned sales 
talk on the new package. 

First day’s business session was 
brought to a close by a three-man sales 
panel featuring Agents Daniel Jaffe, New 
York, Jim Schnoll, Milwaukee, and Her- 
man ‘Shapiro, Newark. 

A short time in the business Mr. Jaffe 
recited his experiences, emphasizing the 
part the Security Accumulator played in 
his gaining presidency of the Russell 
Club. Mr. Schnoll, long a leading pro- 
ducer; digcussed the importance of keep- 
ing in touch with old policyholders and 
others an agent knows well. “Any one 
of us,” he said, “who overlooks these 
prospects in the search for new ones is 
defeating himself in leaving untouched 
one of the most rewarding groups whose 
eligibility has already been established.” 

Thayer and Levine on Group 

The place of Group insurance in the 
rapidly expanding horizons of the com- 
pany was the topic of Benjamin G. 
Thayer, manager of the Group depart- 
ment who opened the second day’s pro- 
gram. Mr. Thayer outlined the great 
growth of Group coverage in the indus- 


try. The Securtiy Mutual, as the con- 
vention qualifying period closed, had 
more than $35,000,000 of Group life in 
force and a total Group premium income 
during the first half of 1951 in excess of 
$1,000,000. He characterized Group insur- 
ance as “the most significe ant social trend 
in America today” and then presented 
the new Group manual and outlined 
other steps being taken to further im- 
prove the company’s Group sales and 
service. 

Speaking on “What Group Insurance 
Has Meant to My Agency,” General 
Agent Henry Levine of New York re- 
viewed the fact that when Security Mu- 
tual entered the Group field, neither he 
nor his agents had any interest or ex- 


perience in this field. Mr. Levine then 
recounted how, during the past two 
years, his agency has paid for in ex- 


cess of 200 Group cases. The. speaker 
said that the Group business led to the 
writing of a substantial volume of indi- 
vidual business and has been “largely 
instrumental in attracting new men to 
our agency.” He emphasized the impor- 
tance of not overlooking cases involving 
from 25 to 50 lives. 
Talk of Dr. V. G. Hammond 


Dr. Vincent G. Hammond, assistant 
medical director, reviewed the strides 
made in the field of medicine with spe- 
cial reference to development of the 
so-called “miracle drugs” and their in- 
fluence in increasing longevity and im- 
proving national health. 

Dr. Hammond noted that not only 
medical advances but improved economic 
status, better educational facilities, in- 
dustrial medicine, safety engineering, 
modern sanitation methods and the ac- 
tivities of Public Health Departments 
have played important parts and that 
one of the groups which have felt the 
impact most directly is the “blue collar” 


market. He sketched, too, the effect ad- 
vances in medicine have had on under- 
writing, describing situations in which 


being issued on the 
who, in years gone 
obtained protection. 


insurance, today, is 
lives of individuals 
by, could not have 
Hospitalization 
Richard W. Ellsworth, agency 
sistant, introduced the company’s 
(Continued on Page 13) 


as- 


new 


Fred D. Russell On Model Agent 


He Must Have Character Himself and Help Develop the Same 
Quality and Unselfishness in Prospects and Clients; 
Discusses Public Relations 


A person devoted to the cause of in- 
surance is building a road to safety and 
women, chil- 
may 


security upon which men, 
dren and even those yet 
travel to a fuller, richer life. 

This was the theme of the 
Mutual representatives by 


unborn 


talk made 


to Security 


President Frederick D. Russell at the 
company’s field convention in Dixville 
Notch last week. In describing the 


model representative of a company he 
said that good character is an essential. 
Continuing he said: 


Power to Sustain the Best Purpose 


“IT do not mean character in a nega- 
tive sense, simply to resist that which 
is evil. I am referring to an affirma- 
tive character, one which moves ahead 
steadily on a positive program of mak- 
ing great lives and citizens worthy of 
their heritage of freedom. The best 
definition of character I have ever heard 
or read was given by Dr. Francis Gaines, 
president of Washington & Lee Uni- 
versity. ‘Character is the inner force 
that enables one to carry out a worthy 
resolution after the mood in which the 
resolution was born has passed away.’ 

“Character is the power to sustain the 
best purpose we ever made triumphant 
over the surge and ebb of the emotion- 


alism which gives us varying attitudes 
toward things. 
“It is that phase of character that 


insurance helps to build for you and 
your policyowners because as we seek to 
develop that form of character, we rec- 
ognize that character requires the re- 
inforcement of incentive. To do this task 
well you must have the proper mental 
attitude about your job, your company 
and your business. If you are not com- 
pletely sold that you are associated with 
the grandest business in the world, that 
you are allied with the best company 
and that you are in the proper position, 
then you can not give your best and 
your policyowners will not have their 
needs properly protected. 

“In dealings with clients the agent 
must be able to help them not merely 
to determine between good and evil, but 
to determine with them between the 
present good and the remote good or to 
develop the capacity to deny today in 
behalf of tomorrow. It is what an insur- 
ance program does—builds in man the 
unselfishness by which they can sacrifice 
the desire of the moment for some 
great advantage of the future years, and 
therefore, it goes beyond character, and 
by building character, builds the only 
kind of security that has any meanings. 


Public Relations 


gis) building character through the 
medium of insurance it is incumbent to 


G. D. McKinney Praises 
Insurance Departments 


Gordon D. McKinney, who joined Se- 
Mutual Life as a vice president 
told Security Mutual 


curity 


earlier this year, 


Life convention that State Insurance 
Departments have done much to in- 
crease public confidence in insurance. 


“While with NALU I had opportunity 
of meeting a number of Department 
men, and particularly to confer with our 
New York Department in Albany,” he 
said. “In my dealings with the various 
Departments I have found they always 
lean backwards to take a fair and busi- 
ness-like view of problems under review. 
He also made the statement that the 
Government at Washington has not 
demonstrated that it is able to provide 
life insurance protection economically. 
The American agency system,” 
tinued, 


he con- 
“has been directly responsible 
for the remarkable growth of life insur- 
ance. 

“Only 
ter job, 
the challenge of 
ence. 


by doing an increasingly bet- 
can the agent meet 
Government interfer- 


however, 





help create a good public attitude toward 
our business,” said Mr. Russell. “The 
public has accepted the business, but can 
we say we have complete public ap- 
proval? This prompts the question, ‘Is 
public relations, or the building of public 
good will a function of the field repre- 
sentative at the point of sale as well as 
the function of selling?’ The answer 
must be ‘yes.’ 

“In our business there are about 186,- 
000 field representatives across the 
country. They make, say, 500 million 
contacts every year. These contacts are 
never neutral—they make either good 
contacts or they make bad ones. They 
either create public good will or public 
bad will. What they do determines ulti- 
mately the public relations of the busi- 
ness. This also holds true with the 
home office. The way in which we meet 
people, how we treat them and their 
problems, our manners, our willingness 
to serve, the efficiency of our service, 
all help to create the attitude of those 
persons to us and consequently to our 
company. ‘What you are speaks so 
loud I can not hear what you say,’ is a 
trite but true expression. 

“It is not enough that people buy from 
us today because of the acceptance of 
our business, they’ve got to like us as 


well. If their contacts with you rub 
them the wrong way, surely they will 
believe the others in the company will 


give them the same reaction. This also 
holds true in the contacts made by 
home office personnel. If there ever was 
a time when a ‘public be damned’ atti- 
tude could have been taken by the insur- 
ance business, certainly that is not true 
today. The public is much more inquir- 
ing; it knows more about our business. 
So we must be more certain than ever 
that there is good character throughout 
our entire organization. Let’s be sure 
that our knowledge of the business is 


sound, that our procedures are correct, 
and that our mental attitudes are 
straight. 

“Most, if not all of you, have had the 


thrill of building a road of security for 
some family, or some business. You 
have experienced the satisfaction of a 
job well done. But yet, there may be 
some of us who have become somewhat 
calloused and hardened to these thrills 
of our calling, and have come to consider 
our tasks just a means of making money. 
True, there is that side of our work, 
but I maintain that when we put our 
heart into it, the way is much smoother 
and the results more gratifying. 

“To sum up, let us be good Ameri- 
cans, men and women with a strong 
faith in our business, our nation and 
our God. Thus fortified we shall be 
worthy makers of the road and ‘they 
will mount and on my work; they will 
climb and by my stairs.’” 
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President Ayer Urges 
Public Relations Use 


BEFORE INTER’L CLAIM ASS’N. 





Suggests Using Claims Histories in 
Advertising and Reports to 
Policyholders 
The public relations aspects of claim 
settlements could be developed to a 
greater extent than they now are, John 
W. Aver told the International Claim 
Association at its annual meeting at 
Spring Lake, N. J., this week in his 
address as president of the Association 
and he also urged the use of claims 


histories in advertising and jin annual 





JOHN W. AYER 


reports to policyholders. Mr. Ayer is 
assistant secretary of New England Mu- 
tual and manager of its claim depart- 
ment. He is a former president of the 
Boston Life and Accident Claim Asso- 
ciation. 

“All of us are aware that claims are 
the fundamental reason for the existence 
of insurance of all kinds,” said Mr. 
Ayer “and, therefore, the manner in 
which we process and pay those claims 
is increasingly important today if we are 
to maintain and increase the good will 
which is necessary to the success of our 
companies. The way in which we meet 
and treat policyholders cre: ates a lasting 
impression for or against the insurance 
industry. The matter of publi ic relations 
is of more consequence today than ever, 


and while I am sure that we are all 








keenly aware of this, nevertheless, be- 
cause of anges in the times and 
iges in the thinking, we must never 





ourselves to forget, even momen- 
tarily, the importance of proper claim 
settlements, promptly and, cheerfully 
made. We must be patient and tolerant 
in our contacts with claimants, never 
forgetting that what is a familiar prob- 
lem to us is inevitably distressing and 
strange and complex to the claimant. 
If for any reason it is necessary to 
postpone or deny a claim, the claimant 
is entitled as of right to a complete 
explanation as to the contract cover- 
age and the reason for the postponement 
or denial. 








Promptness As Good Relations Factor 

“Certainly it behooves us as claim 
executives to be alert and cognizant of 
the huge claim potential of our era, 
much of which it may be our privilege 
and duty to — in the coming years. 
Our polic yholders look to us as company 
representatives for fair and sympathetic 
treatment of their claims and our com- 
panies expect us to make proper pay- 
ment, to promote good will and create 
a sound partnership with the public we 
serve Even when the pressure of every 
day routine is strong, it will pay each 
1 us to stop a moment and analyze 
our thoughts and our thinking processes, 
for our efforts be they good or bad. 


Booth Outlines Claim 
Procedure Practices 








BEFORE INTER’L CLAIM ASSN. 


New England Mutual Counsel Sees 
Advantage in Compromising 


Doubtful Case 


The nontechnical approach in handling 
claims has much in its favor in the opin- 
ion of Vincent V. R. Booth, counsel for 
New England Mutual, who was -a 
speaker before the International Claim 
Association at Spring Lake, N. J., this 
week. Mr. Booth cited many legal cases 
to illustrate his points. In addition to 
adequate investigation and ex xamination 
of the law he said there is something in 
a sympathetic and understanding ap- 
proach from the broad standpoint of the 
industry. The claim committee should 
not be unmindful of the cumulative ef- 
fect of mass litigation on the public’s 
attitude toward companies. 


The Understanding Approach 


“In the light of all these factors the 
decision may be reached that the claim 
should be allowed, despite lingering 
doubts concerning its validity,” said Mr. 
Booth. “If, however, a contrary decision 
is indicated, a terse note addressed to 
the general agent, through whose office 
the claim has been submitted to the 
company, announcing a denial of liability 
is not an adequate method of procedure. 
It is not beyond the realm of the pos- 
sible that the agency will do no more 
than to transmit a copy of the declina- 
tion to the claimant. A company which 
follows this practice can be assured of 
trouble. Whenever possible a communi- 
cation should be addressed directly to 
the claimant, although it may be routed 
through the agency. The letter should 
state clearly and frankly the basis of 
the company’s decision. It would be wise 
to make clear that the company is will- 
ing to consider any other evidence which 
the claimant may wish to submit. In 
particularly difficult situations, it will not 
be out of order to suggest a personal 
interview by the claimant or his attorney 
with some member of the home office 
law department. Such an interview may 
result in the disclosure of pertinent evi- 
dence which has not previously been re- 
ceived by the company, with the result 
that, upon reconsideration, the claim is 
allowed. If the basic object is to avoid 
paying claims, this will be an unfortu- 


nate result. At the same time, one may 


have a most profound and lasting effect 
upon the industry as a whole. 

“As members of this Association we 
have always been aware of the impor- 
tance of good public relations, sincerely 
conceived and soundly administered for 
the benefit of the public. Dispatch in 
payment of claims creates and_ builds 
good wi.l. Dilatory payment destroys 
the good will engendered by good serv- 
ice and offsets many instances of prompt 
payment, for the word travels swiftly if 
is withheld, and if claimants 


payment 
have been inequi- 


genuinely feel they 
tably treated. 

“T suggest that all companies use case 
histories of claims in their advertising 
and annual reports to educate policy- 
holders and the general public as_ to 
exactly what the claims representative 
stands for and what his function is. 
Our companies may spend thousands of 
dollars for advertising in various ways; 
yet the manner in which we as repre- 
sentatives of our companies conduct our- 
selves and the method by which we 
handle claims has more effect than all 
else in molding public opinion of the 
insurance industry and our companies. 
There is nothing that creates as much 
good will for insurance and for our 
companies as a claim that is well and 
speedily handled; there is nothing that 
the industry can offer a policyholder or 
beneficiary that will accomplish more 
in that direction. This thinking must 
be passed on to everyone in claim work 
from the top to the bottom—from field 
claim representatives to the youngest 
clerk in our offices.” 


rest assured that this pertinent evidence 
will not be permitted by the claimant 
to’ molder in dust. Is it not better that 
the company be apprised of the true 
situation as a result of such an interview, 
rather than to learn it when the trial 
lawyer engaged by the company explains 
why he has lost the case? 

“If the interview does not result in a 
disclosure of additional information re- 
sulting in an allowance of the claim, 
it may afford an opportunity for nego- 
tiations which will culminate in a satis- 
factory compromise. There is no reason 
why a company should not make settle- 
ments in cases involving disputed ques- 
tions of fact and difficult questions of 
law. Settlements may be desirable from 
the point of view of simple mathematics. 
Most life insurance beneficiaries and 
their attorneys are reasonable citizens. 
They appreciate a sincere desire on the 
part of the company to avoid litigation. 
Sometimes the settlement negotiations 
will culminate in a frank appraisal by 
the prospective adversaries of the rela- 
tive chances of success. It is surprising 
how frequently a troublesome case can 
be disposed of through the medium of 
absolute candor on the part of home 
office counsel. Even when a satisfactory 
settlement cannot be achieved and it be- 
comes necessary to resort to the courts 
to resolve the controversy, much may 
have been achieved by this evidence of 
good faith on the part of the company. 

“Strict adherence to such practice 
should lead to at least a partial dissipa- 
tion of the feeling that life insurance 
companies are soul-less giants bent on 
oppressing the lowly individual. Without 
doubt, it will be difficult in any particular 
case to prove an immediate tangible 
benefit. It may be that no new insur- 
ance will be sold to members of the 
claimant’s family. In fact, there is no 
ready measuring rod which will establish 
that the company is held in any higher 
esteem in the immediate community. At 
the same time, I doubt whether the most 
expensive oe relations consultant can 
prove that any measurable quantum of 
ill will and hostility has been overcome 
by a particular piece of institutional ad- 
vertising or the public dissemination of 
health and welfare information by any 
individual life insurance company. I 
think it is not unrealistic to believe that 
over a period of time a reservoir of good 
will and confidence can be created by 
pursuing the practices which have been 
recommended.” 


Arthur C. Daniels Outlines 


Public Relations Projects 

Spring Lake, N. J. Sept. 11—Arthur 
*, Daniels, executive assistant, Institute 
of Life Insurance, speaking at the an- 
nual meeting of the International Claim 
Association, discussed two public rela- 
tions projects which the Institute and 
the Claim Association are developing. 
“The most important, step in creating 
good public relations,” he said, “is that 
of rendering performance of a service 
the public wants. You have heard many 
times that this comprises 90% of the 
sphere of public relations activity. Addi- 
tionally the other 10% must be done— 
that of telling and interpreting the 
significance of this performance to the 
public. 

“As claim men you are aware of flow 
of benefit payments to the American 
public. You are also aware of the many 
stories by each life company and those 
coming from the Institute. These sto- 
ries while furnishing the public with 
these facts, interpret the significance of 
this flow of money to both individual 
families and to the communities as well. 

“A part of this story has never been 
satisfactorily told—that is the story of 
life insurance benefit payments to dis- 
aster victims. Efforts made in the past, 
particularly the time of the Texas City 
disaster, did not succeed in bringing to- 
gether this information from the com- 
panies. After a disaster has happened 
it appears to be too late to try to reach 
those in charge of claim payments and 
ask them to furnish the desired infor- 
mation. 

“Briefly the Institute plans working 


Federal Encroachment 
Seen by E. M. Thore 


AS THREAT TO INITIATIVE 
General Counsel of LIAA Addresses 


Meeting of International Claim 
Association 


Inflation, taxation and encroachment 
of government are the big Washington 
issues of concern to life insurance, Eu- 
gene M. Thore, general counsel of Life 
Insurance Association of America, told 
the International Claim Association 
which held its annual meeting this week 
at Spring Lake, N. J. Speaking of infla- 
tion Mr. Thore said: 

“We accumulate dollars, we invest 
about 30 million of them every day. 
Eventually, we return these dollars to 
policyholders and beneficiaries. Our dol- 
lar commitments extend over many 
years. Inflation which cheapens the dol- 
lars we eventually deliver strikes at the 
very heart of our business. Moreover, 
as inflation extends itself, it dampens 
the desire to save money. Any reduc- 
tion in the savings of our people is, of 
course, a matter of national importance. 
Inflation has already taken its toll. Last 
year our claim administrators paid $4% 
billion in life insurance benefits to 
policyholders and beneficiaries. In terms 

of dollars, these benefits were the largest 
paid in the history of our business. But 
let’s look at our coverages in terms of 
goods and services. The $228 billion of 
life insurance coverage at the end of 
1950, translated in terms of 1949 dollars, 
were actually worth only $214 billion, a 
reduction in one year of $14 billion. In 
terms of the 1940 dollar, the amount of 
drop becomes $100 billion, reducing the 
$228 billion of protection to about $128 
billion. These shrinkages are not the 
fault of life insurance, but some people 
are already asking | the question: ‘Why 
buy life insurance ?’ 


What Life Insurance Is Doing 


“The life insurance business believes 
that the do-nothing course is extremely 
dangerous, and that resort to Govern- 
ment controls, while helpful, is an arti- 
ficial and temporary measure which will 
not cure inflation. Sooner or later these 
controls should be relaxed if we are to 
have a free government, but when we 
unfreeze controls inflation begins to boil 
again. i attempt to get 
at the roots of inflation—has had the 
vigorous support of the life insurance 
companies and many other business 
groups. Their efforts have been directed 





(Continued on Page 12) 


New Jersey Commissioner 


Welcomes Claim Men 

Warren N. Gaffney, New Jersey Com- 

missioner of banking and i insurance, made 

the address of welcome before the In- 

ternational Claim Association meeting in 
Spring Lake this week. 





jointly with the Claim Association to 
send a letter to each life company ask- 
ing them to watch for payments to 
disaster victims and to send such infor- 
mation promptly to the Institute. Each 
company will receive with this letter 
specific instructions and forms which 
will be used to transmit this information 
to the companies. The executive com- 
mittee of the International Claim Assso- 
ciation concurs in this proposed program 
and has asked the Institute to so advise 
insurance companies in contacts with 
them. It will be started in the near 
future.” 

The other project on which the two 
organizations are working jointly, Mr. 
Daniels pointed out, is the development 
of a booklet on the subject of “The 
claim man and his role in public rela- 
tions.” He said that a meeting of the 
committee had been scheduled and it is 
their hope that the booklet may be 
ready before the end of this year, 
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R. W. Hoyer to Retire 
As Hancock Gen’l Agent 


SUCCEEDED BY SON W. B. HOYER 





Will Continue Association With Colum- 
bus Agency as General 
Agent Emeritus 


Ralph W. Hoyer, CLU, will retire on 
September 30 as general agent at Co- 
lumbus for the John Hancock and will be 
succeeded by his son William B. Hoyer. 
The senior Mr. Hoyer will continue his 
association with the agency as general 
agent emeritus and will participate ac- 
tively in agency affairs. 

William B. Hoyer, CLU, is the third 
veneration of his family to serve as gen- 
eral agent for the John Hancock at 
Columbus. In 1881 his grandfather, Wil- 
liam E. Hoyer, after attaining renown 
as an educator in Ohio, entered the 
life insurance business and was an in- 
stant success, writing more than a quar- 
ter million in his first year in the busi- 
ness. In 1897 he became associated with 
the John Hancock general agency at 
Columbus and was a leading producer. 
In 1920, he and his son, Ralph W. Hoyer 
were appointed general agents. Three 
years later, upon the death of the elder 
Hoyer, Ralph W. Hoyer became sole 
general agent for the John Hancock at 
Columbus. 


Entire Career With Hancock 


General Agent Emeritus Ralph W. 
Hoyer has spent his entire business ca- 
reer with the John Hancock, entering 
the Columbus agency as an agent imme- 
diately after his graduation from Ohio 
State University in 1906, where he was 
captain of the football team during his 
senior year. An intensely dynamic per- 
sonality, he was a charter member of 
the Columbus Life Underwriters, is past 
Age of that organization and of 
the Ohio Life Underwriters Association, 
as well as a former trustee of National 
Association of Life Underwriters. He 
served as vice president of the National 
Chapter of CLU and was an organizer 
and first president of the John Hancock 
General Agent’s Association. 

The newly appointed general agent at 
Columbus, William B. Hoyer, CLU, is a 
graduate of Ohio State and received the 
degree of Master of Business Admin- 
istration at Wharton School of Finance, 
University of Pennsylvania. He entered 
the life insurance business in 1938 and 
received his CLU designation in 1941. 
He served three years in the Navy and 
at the time of his discharge in 1945 was 
a member of Admiral Monroe Kelley's 
staff, directing the National Service 
Life Insurance program for the Navy 
for New York State, Connecticut and 
Northern New Jersey. 

Like his father, he is active in life 
underwriters affairs, has served as direc- 
tor of the Columbus General Agents and 
Managers Association and of Columbus 
Chapter of Chartered Life Underwriters 
and the Columbus Life Underwriters As- 
sociation. He is now vice president of 
the Ohio Association of Life Under- 
writers. 





R. B. Wegeforth Named 


Pacific Mutual Life has named Richard 
B. Wegeforth general agent at San 
Diego, Calif. Cliff Strom, former general 
agent, continues as a member of the 
field staff. 

Mr. Wedgeforth’s insurance career 
began in 1930, as agent with the Aetna 
Life in San Diego. A few years later, 
while associated with that company’s 
Los Angeles general agent, he organized 
its sales representation in the State of 
Arizona and was elected vice president 
of the Arizona Association of Life Un- 
derwriters. Subsequently he transferred 
to Aetna’s Greup department, continuing 
until he entered military service in 1943. 
On returning to civilian life he became 
associated with the Group department of 
Pacific Mutual, under Ralph J. Walker, 
Group vice president, 


BRUCE D. SHEPHERD’S NEW POST 





Joins Underwriting Department of the 
Berkshire Life; Associated With 
Connecticut General Since 1935 


Bruce D. Shepherd has been appointed 
assistant to Jesse H. Carpenter, second 
vice president, underwriting department, 
Berkshire Life. He _ will 
duties October 1. 

Mr. Shepherd is the son of the late 
Clinton O. Shepherd, vice president and 
actuary of the Travelers. He is the 
nephew of Bruce Shepherd, manager of 
the Life Insurance Association of Amer- 
ica, and Pearce Shepherd, vice presi- 


assume his 


dent and associate actuary of The Pru- 
dential. 

Mr. Shepherd was graduated from the 
University of Illinois in 1935 and be- 
came associated in that year with the 
actuarial department of the Connecticut 
General. In 1937 he joined the life 
underwriting department of that com- 
pany, where he served until his enlist- 
ment in the Marine Corps in 1943. After 
the war he returned to the life under- 
writing department of the Connecticut 
General and was appointed life under- 
writer in 1948. In the following year 
he received an LL.B degree from the 
University of Connecticut, School of 
Law, and was subsequently admitted to 
the Connecticut State Bar. 





‘There was no moon at 
midnight, August 29...’ 


That statement, based on an 
1857 almanac, enabled Coun- 
sellor Lincoln to trap a witness 
and win a case. ‘You could 
not have seen the defendant 
commit this crime by moon- 
light,” Mr. Lincoln charged, 
“because there was no moon 
at midnight, August 29!” 

Like Counsellor Lincoln, 
your lawyer has been trained 
to see all sides of a situation. 
His wise counsel has saved 
many from the consequences 
of hasty actions. 


THIS MAN, ALSO, PROTECTS YOU 


Like your lawyer, the Mutual 
Benefit Life counsellor can see 
all sides of a situation. With 
his Analagraph, he can predict 
a family’s financial future ac- 
curately, And offer the right 


THE 


MUTUAL BENEFIT LIFE 


INSURANCE 


OeGamiree tm sees 


COMPANY 


300 88Oad war. “" @... ae2se0) 


plan for security because, at 
Mutual Benefit Life, he has 
many to choose from. 

The Mutual 


Benefit Life man is not only 


Take lawyers. 


able to offer them a sound fi- 
nancial plan. He can, also, 
show them how to make their 
professional future more secure 
through the Mutual Benefit 
Life’s Special Business Insur- 
ance Plan. 


FEELING OF ACCOMPLISHMENT 


A deep feeling of accomplish- 
ment accompanies the Mutual 
Benefit Life man in his daily 
work. He has both the emo- 
tional and physical equipment 
to do an outstanding service 
and he is proud of his contri- 
bution to the security of his 
community. 








Mutual Life to Enter 
Individual A. & H. Field 


WESLEY JONES SALES DIRECTOR 








President Louis W. Dawson Announces 
Plan of Operation at Houston Con- 
ference; To Start Writing in 1952 





York has 
enter the 
individual A. & H. field and plans to 
start issuing individual policies covering 


The Mutual Life of New 


announced its intention to 


accident, sickness and hospitalization in 
1952. In making this announcement at 


a recent business and educational con- 





WESLEY J. A. 


JONES 
ference in Houston, Tex., attended by 
600 of the company’s top-ranking field 
underwriters, agency managers and home 
office officials, Louis W. 
tual Life’s president, said: 

“The company is in a_ position to 
enter the A. & H. field at a minimum 


Dawson, Mu- 


initial expense. The new coverage will 


be offered through our present field 


force. No sizable additions to the home 
office staff are expected to be necessary. 
Operating efficiency is such that the 
company can handle the broadened cov- 
erage with existing facilities.” 
President Dawson further said that 
Mutual Life’s new move was a “natural 
and necessary extension” of its life 
insurance service. “Millions of indi- 
viduals — including professional people, 
storekeepers, housewives—are not eligi- 
ble for accident and sickness on a group 
basis but are in need of individual cov- 
erage. Such coverage fits logically into 
the Mutual Life’s method of program- 
ming family financial plans,” he declared. 


Jones Introduced by Vice Pres. Hale 


Wesley J. A. Jones of Chicago, who 
has been executive secretary of the In- 
ternational Association of Accident & 
Health Underwriters since 1949, was 
introduced to the Mutual Life conven- 
tioneers at Houston as newly appointed 
director of accident and sickness insur- 
ance sales. He will assume his new duties 
on October 1. Stanton G. Hale, the 
company’s vice president and manager 
of agencies, presented Mr. Jones to the 
convention. 

Mr. Jones, who will make his head- 
a at Mutual Life’s home office 
in New York, is widely known in A. & 
H. Grete s, particularly among producers, 
due to his association activity over the 
past three years. He joined the Inter- 
national Association in 1948 as assistant 
executive secretary. 

Mr. Jones holds an M.B.A. degree 
from Stanford University and a B. 
degree from Carleton College, Minn. In 
World War II (1943-46) he was an aerial 
navigator in the U. S. Navy. 
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Manhattan Life’s Leading Producers 
Get Awards at Biggest Co. Conference 


N. Y.—A panel dis- 


Training and 


Bolton Landing, 
cussion on “Selection, 


Supervision,” held recently, brought 
to a conclusion the four-day 101st Anni- 
versary Agency Conference of Manhat- 
tan Life at the Hotel With 
168 in attendance, a new company record 
was set not only for the over-all size of 
qualifying 


Sagamore. 


the group but for the number 
for the Manhattan Club. 

At the annual Agency Conference ban- 
quet, held one evening, Manhattan Club 
and Fordyce Summer Campaign awards 
were presented to outstanding personal 
producers and general agents by James 
chairman of the board, and 
Thomas E. Lovejoy, Jr., president. At 
the head table, in addition to Mr. and 
Mrs. Fordyce and Mr. and Mrs. Love- 
joy, were Mr. and Mrs. Julius Sack- 


P. Fordyce, 


ume, leader in new paid-for lives and 
leader in paid premiums. 

The other awards winner from the 
East turned up in the Campbell and 
Demarest Agency, New York, which 
walked off with the Division II Award 
for the Fordyce Summer Campaign. 

West Coast Wins Eight 

The remaining eight awards were won 
by West Coast personal producers and 
general agents. The Richard M. Gros- 
ten Agency, Los Angeles, won _ the 
Manhattan Club award for leading gen- 
eral agency in volume during the club 
year, as well as the Fordyce Summer 
Campaign plaque for over-all produc- 
tion regardless of division. 

William J. Schloen, Schloen-Levey 
Agency, Beverly Hills, Calif., won the 
Manhattan Club’s First to Qualify award, 
while his partner, Harry Levey, won 
as leading general agent, personal vol- 
ume. In addition, their agency won 





The six awards winners shown here with company President Thomas E. Love- 


joy, a5; 1 
with thirteen of the 


fifteen 


(left) and Board Chairman J. P. 
Manhattan 


Fordyce (third from right) walked off 
Club and Fordyce Summer Campaign 


Awards presented at the Annual Agency Conference, Hotel Sagamore, Lake George, 


N. Y., August 27-31. 
Left to right: Mr. 
Hills, Calif.; John M. 
liam J. Schloen, Jr., 
Co., Inc., Seattle; Mr. Fordyce; 


Lx ve; Vv; 


Schloen-Levey 


and Cecil M. Schilling, general agent, 


conference. 


Levey, 
Demarest, Campbell and Demarest Agency, New York; Wil- 
Agency; A. 
Richard M. 
and James G. Ranni, general agent, New York and Miami, Fla. 

Other two awards winners, Harold L. 
3urbank, Calif., 


Harry 


Schloen-Levey Agency, Beverly 
Haynes 
Angeles; 


Linus Pearson, LaBow, 
Grosten, general agent, Los 


Regenstein, Peyser Agency, New York, 
were unable to attend the 


\ 





Sackman, chief of the Life 
Bureau, New York locaraare Depart- 
ment, addressed one of the morning 
meetings on “The Strategic Importance 
of the Life Underwriter in Modern So- 
ciety.” 


man. Mr. 


Ranni, Regenstein Lead 


Of the fifteen awards for sales lead- 
ership presented at the banquet, James 
G. Ranni, general agent, New York 
City and Miami, Fla., and Harold L. 
Regenstein, Peyser Agency, New York, 
tied for top honors with three awards 
each. 

Mr. Ranni won the Manhattan Club 
award for leading general agency in 
premiums for his New York Office's 
performance, which also won ihe Divi- 
sion 1 Fordyce Summer Campaign 
trophy. The Ranni Agency's Florida 
office walked off with the Division IV 
plaque in the Fordyce Campaign event. 

Mr. Regenstein, who was unable to 
attend the conference because of a 
speaking engagement, won three Man- 
hattan Club awards for: leader in vol- 


two Manhattan Club awards for agen- 
cies less than three years old: for 
leadership in agency volume and first 
in paid premiums. 

The other two West Coast awards 
winners were A. Linus P ° arson, LaBow, 
Haynes Co., Inc., Seattle, leader in com- 
bined volume and _ lives, Manhattan 
Club, and the Cecil M. Schilling Agen- 
cy, Burbank, Calif., Division II winner, 
Fordyce Summer Campaign. 


Panel Discussion Featured 


Seven panel discussions covering a 
wide range featured the business ses- 
sions of the conference. 
pane] moderators were: 

“Information Please,” Elder A. Por- 
ter, vice president and chief actuary; 
“Group Insurance and Pension Plans,” 
James G. Ranni; “Brokerage Opportu- 
nities for Genera] Agents and Super- 
visors,” John F. Fixa, general agent, 
San Francisco ; “The Single Need or 
Package Sale,” "Alfred Schlesinger, edu- 
c ational director, Grosten Agency; 
“Business Insurance,” Morris Harmelin, 


Subjects and 


GULF LIFE CHANGES 


E. L. Phillips Becomes Chairman of 
Board; E. L. Phillips, Jr., 
Advanced to Presidency 
Ses Be 
of Gulf Life, Jacksonville, and was 
elected chairman of the board at special 
directors meeting recently. His son, E. L. 
Phillips, Jr., advanced from senior vice 

president to the presidency. 

The realignment in official positions 
was brought about as the result of the 
death last April of T. T. Phillips, foun- 
der of the company 40 years ago. At 
the time of his death he was chairman 
of the board. 

Directors also elected J. 
assistant secretary, 


Judson Chal- 
mers, a member of 
the board. 

The new president is a graduate of 
Virginia Military Institute and Uni- 
versity of Florida. He has been asso- 
ciated with Gulf Life since 1934, when 
he became an agent in Miami. Later he 
served as an agent for two years in 
Jacksonville, prior to a period of duty 
in various home office departments. His 
primary interest for the past dozen 
years has been the investment field. 





Newark, N. J.; “Pro- 
gram Selling,’ Bernard B. Hoffman, 
CLU general agent. Buffalo, N. Y.; 
“Selection, Training and Supervision,” 
Richard M. Grosten. 


Harmelin Agency, 


Some of Featured Speakers 


At the first business meeting, J. P. 
Fordyce, chairman of the board, wel- 
comed the group, after which P resident 
Thomas E. Lovejoy took ie as chair- 
man for the day. Elder Porter dis- 
cussed “Recent Company Developments 
He was followed by Dr. L. Gordon La- 
Pointe, recently dated medical di- 
rector of Manhattan Life, whose subject 
was, “Inside Underwriting.” Dr. La- 
Pointe discussed the medical aspects of 
underwriting and gave suggestions to 
help the field underwriter in furnishing 
the home office with additional informa- 
tion which might speed the issue of 
cases. 

At another morning meeting, pre- 
sided over by H. O. Seale, Jr., di- 
rector of agencies, Julius Sackman, chief, 
Life Bureau, New York Insurance De- 
partment, spoke. Mr. Sackman’s audi- 
ence heard a fascinating account of the 
growth of life insurance in the United 
States from its earliest days. He pointed 
out that the Manhattan, one of the 
pioneer companies, enjoyed a long and 
enviable record of growth and prog- 
ress. The laws affecting agency opera- 
tions in New York State and elsewhere 
were discussed, and in concluding his 
speech, Mr. Sackman paid tribute to the 
work of “local, state and national agents’ 
associations for their contributions to 
the high professional standing enjoyed 
by their members.” 

Surveying the future of life insurance 
and the field underwriter, Mr. Sackman 
said, “The opportunities a life insur- 
ance agent enjoys today are unlimited 
in scope. Never before in the history 
of life insurance has the public been 
more life insurance conscious.” 


Home Office Attendance 


Attending the 101st Anniversary Agen- 
cy Conference from Manhattan Life 
home office were: J. P. Fordyce, chair- 
man of the board; Thomas E. Lovejoy, 
Jr., president; Elder A. Porter, vice 
president and chief actuary; Vincent W. 


Edmondson, vice president; H. O. Seale, 
dr. director of a Dr. L. Gordon 
LaPointe, medical director; Wendell 


Buck, assistant to es president: Harry 


J. Nelson, superintendent of agencies, 
Midwest Division; George O’Dowd, 
Agency Department. 

Robert R. Lassiter and Henry G. 


Waltemade, members of the board of 
directors, attended the conference and 
spoke briefly at the first meeting. 


Phillips resigned as president 


Joins Connecticut Mutual 





RALPH J. CHITTICK 


Ralph J. Chittick has joined the home 
office staff of Connecticut Mutual Life 
and will assist E. A. Starr, superin- 
tendent of agencies, in the further de- 
velopment of employe insurance plans, 
business insurance and estate planning. 

Mr. Chittick has a broad background 
in law and accounting and a wide knowl- 
edge of federal and state income tax 
and inheritance laws. For the past 
four years he has been judge of the 
Magistrates’ Court in Balboa, before 
served for three 
associate attorney for the Panama 
Canal Zone. 

Mr. Chittick received his law degree 
University of Nebraska and 
has also studied at Nebraska State 
Teachers College, the University of 
Minnesota and with the International 
Accounting Society and the American 
Institute of Banking. For the past three 
years he has been a part-time instructor 
in business law at the Canal Zone 
Junior College. 

Bones d : as 

3eginning his law career in 1936 
with a short term in private practice, 
Mr. Chittick later entered the trust 
department of a Minneapolis bank. In 
addition to this experience, he has 
worked in the credit and management 
field, handling federal and state tax 
returns and unemployment insurance 
matters. 


which he years as 


from the 





Northwestern Mutual’s 
New Receipt Procedure 


Northwestern Mutual Life, Milwau- 
kee, has adopted a modernized pro- 
cedure, effective with premiums due in 
September, under which receipts will 
no longer be issued except for cash 
payments or upon specific request from 
the policyholder. This method is gener- 
ally accepted as good business practice, 
since cancelled checks usually serve as 
a receipt. 

“Under our constant review of meth- 
ods for savings in operating costs,” 
said C. W. Adamson, company treas- 
urer, “we find this a logical plan for 
reducing expenses in stationery, post- 
age and manpower on over two million 
billings annually. All such savings 
benefit the policyholders in a mutual 
company like ours. After a trial period 
in a number of agencies, the company 
has now placed all of its 89 general 
agencies throughout the country under 
the new plan.” 

Attached to the new premium notice 
is a “record of payment” stub. On this 
the payee can easily note the date and 
number of his check, detach and retain 
his records, adding the cancelled check 
when returned by his bank. If re- 
quested, a receipted form will be sent 
to the policyholder. 
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A tribute to members of the N.A.I. A. 
whose skill, counsel and service 


make good insurance really work 


HE wording of policies may be similar . . . the cover- . . » by their counsel and advice which are always 
available to their clients. 


age much the same. Each may be backed by a 


company of impressive financial strength. But it takes 
pee. P 6 ... by their ever-ready service — any time, any where 
more than these to make good insurance. Every day — which only the clients of local agents can count 


the members of the N.A.I.A. prove this in many ways... on in time of need. 


... by their knowledge and skill in fitting the right These things don’t appear in the written contract. Yet 


policies to each client’s particular needs. they are the vital points of difference which give greater 
" alue to capital stock insurance as sold through 
... by their pride and integrity as local businessmen ee en ee ee & 


who have a real interest in seeing that their clients the American Agency System — for they are the things 


get sound, proper coverage in reliable companies. which make good insurance really work. 


AETNA CASUALTY AND SURETY COMPANY 
AUTOMOBILE INSURANCE COMPANY 
STANDARD FIRE INSURANCE COMPANY 


Affiliated with 
ETNA LIFE 
INSURANCE COMPANY 
Hartford 15, Connecticut 
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C. E. Cleeton to Head 
Nat’! Assn. Next Year 


FLUEGELMAN VICE PRESIDENT 








John D. Marsh Nominated for Secre- 
tary; Osborne Bethea for Treasurer; 
Trustee Candidates 





The nominations committee of Na- 
tional Association of Life Underwriters, 
headed by H. Cochran Fisher, will rec- 
ommend to the annua] convention in Los 
Angeles next week the tes slate: 

For president, Charles E. Cleeton, Los 
Angeles, general agent for es 
Life of Calif., vice president of NALU 
last year, past trustee and secretary and 
three times chairman of the membership 
committee and a prominent figure in 
California life insurance activities. 

For vice president: David B. Fluegel- 
man, New York, agent for Northwestern 
Mutual, currently secretary of NALU, 
past trustee and chairman of important 
committees, past president of both New 
York City and state associations and a 
large personal producer for many years. 

For secretary: John D. Marsh, of 
Washington, general agent Lincoln 'Na- 
tional Life, chairman of NALU commit- 
tees, member insurance committee U.S. 
Chamber of Commerce and insurance 
committee and traffic committee District 
of Columbia Board of Trade. 

For treasurer: Osborne Bethea of New 
York, general agent Penn Mutual Life, 
currently NALU treasurer, member of 
executive and financial committees and 
other committees, chairman General 
Agenis & Managers Section and presi- 
dent of Life Managers Association of 
Greater New York. ea: 

Those proposed for trustees: Eunice 
C. Bush of Baton Rouge, assistant man- 
ager Mutual Life of N. Y.; Stanley C. 
Collins of Buffalo, agent Metropolitan 
Life; William D. Davidson of Chicago, 
associate manager Equitable Society; 
Winston P. Emerick of Johnstown, 
Pa., agent New England Mutual; M. 
Peterson of Charlotte, N. C. beste 
agent Lincoln National; Harry J. 
Syphus of Salt Lake City, general agent 
3eneficial Life; William H. Zaiser of 
Des Moines, special agent Prudential. 


Marks 25th Anniversary 


ARTHUR SCHMIDT 


H. Arthur Schmidt, general agent of 
New England Mutual Life in New York 
City, is celebrating his 25th anniversary 
as a general agent this month. Mr. 
Schmidt, who has been with New Eng- 
land Mutual for over 35 years, took his 
two sons, Arthur and Roger, in partner- 
ship as general agents the first of the 
year. 

Mr. Schmidt has been in the life insur- 





Training Assistants Named 

Appointment of three additional train- 
ing assistants is announced by Life In- 
surance Company of Georgia. They will 
join the expanding field training staff 
headed by Director of Training G. S. 
Cutini. 

The appointees are Reuben R. Smith, 
rsaggese John D. Paulk, Jr., Albany, 
Ga., and Edward E. Wooten, Gainesville, 
Fla. Each is a former staff manager 
and has assisted in conducting schools 
for staff managers at the home office. 





GETS PACIFIC MUTUAL POST 
Joseph B, Flammang, CLU, has joined 
Pacific Mutual Life in the home office 
agency department staff as assistant 
director of training. In his new posi- 
tion, Mr. Flammang’ s duties will include 
field training of new sales representa- 
tives, supervisors and general agents. 


MARKS 30TH ANNIVERSARY 

Clarence B. Schaefer recently cele- 
brated his thirtieth anniversary with the 
Berkshire Life in Buffalo. Mr. Schaefer 
joined the company’s George N. 
Matthews agency in 1921. 





ance business since 1915, entering the 
field at age 20. For a decade he became 
one of New York’s most. successful 
agents and achieved the distinction of 
being the company’s leading producer. 
On a number of occasion he was a mem- 
ber of the Million Dollar Round Table. 
In 1926 he was admitted to partnership 
with Edward W. Allen, then manager. 
In 1943, Mr. Schmidt became sole gen- 
eral agent. Under his leadership the 
agency won the president’s plaque in 
1945, an award made to the agency for 
the best over-all job during the calendar 
year. Mr. Schmidt is a past president 
of the Life Managers Association of 
Greater New York and of the General 
Agents Association of New England 


Mutual. 





$10 Monthly Income Disability 
50-Year Family Income Rider 
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Substandard—600% Mortality 
Retirement Benefit Plan for Brokers 
Exceptional Consideration for Overweights 








INC 
1780 BROADWAY, NEW YORK 
-at 57th Street + JUdson6-4660 


MICHAEL A. WILTON, Vice President 











Continental Assurance Convention 


Continental 


qualifiers with more than 295. 
Highlights of the 


include two pane] discussions, one de- 
Town and Country.” 
Panel members have been drawn from 
territories of all types ranging from rural 
areas to metropolitan centers to provide 
a comparative basis for measuring sales 


voted to “Selling... 


techniques. 
The second panel, 
of Know How,” 


cated to first 


Assurance will hold its 
40th Anniversary Pyramid Club conven- 
tion September 27 and 28 at the Drake 
Hotel, Chicago. This year’s convention 
marks a new all time high for total 


business sessions 


“A (Century - Plus 
will be comprised of 
veterans whose total years of service 
total more than 100. It will be dedi- 
time club qualifiers and 





A WELL-BALAN 





CED COMPANY 


balance 


improves performance 


From childhood’s earliest 
moments... balance is 


essential to progress. 


So, too, in a life insurance 


company, continuous 


achievement is aided by a favorable 
balance of past history, present 


progress, and future plans. 


Fidelity is a well-balanced 


company. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA © PENNSYLVANIA 





new men in Continental’s organization. 
Its object will be to give men _ less 
familiar with Continental procedures and 
policies the benefit of the panel mem- 
bers’ knowledge and experience. 

Featured speaker of the convention 
will be Frank H. Beach, professor of 
marketing at the University of Illinois, 
tig topic will be “Play It Like the 
tO; 

Willis B. Townsend, of Anchorage, 
Alaska, will set the distance record for 
qualifiers. The largest state delegation 
will be from New York, and the largest 
agency delegation, 13 qualifiers, will be 
from the H. Malcolm Teare agency. 
Canada will send a delegation of nine. 

Leader for premium credits among 
veteran producers for this year’s club 
is Dwight G. Johnson, Philadelphia, fol- 
lowed by Myron Beitman and_ Irvin 
Yoffee, Harrisburg, Joshua B. Glasser, 
Chicago. Veteran volume leaders are 
Harry M. Bittner, Jr., Detroit, with 
$2,065,400, Myron Beitman and _ Irvin 
Yoffee, with $1,359,289, and Joshua B. 
Glasser with $1,317,975. 

Leaders among new qualifiers were 
headed by Stanley Wasser, Miami, 
Jerome J. Blum, New York, and Abra- 
ham Zeeman, New York. Frank Ara- 
gona, New York, lead new men in vol- 
ume with $857,423 followed by James 
McDonnell, Detroit, with $711,080, and 
Abraham Zeeman with $597,600. 

Continental recently announced that 
Pyramid Club qualification requirements 
for the year 1952 have been increased 
to $200,000 volume and $4,000 premiums 
paid basis with graduated requirements 
for men placed under contract after 
July of this year. 

A company spokesman pointed out 
that even had the new requirements 
been in effect this year, less than 5% 
of the men attending this convention 
would have found it necessary to in- 
crease their qualifying efforts. 


Mutual Benefit Life Names 


Assistant Medical Director 
Merlin T. Ryman, M.D., has been 
appointed an assistant medical director 
of Mutual Benefit Life of Newark, effec- 
tive October 1, according to an an- 
nouncement by Vice President Walter 
A. Reiter, M.D 
Dr. Ryman has conducted a general 
practice in Chatham, New Jersey, for 
about 15 years and has been anesthetist 
on the staff of Morristown, New Jersey, 
Memorial Hospital. He was graduated 
from Wesleyan University, Middletown, 
Conn., with an A.B. degree in 1930 and 
received his M.D. from the University 
of Pennsylvania Medical College in 1934. 


ARNOLD L. PAGE DIES 
Arnold L. Page, 44, comptroller for the 
Woodmen of the World, fraternal in- 
surance organization, died recently in 
Omaha, Neb. Funeral services were held 
in Roanoke. 

















{| 





September 14, 1951 








Page 9 
































FACTS YOU SHOULD KNOW 


about the new 


Travelers PREFERRED RISK LIFE’ POLICY 


% The policy is designed to meet the needs of the 
millions of men and unmarried, self-supporting 
women who can afford $10,000 of Life insurance 
and who qualify as preferred risks. It is an ex- 
tremely flexible plan providing great benefits at 
a very attractive rate. 


% For the millions of people who need an additional 
hedge against inflation, The Travelers Preferred 
Risk Life Policy offers an ideal solution. 


% Today, more people have more money and are 
in better health than ever before. Many of these 
people can afford and can qualify for this special 
contract. 


%& The minimum contract written is for $10,000—the 
maximum contract limit is the same as for Ordinary 
Life. 


¥%& The premiums are payable for life with automatic 
guaranteed reduction in premiums beginning with 
the second year. 


%* In lieu of the automatic reduction in premium, the 
insured may elect during the first contract year to 
pay the maximum premium in second and subse- 
quent years, thereby providing increased amounts 


of insurance and greater contract values. 


%& Premiums may be paid on an annual, semi-annual, 


quarterly or monthly basis. 


% Any one of these features—Travelers Additional 
Indemnity Provision, Double or Triple Protection, 
Family Maintenance, or Family Income—may be 


issued with this coverage. 


% The Premium Waiver Disability provision is an 
integral part of the contract with rates the same 


for men and women. 


% Issuance of this contract will be limited to pre- 
ferred risks who meet selective standards of 


underwriting in all respects. 


Travelers PREFERRED RISK Life Rates at some typical ages 


Age at issue Ist Year Premium 


20 $16.01 
40 28.67 
50 41.95 


Reduced Premium 10 Year Average 


$13.30 $13.57 
25.35 25.68 
37.97 38.37 


Call your nearest Travelers Life Manager or General Agent 


about liberal first year commissions and regular renewals. 


THE TRAVELERS INSURANCE COMPANY 


HARTFORD, CONNECTICUT 


*Available in United States only. 
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Preparing Centennial History 


Northwestern University Names Harold F. Williamson and 
Orange A. Smalley for Northwestern Mutual 
Life’s Historical Book 


The Northwestern Mutual Life, which 
will be 100 years old on March 2, 1957, 
has already started preparation of the 
history of the company which will be 
distributed at the time of the centennial. 
The company’s contract for preparation 
of the history is with Northwestern Uni- 
versity. In connection with the history 
the university has designated two men 


of considerable ability, both as econo- 





HAROLD F. WILLIAMSON 
mists and educators. These men ar¢ 
Harold F. Williamson and Orange A. 
Smalley. 

Born in Kansas, Mr. Williamson has 
degrees of A.B. and M.A. from Univer 
sity of Southern California, and a Ph.D. 
degree from Harvard. He became in 
structor at University of Southern Cali- 
fornia in 1926 being there two years and 
then becoming an instructor at Harvard 
and later at Massachusetts Institute of 
Technology. For six years he was as- 
sistant professor at Yale University and 
then for some years was associate pro- 
fessor. He joined the faculty of North- 


MOVE OFFICES TO DALLAS 

Life Insurance Company of America 
is moving its executive and general of- 
fices from Fort Worth to Dallas. Gen- 
eral offices will be in the $3,000,000, 22- 
story M & W Tower Building at Akard 
and Wood. The company _ recently 
bought this building and will change the 
name of Life of America Building. A 
number of the company’s employes in 
Fort Worth will move with the firm to 
Dallas. 

Troy V. Post is chairman of the board 
of the company and Hubert G. Foster 
is president. 


western University in 1948. 

Mr. Williamson is author of Edward 
Atkinson, The Biography of the Ameri- 
can Liberal; and (with A. H. Cole) The 
American Carpet Manufacturer. He was 
editor of The Growth of the American 
Economy, and he is a member of Ameri- 
can Economic Association and Economic 
History Association. 

Mr. Smalley, a native of Chicago and 
graduate of Oak Park High School, did 


nS 





ORANGE A. SMALLEY 


underg rraduate work at De Paul and 
Northwestern universities and Roosevelt 
College, Chicago. He took graduate work 
at Northwestern University. His special 
field has been economics, especially eco- 
nomic history. He has completed all 
academic requirements toward the de- 
gree of Doctor of Philosophy excepting 
the dissertation and that is being based 
on a historical analysis of life insurance 
investment of Northwestern Mutual Life. 
For two years he has been graduate as- 
sistant, economics department, North- 
western University and for one year a 
lecturer in economic theory, Roosevelt 
College, Chicago. 

In World War II he saw two years’ 
Army overseas service in the Caribbean 
theatre and Southwest Pacific theatre. 


Prudential Field Changes 

A change in the managership of The 
Prudential’s Memphis and ae hone 
agencies has been announced by Sayre 
MacLeod, CLU, vice president in 
charge of the company’s Ordinary 
agencies department. 

Louis K. Edge, who has been in 
charge of the Memphis organization, 
becomes manager at Nashville with 
Smith Tenison, Jr., remaining an asso- 
ciate manager. Lewis J. Myatt, CLU, 
assistant manager at Birmingham, Aja. 
is being promoted, effective October 1, 
to succeed Mr. Edge at Memphis. 








WE LIKE OUR COMPANY 
BECAUSE IT OFFERS: 


1—LOW NET COST TO POL- 
ICYHOLDERS 


2—PENSIONS TO BROKERS 
AND SURPLUS WRITERS 


SO WILL YOU... 





Samuel D. Rosan Agency, Inc. 
General Agent 


CONTINENTAL ASSURANCE CO. 
Chicago, III. 


76 William St., N. Y. 5, N. Y., 
WH 3-7680 














HUBER AGENCY FOLDER 





Problem of Keeping Agency Callers 
Occupied Solved by Folder on Agency’s 
Operation Principles 
With about four out of every ten 
interviews held in the agency offices, the 
Solomon Huber Associates, Mutual 
Benefit Life, have been faced with the 
problem of keeping busy clients and 
prospects happy while waiting in the re- 
ception room. Salesmen and canvassers 
likewise have posed 2 problem,since it 
is the policy of the agency méinbers to 

see every one who calls. 

A solution has been found in the 
form of an attractive, four-page, folder 
entitled “While You're Waiting” pre- 
pared by Mr. Huber which is on display 
in a rack set up on an end table with an 
imprint sign suggesting that the visitor 
take one. Written in an_ informal, 
friendly style it is designed to tell some- 
thing of the agency story to callers. 


Mutual Trust Life, Chicago 
Field Meeting in Canada 


Mutual Trust Life of Chicago is hold- 
ing a convention of its field leaders this 
week at Bigwin Inn, Lake of Bays, 
Canada with more than 175 qualifiers, 

guests and members of the home office 
staff in attendance. The convention 
opened with an address by President 
Raymond Olson. Among guest speakers 
were Benjamin N. Woodson, executive 
vice president of National Association 
of Life Underwriters, and managing di- 
rector of Life Underwriter Training 
Course, also Charles J. Zimmerman, 
managing director of Life Agency Man- 
agement Association. 

Features of the business sessions were 
new sales ideas by leading producers, 
panel discussions on business insurance, 
Mutual Trust Determinator Program 
Service and prospecting. 


Ill. Associations to Meet 

The Illinois State Association of Life 
Underwriters, the Illinois Round Table, 
and the Life Underwriters Association 
of Peoria will meet jointly on October 
26 and 27 in Peoria. 

On October 26 the Illinois State As- 
sociation will hold its mid-year meeting. 
Kenneth L. Keil, CLU, Penn Mutual, 
Springfield, state president, will preside. 





NON-CAN A & H 
INSURANCE 





GENERAL AGENCY OPENINGS 
AVAILABLE 


BROKERAGE BUSINESS INVITED 
Write Direct To 


PROVIDENT LIFE AND ACCIDENT 


Typwunce om Winy 


HATTANOOCA 














POSTAL LIFE writeg Becisely the policies 
you want, and need, th serving your clients 
—as agents, brokers, or surplus writers. 


For particulars see any Postal Life General 
Agent or write 


Roy A. Foan, 
Vice President and Director of Agencies 











INSURANCE COMPANY 
SII FIFTH AVENUE, NEW YORK 17, NEW YORK 





Arthur Lewis to Miami 


Appointment of Arthur Lewis as 
general agent at Miami has been an- 
nounced by Agencies Superintendent 
Fred Sibley of Pacific Mutual Life. 

Mr. Lewis began his insurance career 
in 1942 as a field staff member af the 
Arthur E. Kraus Agency, Los Angeles. 
Three years later he was named general 
agent at Newark, where he has built 
an effective field unit for the company. 
The Newark agency will be operated 
for the present as an interim branch 
office. 

On the staff of Mr. Lewis’ general 
agency at Miami will be Dave J. Cohn, 
formerly general agent there but now 
devoting his entire time to personal 
sales and service. 





Travelers Appointments 

Six field personnel appointments in 
life, accident and group lines have been 
announced by Travelers. 

E. Wade Wood has been appointed 
Group supervisor at Atlanta, Ga. Four 
new field supervisors have been ap- 
pointed: David A. Hunter at Halifax; 
Gregory P. Michaels at Houston; Clyde 
C. Bell, Jr., at Reading, Pa. and H. 
Eugene Combs at Oklahoma City. 

Samuel R. Wyzenbeek, Jr., field su- 
pervisor at John Street, New York, has 
been appointed in the same capacity to 
Los Angeles. 
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DAVE CARR’S RECORD 





Continental Assurance Agency in N. Y. 


Achieves 2nd Million Dollar Month 
This Year; Its Leadership 

David A. Carr, president of David A. 
Carr Agency, Inc., representing Con- 
tinental Assurance at 1780 Broadway, 
New York, has been advised by the 
home office that his agency’s paid-for 
business for July was $1,085,695. This 
makes the second million dollar month 
in 1951 for the ‘Carr Agency, the first 
having been the month of May. 

Less than three years old, the agency 
has maintained a high mark of produc- 
tion and a high quality of paid-for busi- 
ness ever since its inception. Among 
Eastern Department agencies of Con- 
tinental Assurance it has ranked among 
the first three for the past two years and 
is pressing for the eastern leadership 
(if not the national) this year. 

In Mr. Carr’s successful operation of 
the agency he is joined by Michael A. 
Wilton, vice president. Their present 
emphasis is on brokerage business and 
their following in this field is extensive 
in the Greater New York area. 





Insurance Society’s Group 


: 
Life Insurance Course 

A fifteen-week Group life insurance 
course which will also include Group 
accidental death and dismemberment, 
Group accident and sickness, Group. hos- 
pitalization expense for employes, Group 
surgical benefits for employes, Group 
medical expense benefits for employes, 
Group mé ujor medical expense benefits 
for employes, Group polio insurance, will 
be given this fall by the School of In- 
surance of the Insurance Society of 
New York. Classes will begin on Wed- 
nesday, September 19, and will be held 
from 5:30 to 7:30 p.m. once a week. If 
registration warrants, a second section 
of the same course will begin on Sep- 
tember 20 at the same hour. 

Classes will be conducted by Norman 
N. Gortz, CLU, of Elmer G. Leterman 
Co., and Carl E. Parsons, Jr., home office 
representative of the United States Life. 





Life of Georgia to Use 
“Results” War Clause 


Life Insurance Co. of Georgia has an- 
nounced it will start using a standard 
“results” war clause October 1 on all 


Ordinary policies issued to men 18 
through 26 years of age. On men al- 
ready in the Armed Forces, the Re- 


serves, or the National Guard the clause 
will be inserted regardless of age. 
Since August, 1950, Life of Georgia 
has issued insurance without a “war 
clause” for limited amounts on men of 
military age. Men 19 through 26 were 
not issued term, and other plans were 
limited to $10,000 total. 

The company does not issue weekly 
premium insurance to men in the Armed 
*orces. This practice will be continued, 
but there will be no “war clause” in 
weekly premium contracts. 


James R. Olive Dead 


One of the oldest field representatives 
of the Kansas City Life, James R. Olive, 
Hugo, Oklahoma, died recently following 
a heart attack. Mr. Olive had been as- 
sociated with the L. Mersfelder 
agency, Oklahoma City, since 1928. He 
was 78 years old. 

One of the outstanding producers of 
the Oklahoma agency, Mr. Olive had 
made many company records. For the 
last six years he had qualified for the 
President’s Club, an exclusive organiza- 
tion representing only about 10% of all 
Kansas City Life agents. 

As of September 1, Mr. Olive had an 
unbroken record of 668 weeks in the 


App-A-Week Club. 
JOINS MAC NAMEE AGENCY 


N. Clinton Lyman, Torrington, Conn., 
has joined the Merrill W. MacNamee 
agency of National Life of Vermont. 
Mr. Lyman was most recently associated 
with the Chicago office of the General 
Electric Co. 


Lester E. Weaver Heads 
New York Life Top Club 


WITH COMPANY SINCE 1933 





Elmer C. Moore National Vice Presi- 
dent; E. T. Golden Advisory 
Board Chairman 





Lester E. Weaver, San Francisco, is 
president of the 1951 Top Club of the 
New York Life, it has been announced 
by Dudley Dowell, vice president in 
charge of agency affairs of the company. 
In becoming president of the Top Club, 
an organization of the foremost mem- 


bers of New York Life’s entire field 
force of 5,000 agents throughout the 
United States, Canada, Alaska and 


Hawaii, Mr. Weaver established a record 
as the company’s leading agent during 
the 12-month period ended June 30. 

Since joining the New York Life in 
1933, Mr. Weaver has been among the 
company’s outstanding agents. A_ spe- 
cialist in the field of business life insur- 
ance, he is a life and qualifying member 
of the Million Dollar Round Table of the 
National Association of Life Under- 
writers. 

Other officers of the 1951 Top Club 
were also announced by Mr. Dowell. 
Elmer C. Moore, of the Wichita branch 
office, is national vice president. 


Chairman of the advisory board of 
directors of the Top Club (a group com- 
prising previous Top Club presidents) 
is Edwin T. Golden, CLU. He was 
president of the Top Club in 1950. Vice 
chairman of the advisory board of direc- 
tors are Harry A. McColl, Pueblo; Reed 
W. Brinton, CLU, Salt Lake City; Ken- 
neth iC. Fitch, Wichita; Smokey Killen, 
San Antonio; Edward J. Mintz, CLU, 
Salinas, Calif.; Robert A. Davies, CLU, 
San Francisco; and Harry J. Talman, 
Worcester. 


Vice Presidents 


Vice presidents of the 1951 Top Club 
are Hubert Nelson Hoffman, Washing- 
ton, D. C., Southeastern Pivision; Lloyd 
Steadman, San Gabriel, California, Paci- 
fic Division; Shirley J. Wayburn, De- 
troit, Central Division; Ben Sekt, Sioux 


City, Western Division; Daniel H. 
Coakley, Jr., Boston, Northeastern Di- 
vision; and Roger Poitras, Quebec, 


Canadian Division. 
Second vice presidents are Louis K. 
Sims, Los Angeles, Pacific Division; 


Josef E. Josephs, CLU, Charlotte, North 


e arolina, Southeastern Division; George 
iP Lucas, Sioux Falls, South Dakota, 
Western Division; Howard J. Richard, 
CLU, Boston, Northeastern Division: 


Rudolpf L. Leitman, Detroit, 
Division; and Paul H. Bilodeau, 
Canadian Division. 


Central 
Quebec, 


Brooklyn Branch Plans 


For Educational Meetings 
Irving S. Bober, ‘CLU, 
president of the 
Life Underwriters’ Association of the 
City of New York, Inc., 
that plans have 


educational vice 


3rooklyn branch, the 


has announced 


been formulated for a 
series of educational meetings 
the ensuing administrative year. 
The first meeting is scheduled for 
September 28 at the Hotel Bossert, and 
will be devoted exclusively to the Life 
Underwriter Training Council (LUTC) 
courses which will be given again in 
— this year beginning in October. 
Edward L. Rosenbaum, chairman of 
the Brooklyn Branch LUTC Committee, 
will award certificates to those who have 
satisfactorily completed the course. A 
film, entitled, “Looking Ahead With 
LUTC?’” will be shown at this meeting. 


during 


GUARDIAN LIFE JOINS BUREAU 


J. F. Follman, Ps general manager of 
the Bureau of cident & Health Un- 
derwriters, has piicicinn met the election 


of the Guardian Life to membership in 


the bureau, following unanimous action 
of its governing committee. The Guard- 
ian Life has recently determined to 
enter the individual A. & H. field. 













The 
LINCOLN 


LiIF€ 


INSURANCE 


Fort Wayne |, Indiana 


A Real Sales-Maker 


The LNL representative recognizes his Company's Mort- 
gage Redemption Plan as a valuable sales-maker. He finds that 
his prospects like this plan because: 


|. The amount of insurance decreases as the mortgage 
reduces. 


2. The premium grows smaller each year. 


3. Substantial permanent insurance remains after the 
mortgage is paid. 


This well-tailored Mortgage Redemption Plan provides 
another reason for our proud claim that LNL is geared to help 
its field men. 


NATIONAL 


COMPANY 


Its name indicates its character 
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E. M. Thore Talk 


(Continued from Page 4) 


mainly toward reducing the active money 
supply in the hands of the public. 

“The life insurance industry’s five- 
point program against inflation has been 
widely publicized by the Life Insurance 
Institute in newspapers throughout the 
United States. This educational pro- 
gram has also been brought to the at- 
tention of members of Congress. But 
our efforts have not been limited to 
statements of principle. The Joint Com- 
mittee on Inflation of the company asso- 
ciations has tackled the problem of credit 
control head on, by participating actively 
in the development and drafting of the 
national program for Voluntary Credit 
Restraint. 


Taxation 


Mr. Thore explained the difficult taxa- 
tion problem as applied to life compa- 
nies. “Last year a temporary stop-gap 
formula, applicable to the tax years 1949 
and 1950,” he said, “was adopted by 
Congress, under which the reserve inter- 
est deduction was determined through a 
new method of industry averaging. Sub- 


sequent studies demonstrated, however, 
that this new method was untair to 
many cornpanies and, if permitted to 


continue in effect, might jeopardize the 
solvency of some companies whose ac- 
tual reserve interest requirements were 
substantially higher than the industry 
average. This discovery produced prac- 
tically unanimous opposition within the 
business to an extension of the stop-gap 
formula. 

“The position the business found itself 
in early last spring was a most difficult 
one. The House Ways and Means Com- 
mittee had closed its hearings and was 
already in executive session. The joint 
committee of the company associations 
labored for several months in an effort 
to find a new formula that would be free 
from the defects of the objectionable 
stop-gap formula which, for want of 
something better, the Ways and Means 
Committee was ready to extend. Out of 
these protracted efforts, conducted un 
der the able leadership of the commit- 
tee chairman, Mr. Claris Adams, came 
the new 6%4% proposal. This new plan 
subjects each life insurance company to 
a tax of 334% on its first two hundred 
thousand dollars of net investment in- 
come and 6%4% on its net investment 


income in excess of two hundred thou 


sand dollars. In arriving at net invest- 
ment income, no deduction is allowed for 
reserve interest. However, in the case of 


experiencing difficulty in 
meeting reserve interest requirements, a 
special reserve interest credit is to be 
deducted from their taxable income. 


companies 


Federal Encroachment 


encroachment 
“There are in 


Discussing government 
Mr. Thore said in part: 
Washington pressure groups sponsoring 
more government subsidized low-cost 
housing, increased Social Security bene- 
fits, Federal aid to education, a system 
of socialized medicine, improved farm 
price supports, etc. The growth of these 
social programs is a salutory warning 
that Government intervention in the 
field of private enterprise is booming. 
One of the outstanding characteristics 
of this trend is that each incursion, no 
matter how minor stimulates new de- 
mands for Government to assume more 
and more responsibility for our individ- 
ual welfare. This makes it highly essen- 
tial that we study every new develop- 
ment to determine its relationship to 
other areas of intervention by Govern- 
ment and its significance to our business. 
This is a Washington responsibility 
which because of its persuasive nature, 
is most difficult to carry out. 

“Our people should be made to realize 


that there is great danger in collective 
entities designed to make everyone se- 
cure. Once established, the necessity of 


sustaining them keeps individual respon- 
sibility from developing. Eventually 
these Government controlled security 
schemes will impose an entirely artificial 
solidarity, through which man will scat- 





Connecticut Mutual Promotes Four at Home Office 


Four promotions were 
board of directors of Connecticut Mu- 
tual Life, according to an announcement 


made by the 


advancing to 
and actuary in 
member of the 


actuary of the company, 
associate actuary in 1942 
1950. He is a charter 





DATON GILBERT 


by President Peter M. Fraser. Leslie R. 

Martin has been advanced to vice presi- 

dent of the company, Gladstone Marshall 

to second vice president and actuary, 

Daton Gilbert to actuary, and Wilfred 

W. Terryberry to associate actuary. 
Careers 


In addition to other duties, Mr. Martin 
will continue as active head of the actu- 
arial department. Joining the company in 
1910, Mr. Martin became assistant actu- 
ary in 1923 and has successively served 
as assistant secretary, as secretary, and 
as second vice president and associate 
actuary. In 1946 he was made vice presi- 
dent and actuary. Mr. Martin is a di- 
rector of the Connecticut Institute for 
the Blind and a member of its executive 
and finance committees. 

Mr. Marshall became associated with 
the Connecticut Mutual in 1921, following 
his graduation from the University of 
Toronto where he specialized in mathe- 


matics. In 1929 he was made assistant 
ter his strength in vain efforts, which 
ultimately will restrict his liberty and 
reduce his standard of living. These 
devices begin by protecting private in- 
terests and end by annihilating them. 


\mbitions directed solely to security will 
result in a rebirth of the fears of our 
prehistoric ancestors. The quest for se- 
curity at any cost will bring us to a 
somber period in human _ evolution, 
marked by strife and distrust of indi- 
vidual initiative. To impress upon the 
social consciousness a clear understand- 
ing of the need for more individual re- 
sponsibility is our greatest responsi- 
bility.” 


GLADSTONE MARSHALL 


Actuaries Club of Hartford. 
Mr. Gilbert joined Connecticut Mutual 





WILFRED W. 


TERRYBERRY 


in 1942. A graduate of Colgate University, 
he did graduate work at Brown Uni- 
versity before joining The Prudential in 
1932. In 1936 he became a research asso- 
ciate for the Life Insurance Agency 
Management Association in Hartford, 
leaving that post in 1942 to become assis- 
tant actuary of Connecticut Mutual. In 
1950 he was advanced to associate actu- 
ary of the company. Mr. Gilbert is a 





¢ 





AGENCY SUPERINTENDENT 


Specialized accident and health insurance com- 
pany in New York requires an agency superintend- 
ent with wide experience in this field. Must be good 
organizer and ambitious. 
ferred. Good salary with outstanding possibilities. 
Give full details, background, ete. 


Address Box 2045, The Eastern 
Underwriter, 


New York 38, N. Y. 


+ 


Middle aged man pre- 


41 Maiden Lane, 











LESLIE R. 


MARTIN 


member and past secretary-treasurer of 
the Actuaries Club of Hartford. A mem- 
ber of the Society for Advancement of 
Management, Mr. Gilbert was formerly 
treasurer of the Connecticut chapter and 
has served on the board of directors of 
the Hartford chapter. He is also a mem- 
ber of the National Association of Cost 


Accounts and the American Pension 
Conference. 
Mr. Terryberry joined Connecticut 


Mutual in 1922. He is a graduate of the 
University of Toronto w here he majored 
in mathematics and physics. He has been 
assistant actuary of the company since 
1942. 

All four men are Fellows of the Ameri- 
can Society of Actuaries. 


OHIO STATE CAMPAIGN 

The field force of Ohio State Life has 
started its 16th President’s Campaign in 
honor of President ‘Claris Adams. The 
campaign will run through October 31. 
The President’s Trophy will be awarded 
the agency exceeding its quota by the 
largest percentage. In the past the 
trophy has been won by the Michigan, 
Marion, Akron and ‘Celina agencies. A 
permanent trophy is given the agency 
which wins it three times in succession. 
In charge of the campaign are General 
Agents E. G. Seifert, ‘Marion; William 
Hecht, Celina; R. G. Leuzinger, Colum- 
bus; James C. McFarland, ‘Cincinnati, 
and Carl Adams, ‘Cleveland. 


Compensation Program 


(Continued from Page 1) 

be made on all such policies now in 
force beyond the renewal period. This 
plan will replace the service fee system 
on a man’s own business and will entail 
the gradual de-emphasis of payment of 
service fees on orphans and _ assigned 
policyholders. Such service fees, how- 
ever, will continue to be paid over a pe- 


riod of not more than ten years to 
agents less than twenty years under 
contract. 

The announcement also includes a fur- 


ther broadening of the company’s pen- 
sion plan which has been in effect for 
many years. Credits for retirement will 
now cover renewals and persistency pay- 
off from the first such payments received 
by a new agent. Benefits also are now 
integrated with Social Security. The 
combined effect of these changes results 
in significantly increased benefits at re- 
tirement, the company says. 





OPEN OFFICE IN MIAMI 

A general agency of the Fidelity Mu- 
tual Life of Philadelphia, has been 
opened in ‘Miami with offices in the 
DuPont Building. George N. Charuhas 
has resigned as supervisor of the Wash- 
ington, D. C., office to take charge of 
the Miami agency. : 
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Sound Presentation Needed To Get 
Best From Market, Says Carson 


While insurance has never been easier 
to sell, it has not been so difficult to do 
so since 1940, the Security Mutual’s field 
convention was told by Norman T. Car- 
son, agency vice president, last week in 
Dixville Notch, N.H. “Some of the 
insurance sold since then has been really 
luxury insurance paid for with excess 
dollars,” he continued. 

In his opinion the country is entering 
a period where insurance must be sold 
as necessity insurance and paid for with 
dollars of sacrifice. Compared to the 
war period the opportunities are greater 
for the sale of insurance today, but 
the work must be done by the force- 
ful salesmen who are alert and 
to the circumstances surrounding the 
sale who have improved effectiveness 
in presentations. Agents with mediocre 
presentations will find the going tough. 
During the war there was considerable 
spendable income due to fact that pros- 
pect could not buy many things which 


alive 


can be bought today. 

Mr. Carson advised careful review of 
markets. This will result in more oppor- 
tunities for programming pension trusts 
and all forms of mass coverages be- 
cause of the employe’s desire to obtain 
benefits which provide for his security. 
For the balance of 1951 and the years 
ahead we should direct our sales to the 
greatest new market we have ever had. 





Security Mutual Meeting 


(Continued from Page 3) 


Individual and Family Group Hospital 
plan. After pointing out the broad sales 
advantages of hospital insurance, Mr. 
Ellsworth, by the use of charts, con- 
trasted the company’s old and new plans, 
showing the increase in coverage and 
reduced premium rates. Among the new 
features outlined, were: The new “mis- 
cellaneous expense” combination, no 
longer a multiple of the daily benefit; 
increase in coverage up to 100 days for 
each accident or sickness; addition of 
nurse service benefits at home, and in- 
creased maternity allowances. 

He said the company’s new rate tables 
gave particular benefit to the larger 
family units. He also reviewed the new 
sales folder and hospital identification 
card system. 

Lawrence F. Garot, general agent, 
Green Bay, Wis., described the hospital 
contract as “tailor-made” and said that 
prospecting for hospital and surgical in- 
surance is the simplest in the sales field. 
He reviewed the tested telephone and 
direct mail approaches. 


Company’s New Manual 


Robert E. Richard, director of sales, 
opened the final business session. He 
described the company’s new manual. 
General Agent A. Stewart Payne called 
attention to the fact that accident and 
health coverage with its early claim po- 
tential is often more easily sold than 
life insurance with its deferred benefits. 
He said the new manual will give oppor- 
tunity to concentrate on selling by cut- 
ting out lost motion. 

Ralph Cohen, Boston agent, gave his 
experiences in selling to white collar 
risks. “Don’t confuse these risks with 
technical talk and unnecessary conversa- 
tion about tax savings that mean little to 
men in this bracket,” he said. “Explain 
in the prospect’s own language what in- 
Surance is and does, and he will be an 
attentive listener.” 


who have moved up the scale without 
changing their life and accident and 
health insurance. 


Broader Market 


“We in the Security Mutual have 
placed considerable emphasis in recent 
years on the ‘blue collar’ market—those 
who work with their hands as well as 


Joins Jefferson National 


Ollie Lawrence Servies has been ap- 
pointed comptroller of Jefferson National 
Life. Mr. Servies, a native of Craw- 
fordsville, Ind., a graduate of Wabash 
College, Phi Beta Kappa, and completed 
International Accountants Society course, 


“In 1941 only 1,564,000 consumer their brains—those in building trades, ss 2 igi ate 
spending units had incomes over $5,000 industry, transportation, utilities, and goes to Jefferson National from Fidelity 
before taxes; now 6,240,000 have incomes_ service organizations. Formerly, these Life of Fulton, Ill, where he has been 


over $5,000 after taxes. 

“Real selling effort will be required 
to change these potentials into actual 
sales. A change in habit and thinking 
will be necessary on the part of millions 


workers were the market for Industrial 
insurance. Today all this has been 
changed. We can capitalize on this mar- 
ket. We have provided this by the suc- 
cess of the Security Accumulator.” 


chief accountant and office manager for 
the past eight years. Previous to that 
he was comptroller of Ben Hur Life As- 
sociation. 











A practical plan to build 
permanent values for employees. 





Term Insurance Decreases. 
Paid-Up Insurance for Employees Increases. 





Answers the employee’s question, “What do I get for 
my money when my employment terminates or I retire?” 





Is described and illustrated in “A Vital Message for 
Employers,” an explanatory brochure. 





Solves the Employer’s problem of 
ever-increasing cost of Term Insurance. 





A Group Permanent Plan 
without tax complications. 





FOR FULL DETAILS YOU ARE INVITED TO PHONE, SEE OR WRITE OUR NEAREST 
GENERAL AGENCY OR GROUP OFFICE. 


GROUP OFFICES ARE LOCATED IN THE FOLLOWING CITIES: 


Broad Benefits - - - Low Cost. 


ORGANIZED 1851 





ATLANTA CHICAGO LOS ANGELES PHILADELPHIA 
BALTIMORE CINCINNATI MILWAUKEE PITTSBURGH 
BIRMINGHAM CLEVELAND NEWARK ROCKFORD 
BOSTON DETROIT NEW YORK ST. LOUIS 
BUFFALO KANSAS CITY OKLAHOMA CITY SPRINGFIELD 
PEORIA SYRACUSE 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


Owned by its Policyholders — operated for them. 
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William C. Roeder Made 
Sioux City Gen’] Agent 


FOR NORTHWESTERN MUTUAL 
Assistant Director of Agencies at Home 
Office to Succeed Scott M. 

Burpee 
Roeder, assistant director 
of agencies for Northwestern Mutual 
Life, Milwaukee, has been named gen- 
eral agent at Sioux City, Ia., according 
to Grant L. Hill, vice president and di- 
rector of agencies. Effective October 1, 
Mr. Roeder will succeed Scott M. 
Burpee, who is 28 years 


William C. 


retiring after 





WILLIAM C. ROEDER 

of service, due to ill health. Under Mr. 
Burpee’s leadership, the Sioux City 
agency has become one of the company’s 
outstanding general agencies. 

Associated with the Northwestern Mu- 
taul since 1940, Mr. Roeder was ap- 
pointed district agent at Fort Wayne, 
Ind., in 1943, and was made a company 
officer in the home office in 1950. He is 
a native of Lima, Ohio, and was a field 
supervisor for a national food chain be- 
fore entering the life insurance busi- 


ness. 
Won Company Honors 


Mr. Roeder won many company 
honors, both as a personal producer and 
for his work as district agent. He is a 
life member of the Indiana Insurance 
Leaders Club and the National Quality 
Award group. A graduate of the Life 
Insurance Agency Management school, 
he is also a past president of the North- 
western Mutual District Agents Asso- 
ciation and the Fort Wayne Association 
of Life Underwriters. 

Having spoken at many life under- 
writer and company agency meetings, 
Mr. Roeder is well known in the field. 
While district agent at Fort Wayne, he 
resided at Auburn, Ind., where he was 
active in civic affairs and president of 
the Lions Club. With his wife and four 
children, he will make his home in Sioux 
City. 

Mr. Burpee joined the Northwestern 
Mutual in 1923 in Sioux City as a special 
agent and during the next 15 years he 
became a successful personal producer, 
winning many company sales honors. 
Under his leadership since 1938, the 
Sioux City agency has been renowned 
for the team spirit of its members, and 
has more than doubled in both sales and 
insurance in force. Mr. Burpee has taken 
an active part in civic affairs. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
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Columbian National Plans 
50th Anniversary Meeting 


Columbian National Life, Boston, has 


chosen Wentworth By-the-Sea, Ports- 
mouth, N. H., as the site of its 50 anni- 
versary convention. The meeting will be 
held on June 5, 6 and 7, 1952. 

Attendance at the convention is based 
on membership in one of the company’s 
two top production clubs (earned be- 
tween January 1, 1951, and March 28, 
1952). Membership in the Columbian Na- 
tional’s Honor Club requires 180 points 
with a minimum of 15 lives. To qualify 
for membership in the Star Producers 
Club, an agent must earn 360 points. 

One point is earned for each $14 of 
first-year commission on life, accident 
and health, and group business; two 
points for each life in excess of the 
minimum of fifteen. Extra points are 
awarded to winners of the NQA and 
App-A-Week Club members. 

Thayer Quinby, president of Columbian 
National’s General Agents Association, 
has announced that the association’s an- 
nual meeting will take place two days 
in advance of the convention. The Star 
Producer sessions will run June 5-9. 


United States Life Opens 


Lunchroom for Employes 

\s a service to its employes, the 
United States Life has opened a lunch- 
room for its home office staff at &4 
William Street, New York City. The 
lunchroom, which operates cafeteria- 
style, is now offering U. S. Life’s em- 
ployes economically mid-day meals in 
attractive and non-crowded  surround- 
ings. 

“We're very enthusiastic about the use 
that our employes are making of our new 
facility,” said ~ N. Webster r, personnel 
director of U. Life. “The cafeteria is 
apparently fulfilling its oieeals e of pro- 
viding convenient and nourishing meals 
to our staff at prices substantially under 
those they would have to pay outside.” 

Since its recent opening at a_ brief 
ceremony by President Richard Rhode- 
beck, the sixth floor cafeteria has served 
luncheons to a daily average of over 80% 
of U. S. Life’s staff. Individaul lunch 
checks have averaged 41 cents and em- 
ploye reception of the varied menus, 
which provide a selection of hot and cold 
dishes, has been excellent. 

The lunchroom is operated by Slater 
System, Inc., caterers to industry, and 
was decorated and completely fitted out 
at a cost of $20,000. 

\ suggestion system is in operation, 
and already several employe proposals 
regarding menus, furnishings, and service 
have been put into effect. 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 








NALU Secretaries to Meet 


Executive secretaries of local life un- 
derwriter associations from all over the 
United States will meet in an all day 
session on September 20 at the Hotel 
Biltmore during the 62nd annual con- 
vention of the National Association of 
Life Underwriters that will take place 
September 17-21 in Los Angeles. The 
program is under the joint chairmanship 
of Mrs. Irene McKay, executive secre- 
tary of the Texas Association, Austin, 
and Jack R. Manning, executive manager 
of the New York City Association. 

Mrs. McKay and Mr. Manning have 
designed a program built around the im- 
portance of daily public relation activities 
within state and local associations and 
adequate time has been provided to ex- 
change ideas relative to administrative 
and financial procedure. 


New Juvenile Contract 


Republic National Life has intro- 
duced a new juvenile contract which 
is known as the Youth Estates Plan. 
Clarence J. Skelton, vice president and 
director of agencies of the Dallas com- 
pany, explains that the policy may be 
issued at ages 0 to 14 inclusive in mul- 
tiples of $1,000. The full face amount 
is payable in event of death after the 
first policy anniversary, but is tripled 
at the anniversary nearest the insured’s 
21st birthday, and the policy matures 
as an endowment for the tripled amount 
at age 60. Premiums remain uniform 
throughout the life of the policy. 





REPUBLIC NATIONAL SCHOOL 

Republic National Life, Dallas, is hold- 
ing a special session of its training school 
this week, attended by the company’s 
agency managers from seven southwest 
and midwest states. The class is devoting 
its attention mainly to problems of 
agency training and development under 
the direction of Lyman E. King, CLU, 
assistant vice president and training di- 
rector, and Ralph C. Reinecke, assistant 
vice president and associate agency di- 
rector. 
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LIFE INSURANCE COMPANY 
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LIFE INSURANCE COMPANY 
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Record LUTC Enrollments 


Because of the unprecedented expan- 
sion of the Life Underwriter Training 
Council, plans are under way to accom- 
modate a record number of enrollments 
in LUTC classes this fall, it has been 
announced by Halsey D. Josephson, 
CLU, general agent, Connecticut Mutual, 
New York and LUTC chairman for the 
New York City Life Underwriters Asso- 
ciation. Classes will commence during 
the last week in October and the first 
week of November. 

Mr. Josephson noted the rapid growth 
of LUTC on a nationwide basis since the 
three pilot classes were started in New 
York City in 1947 with an enrollment of 
85. In 1949 LUTC had expanded to the 
point where over 3,500 students through- 
out the country were taking the course, 
and last year enrollments exceeded 4,400. 

Two new instructors have been ap- 
pointed to the New York City teaching 
staff, namely Charles E. Drimal, agent 
in the Ralph G. Engelsman Agency of 
Penn Mutual, a graduate of the LUTC 
course and Bert W. Steinberg, CLU, 
supervisor and producer’ with the 
goa Huber Agency of Mutual Bene- 
1 

In addition to the classes which will 
be held in Manhattan, Mr. Josephson 
pointed out that classes in both years of 
the course will be held in the Bronx, 
3rooklyn, Long Island City and Hemp- 
stead. Chairmen for these classes are: 
David J. King, Edward Rosenbaum, 
Warner Severins and Ivan Vrbanich, re- 
spectively. 
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Provident L.& A. Top Producers Meet 


Provident Life and Accident conducted 
its second consecutive Life Producers 
Convention outside the United States 
late in August when company represen- 
tatives met in Montreal, Canada. One 
hundred fifty-five leading life fieldmen, 
home office staff members, and wives at- 
tended the meeting held August 28 - 31 
at the Mount Royal Hotel. 

Highlight of the convention was the 
awarding of persistency bonus checks to 
members of the Maclellan Circle, an 
honorary company organization giving 
the highest recognition of life under- 
writers leading in volume, average pol- 
icy, and persistency. 

The convention opened with a banquet 
at which Vice President Sam E. Miles 
presided as toastmaster. Following Pres- 
ident Robert J. Maclellan’s welcome 
address, Mr. Miles introduced the fol- 
lowing members of the 1951 Maclellan 
Circle and awarded cash bonuses total- 
ing $12,825. 

R. C. Burleigh, J. W. Brakebill, Joe 
P. Hanks, Jr. Ed C. Burrus, W. F. 
Going, H. R. Going, E. O. Martin, 
A. D. Spencer, J. C. Johnson, John H. 
Meyer III, Leo Steffen, J. C. Tschudi, 
H. Grice Hunt, E. Floyd DuPree, H. C. 
Maness, Tom F. Foley, George D. Mor- 
rison, W. G. Perkins, Don Hilderbrand, 
and Ken H. Hardin. 

Officers of Leaders Club 

Mr. Miles then presented the three 
officers of the Leaders Club. W. E. 
Stanley, of Wilmington, N. C., was 
announced as president on the basis of 
his record as a top life producer. Mr. 
Stanley is a life and qualifying member 
of the Million Dollar Round Table. H. 
Grice Hunt, Greenville, S. C., who also 
is a life member. of the Million Dollar 
Round Table, was named vice president 
on the basis of his persistency record. 
E. O. Martin, manager of the Home 
Office Life Agency and twice a member 
of the MDRT, was appointed secretary- 
treasurer of the club by the president, 
Robert J. Maclellan. 

Mr. Miles announced during the ban- 
quet that the Provident’s next Life Pro- 
ducers Convention will be held in New 
Orleans. 

_ Vice President R. L. Maclellan de- 
livered the keynote address at Wednes- 
day morning’s business session, review- 
ing the Provident’s company-wide prog- 
ress during the past 20 years. Mr. Miles, 
who presided, discussed future develop- 
ments in the life insurance field. 

_Life Department Agency Manager W. 
E. Jones reviewed important changes 
and improvements during the past year 
in the Provident’s life insurance plans, 
and Dr. William R. Bishop, medical di- 


rector, spoke on “Mortality Trends.” 
Other speakers on Wednesday morn- 
ings program were Actuary Henry 


Unruh. Chief Underwriter Karl Evans, 
and W. W. Voigt. who heads the 
Provident’s Pension Department. 

Main feature of the business session 
held Thursday morning was a_ sales 
clinic presided over by W. E. Stanley. 
Those delivering talks on the subject 
“Ideas That Sell Business for Me” were 
A. D. Spencer, Chattanooga: Tom F. 
Foley, Lancaster, Calif.; E. Floyd Du- 
Pree, Greenville, S. C.; Irby Bright, 
Nashville; George E. Awde, Providence, 





Long Island Branch Meets 


The opening luncheon meeting of the 
Long Island Branch of the Life Under- 
Writers Association of the City of New 
York is to be held today, September 14 
at the Hempstead Elks Club, Hemp- 
Stead. Speaker is Amos Kincaid, super- 
intendent of schools at Hempstead. 

resident of the Long Island Branch is 
van Vrbanich. 


R. I.; Tom Livingston, Memphis; Ro- 
land Darnell, Jackson, Miss.; and John 
Michaels, Cincinnati. Paul M. Ray, 81 
years of age and a veteran of 60 years in 
the life insurance business, spoke on 
“Enduring Values”’—stressing the im- 
portance of the life underwriter to the 
economy of the family and the nation. 

Entertainment during the convention 
included sightseeing tours of Montreal 
and Mount Royal, a boat trip on the 
St. Lawrence River, and an evening at 
Hotel ‘Mount Royal’s Normandie Room. 


BUY MORTGAGE BONDS 

California Water Service Co. San 
Jose, Cal., has sold a $3,000,000 issue of 
first mortgage 354% bonds due in 1975 
to a group of institutional investors, 
Ralph Elsman, president, announced. 
The New York Life took $1,500,000, the 
Northwestern Mutual Life $1,000,000 and 
Life Co. of Des 


the Bankers Moines 


$500,000. Proceeds from the sale will 
be used to refund bank loans and to 
defray construction costs. California 


Water Service Co. serves an extensive 
territory in California. Dean Witter & 
Co. acted as agent for the issuer. 


Mutual Benefit Features 
A. H. Gardner, Jr., in SEP Ad 


Alfred H. Gardner, Jr., an associate 
of the W. Oliver Cass Agency, Indian- 
apolis, Mutual Benefit Life, was selected 
by the company to appear in an ad in 
the September 15 issue of the Saturday 
Evening Post. Mr. 
ten outstanding Mutual Benefit Life rep- 
resentatives to be featured in the com- 


Gardner is one of 


pany’s advertising this year 

With him is Robert J. Muehlhausen, a 
policyholder of the company, and _ his 
family. 








To the life insurance 
policyholder who joins 
the armed forces, loved 
ones at home are more 
precious than ever. Their 


protection becomes an immediate concern. 


Realizing this, we alerted each of our policyholders-in-uniform to the 


rights and privileges he has for keeping his life insurance in force. 


If making premium payments directly to the Company is inconvenient, 


the policyholder can authorize the government to deduct and remit them 


from service pay. Or he can make advance payments, at a discount. An- 


other alternative is for the government to advance the premium payments 


under the Soldiers’ and Sailors’ Civil Relief Act. 


Thanks to the help of the press and radio, this timely information has 


been brought to the public at large through the news columns. We are 


anxious to help all policyholders in the armed forces to continue their life 


insurance plans . . . for, after all, family security is one of the most impor- 


tant things they are fighting for. 


L 
WEATHER —*%— STAR ATOP OUR HOME OFFICE BUILDING — FLASHES OFFICIAL WEATHER FORECASTS 


1740 BROADWAY AT 55TH STREET . 
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Provident Mutual Regionals Windup 


More than 550 company representa- 
tives and guests from 43 agencies at- 
tended the Provident Mutual’s third and 
fourth regional meetings of 1951 held 
at Lake George, N. Y., and Chicago 
during September. Agency Vice Presi- 
dent James H. Cowles opened both 
meetings, which featured programs of 
stimulating business discussions and a 
variety of recreational activity. 

Lake George 

The Lake George regional held at the 
Sagamore, Bolton Landing, September 
4 to 7, was the meeting place for 300 
representatives and guests of 20 agen- 
cies located in the New England, New 
York and New Jersey areas. 

Discussion during the opening session 
was presided over by Assistant Mana- 
Wilver and 
“Business 


ger of Agencies John T. 
centered around the subject 


Insurance Today.” Mr. Wilver intro- 


in his personal energy and abilities.” 

“Keeping on the Track” was the theme 
for the second session during which 
Agency Secretary William A. Carrodus, 
CLU, was chairman. 

Douglas C. Curtis, Hartford, explained 
that in building a track for the future, 
it is always necessary to take account 
of past records to determine the pitfalls 
that must be avoided in the road ahead, 
and held that the rules for staying on 
the track are the same as those for 
getting on in the first place. 

William R. Brush, Boston, stressed 
the importance of “keeping on the 
track” when he pointed out that “the 
degree to which an agent can keep on 
the track determines the degree to which 
he will succeed.” 

Allentown’s Edward G. Zambelli said 
that organization of work is of much 
importance in “keeping on the track” 
and recommended among other things 
a good sy stem of filing and the use of 
the company’s weekly work book. Mr. 
Zambelli also talked of the need for 
harmony in one’s family, pointing out 





Speakers at the opening business session at Lake George were New York Associate 

General Agent Clancy D. Connell; Assistant Manager of Agencies John T. Wilver, 

chairman: Director of Education and Training Nelson A. White, and Charles 
Liebowitz, New York. 


duced Charles Liebowitz of New York 
City whose talk was entitled “Prospect- 
ing for Business Insurance.” 

Speaking on “Using the Lawyer and Ac- 
countant in Business Insurance Cases,” 
Associate General Agent Clancy D. Con- 
nell, New York, related several interest- 
ing experiences of the past year in 
which careful cultivating and servicing 
of friends helped him to develop reliable 
centers of influence and eventually to 
close several large and profitable busi- 
ness insurance cases. 

Director of Education and Training 
Nelson A. White followed Mr. Connell 
with an announcement of the company’s 
new business insurance course. 

The final speaker at this session at 
both regionals was President M. Albert 
Linton whose subject was “Life Insur- 
ance in Today’s Economy.” 

“The outlook for life insurance sales 
in this period of defense economy is 
good,” said Mr. Linton. “The defense 
effort is going to put large amounts of 
income into the hands of the people,” 
he continued, “and, despite higher taxes, 
a large reservoir of individual spendable 
income will remain. The life insurance 
agent, not plagued by material shortages 
or priorities, is in an enviable position 
because he can select his prospects 
freely—seeking out those who have the 
needs and income. He is unlimited in 
the scope of his business activities save 


that an agent and his wife should know 
what they want and work together for 
success. 

Manager of Agencies Joe B. Long 
gave his talk entitled “Agents Come in 
Different Sizes.” In enumerating the 
reasons why some agents fail while 
others succeed, Mr. Long pointed out 
that a sales talk seems effective only 
when it is delivered with the sincerity 
and conviction of the agent himself. 

Chairman of the third session, the 
theme of which was “My Plans for This 
Year,’ was Director of Agency Depart- 
ment Administration C. Sumner Davis, 
who introduced as the first speaker, 
William H. Weller, Syracuse. Mr. Wel- 
ler stressed the importance of referred- 
lead prospecting, pointing out the value 
of good service in encouraging clients 
to recommend their friends and asso- 
ciates. He urged the use of the com- 
pany’s various sales promotional items 
as a means of reminding clients and 
prospects of the sender’s continuing 
interest in the personal welfare of them- 
selves and their families. 

Stanley A. Davis, Albany, placed par- 
ticular emphasis upon the use of more 
emotion and color rather than upon pure 
reason and logic in interviews. 

Final speaker was Kermit F. Dow, 
Westfield, N. J., who outlined the meth- 
ods he proposes to follow in order to 
achieve higher production in the coming 
months. 


Edgewater Beach 


The fourth and last of the Provident’s 
regional meetings for 1951 took place at 
the Edgewater Beach Hotel in Chicago 
beginning September 12 and was at- 
tended by nearly 250 agents and guests 


representing 23 of the company’s agen- 
cies located principally in the Midwest 
and Texas. 

Presiding over the first session was 
Assistant Manager of Agencies William 
T. Moffly, Jr, CLU. Discussing the 
various aspects of the subject “Business 
Insurance Today” were Senior Agent 
Will H. Lausman, Louisville, and George 
E. Aikin, Davenport. 

George E. Aikin, Davenport, spoke on 
the “Value of Trust Company Service 
in Business Insurance Agreements.” He 
noted that the three kinds of business 
organizations have their own problems 
and peculiarities, but they all have one 
big thing in common—the need for an 
agreement to terminate an individual’s 
interest, the money to finance this 
agreement, and a third party or trustee 
to complete the transaction. 

Chairman of the second session, de- 
voted to “Keeping on the Track,” was 
Advertising and Publications Manager 
Frederick J. Kiefner, CLU, who intro- 
duced as the first speaker, J. Stirling 
Rickards, Chicago. 

Senior Agent Edwin F. Pierle, CLU, 
Cincinnati, stated that renewal commis- 
sions can be earned in either of two 
ways: by following up each premium 
payment before lapse and to press for 
reinstatement, or by selling properly in 
the first place by underwriting only 
those clients who he believes will be 
“up to Provident Mutual's standards.” 

Senior Agent Ray T. Wright, Law- 
rence, Kan., 1951 Million Dollar Round 
Table member, held that the best way 
for an agent to keep on rhe track is 
to choose and cultivate a fine class of 
prospects in adequate numbers and _ to 
study until he knows the business thor- 
oughly. 

Director of Agency Department Ad- 
ministration C. Sumner Davis presided 
over the final session which was devoted 
to the subject “My Plans for This 
Year.” 

Coleman Clark, Chicago, said his plans 
included six resolutions: (1) Planning 
each day’s work during the previous 
evening; (2) Planning every interview 
in advance; (3) Conducting at least two 
interviews a day; (4) Devoting at least 
15 minutes per day to study; (5) Keep- 
ing a record of each day’s activity; (6) 
Arranging for at least one luncheon 
date a week with a prospect or a center 
of influence. 

Clarence W. Markham, Ann Arbor, 
read to the group a personal letter he 
sends to six young doctors each week, 
together with a Research and Review 
booklet entitled “A Message of Special 
Interest to the Medical Profession.” He 
maintained that this sets up an antici- 
pated phone call and interview. 

In outlining his plans for this and the 
coming year, Hobert E. Brake, Jr., Sioux 
City, enumerated three ways in which 
to augment his income: (1) By selling 
higher premium policies; (2) By selling 
larger policies; (3) By selling more 
people. 

Agency Vice President Cowles con- 
cluded both regionals by summarizing 
the highlights of the talks made by the 
various speakers, and closed with the 
observation that the agent himself con- 
tributes most towards his own_ indi- 
vidual success. “No man,” said Mr. 
Cowles, “will accomplish more than he 
himself plans to do.” 


Oshin Agency Leads 

The New York-Oshin Agency of 
Home Life of New York led the entire 
company in the production of new busi- 
ness during August, John W. Walsh, 
vice president and manager of agencies, 
announced. This is the sixth time in 
eight months that the agency has been 
in first place in agency standings. 

Managed by Clarence Oshin, CLU, the 
agency has been among the company’s 
leaders since its organization in 1946. 

On the basis 4 their client building 
records in 1950 - ten members of the 
agency qualified se year for the com- 
pany’s 1951 field underwriters confer- 
ence, which is being held this week at 
Bretton Woods, N. H. 


VVVVVVVVVVVVVVVVvVvVvVY 
Today's Tax Situation 


calls for the sale of deferred com- 
pensation plans. 

Our settlement options can be 
exercised by corporations for this 
purpose and our retirement income 
endowments are tops. 


PETER B. FLEMING AGENCY 
Mutual Trust Life Ins. Co. 


175 Main St. 30 Church St. 
White Plains, N. Y. New York 7, N. Y. 
WhHite Plains 8-5175 WoOrth 2-4596 
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George Avery White Dead 
George Avery White, 55, since 1942 
president of State Mutual Life, Wor- 
cester, Mass., died Wednesday after a 
long illness. Before becoming head of 
State Mutual he was a noted Worcester 
lawyer who had done a brilliant job in 
reorganizing Worcester Bank and Trust 
Co. 


New Haven General Agent 
For State Mutual Life 





ROBERT D. SMITH 


State Mutual Life has appointed Rob- 
ert D. Smith general agent in New 
Haven, succeeding Robert C. Mix who 
has resigned. 

Mr. Smith was born in New York 
City and lived in Garden City, L. I. until 
June, 1943 when he entered the Marine 
Corps. Returning from two years of 
overseas duty in the Pacific Theatre he 
started as an agent in New York and 
afterward in Brooklyn and Hempstead 
for New York Life, became assistant 
manager in Portland, Me. In November, 
1950 he was transferred to the New 
Haven office where he served as_as- 
sistant manager until joining State Mu- 
tual. — 

During his two years as an agent, he 
qualified both years for his company’s 
production club. He has been active in 
the New Haven Life Underwriters Asso- 
ciation. 





Senate Finance Committee 


The Senate Finance Committee has 
tentatively decided, in lieu of the exten- 
sion of the 1950 Revenue Act to cover 
1951 business, to adopt for one year, 
covering investment income for 1951, the 
61%4% formula recommended by the life 
insurance companies. It is understood 
the committee has also tentatively de- 
cided to reject the 20% tax withholding 
on interest, dividends and royalties. 
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Agency Asst. Mass. Mutual 





CASS 


ARTHUR C 


Massachusetts Mutual Life has ap- 
pointed Arthur C. Caps an agency as- 
sistant, effective September 1. He will 
work with agencies on operating routines, 
administrative problems, and the training 
of agency clerical personnel. 

Native of Kansas City, he was gradu- 
ated from the Rochester Business Insti- 
tute and the University of Illinois. He 
joined the company’s Rochester agency 
in 1931, and in 1946, was appointed 
agency ‘cashier. During World War II, 
he served in the U. S. Air Corps in the 
China-Burma, India Theatre. While in 
Rochester, Mr. Caps was a member of 
the Life Underwriters Association and 
the Life Agency Cashiers Association. 





International Claim Ass’n 


Elects New Officers 


Spring Lake, N. J., Sept. 12—Ralph 
T. Heller, second vice president of 
The Prudentiz al, was elected president 
of the International Claim Associa- 
tion at the closing session here to- 
day of its annual convention. Other 
officers and executive committeemen 
elected are as follows: 


Vice president, Francis X. Reilly, 
assistant secretary, Guardian Life; 
secretary, Louis L. Graham, vice 





president, Business Men’s Assurance 
(reelected) ; treasurer, F. LeRoy Tem- 
pleman, A. & H. manager, Maryland 
Casualty (reelected). 

Frederick T. Bernhard, claim man- 
|ager, Home Life of New York, was 
elected chairman of the executive 
committee, new members of which 
are as follows: Edwin Linthicum, Jr., 
manager, life, accident and group 





claim department, Travelers; John 
McAlexander, assistant secretary, 
3ankers National Life, Montclair; 
L. L. Phelps, assistant secretary, 
North American Life of Chicago; 
John W. Ayer, assistant secretary, 
New England Mutual Life, retiring 


president. 

Carry-over members of this com- 
mittee are Kenneth C. Berry, assis- 
tant secretary, Lumbermens Mutual 
Casualty; John Blanchfield, assistant 
secretary, Aetna Life; E. J. Bohne, 
assistant superintendent, claim de- 
partment, Equitable Society, and Lee 
Wilks, assistant vice president, Lin- 
coln National Life. 











L.A. TRUST COUNCIL ELECTS 

Life Insurance & Trust Council of Los 
Angeles has elected these officers for the 
coming year: President, Weymouth L. 
Murrell, general agent, “Mutual Benefit 
Life; vice president, *. Galloway, 
Union National Bank, Pasadena; secre- 
tary-treasurer, George B. Byrnes, Equi- 
table Life Assurance Society. 


Any Interest in Monthly 
Premiums Not Deductible 


Any interest factor that may be added 
to life insurance premiums when paid 
on the monthly basis is not deductible 
as interest in individual income tax re- 
turns because it is not part of the con- 
tract and paid as interest. The opinion 
was given by the general counsel of the 
Treasury Department, Thomas J. Lynch, 
in response to a question raised by Wil- 
liam J. Dunsmore, agency manager for 
Equitable Society, New York, who cited 
the practice of policyholders who borrow 
from banks to pay life insurance pre- 
miums at the annual rate while they 


make payments to the bank monthly. 
The interest on such loans is deductible 
in income tax returns. Mr. Dunsmore 
asked why the interest charge in the 
monthly premium is not an allowable de- 
duction. 

The Treasury general counsel said in 
part: “There is in most transactions a 
differential between the selling price of 
items when the terms are cash and the 
selling price where part of the price is 
deferred. In such transactions it is well 
established that there can be no deduc- 
tion for interest where interest is not 
provided for in the contract; the entire 
amount of the deferred payments must 
be treated as purchase price. 


GENERAL AGENTS NAMED 

George L. Hamlin, agency vice presi- 
dent, Guarantee Mutual Life, has an- 
nounced the appointment of two addi- 
tional general agents to the Guarantee 
Mutual field force. John S. Hamilton is 
the new general agent for the Houston, 
Texas territory. He entered the life in- 
surance business in 1935. Mr. Hamilton 
ha just completed a successful job as 
a brokerage representative for another 
company. Arthur S. a is now gen- 
eral agent for the San Deigo territory. 
He has been in the life insurance busi- 
ness since 1935 and was formerly dis- 
trict manager in San Diego for a 
Canadian company. ; 









One Way 
To Bigger Sales 


OccivenTAL SALES per policy are 
higher again this year. Up nearly $1,000 
over 1950, they’re now averaging $8,468 
per case. 
The reason, we think, is obvious. It’s Occi- 
dental’s plan of one-policy programming. 


Bigger sales are easier to build when the 
buyer can have such popular features as 
Family Income, Income Protection, Mort- 
gage Protection, and $10 a month Income 
Disability all written in one policy contract 
with his basic protection. 
We'll write Accident and Sickness, too, 
under the same premium billing. 


x 
| em Life 


INSURANCE COMPANY OF CALIFORNIA 


W. B. STANNARD, Vice President 
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AMICABLE CLAIM SETTLEMENT 

In a paper on claim practices delivered 
before the International Claim Associa- 
Booth, 
counsel, New England Mutual Life, said 


tion this week Vincent V. R. 


he saw no reason why an _ insurance 
company should not make settlements in 
cases involving disputed questions of 
fact and difficult questions of law. Such 
settlements may be desirable from the 
point of view of simple mathematics. In 
Mr. Booth’s opinion, most life insurance 
beneficiaries and their attorneys are rea- 
sonable citizens who appreciate a sin- 
cere desire on the part of the company 
to avoid litigation. Sometimes the settle- 
ment negotiations will culminate in a 
frank appraisal by the prospective adver- 
saries of the relative chances of success. 
In his address he said: 

It is surprising how frequently a 
troublesome case can be disposed of 
through the medium of absolute candor 
on the part of home office counsel. Even 
when a satisfactory settlement cannot 
be achieved and it becomes necessary to 
resort to the courts to resolve the con- 
troversy, much may have been achieved 
by this evidence of good faith on the 
part of the company. Strict adherence 
to such practices should lead to at least 
a partial dissipation of the feeling that 
life insurance companies are soul-less 
giants bent on oppressing the lowly in- 
dividual. Without doubt, it will be diffi- 
cult in any particular case to prove an 
immediate tangible benefit. It may be 
that no new insurance will be sold to 
members of the claimant’s family. There 
is no ready measuring rod which will 
establish that the company is held in 
any higher esteem in the immediate 
community. 

At the same time, I doubt whether the 
most expensive public relations con- 
sultant can prove that any measurable 
quantum of ill will and hostility has been 
overcome by a particular piece of in- 
stitutional advertising or the public dis- 
semination of health and welfare infor- 
mation by any individual life insurance 
company. I think it is not unrealistic 
to believe that over a period of time a 
reservoir of good will and confidence can 
be created by pursuing the practices 

hich have been recommended. 

At the present time, the New England 

tual has only one contested claim 
pending in the courts of the coun- 
ts annual statement for 1950 dis- 
disbursements for counsel fees in 
1 ; 
€ ‘on with contested claim cases 
ti 


at the post office of New York City under act of 


amounting to $290. During that same pe- 
riod two contested claims were settled at 
an average figure of approximately 37%. 

Such a record, said Mr. Booth, may 
be damned with the faint praise of a 
“liberal” claim policy. This does not 
mean, however, that all claims which 
are made against a company should be 


allowed regardless of the facts and the 


law. There should be no compromise 
with intentional misrepresentation and 
where those 


fraud conditions clearly 


exist. 


EARN SAFE DRIVING WHEN 
YOUNG 

If streets and highways are to become 
really safe motor vehicle operators must 
learn how to drive safely before they 
get behind the steering wheel. In giving 
this opinion before the National Associa- 
Agents in Chicago 
Dorsett, 
Association of Casualty and 


tion of Insurance 


this week, J. Dewey general 
manager of 
Surety Companies, said that toward that 
goal the association is devoting its ut- 
most efforts. 

The association pioneered in sponsor- 
ing high school driver education courses, 
and, specifically for high school use, it 
“Man and the Motor Car,” the 
Official re- 
ports from every state show that last 
year 7,922 of the nation’s 21,009 public 
secondary schools gave either classroom 


produced 
first textbook on the subject. 


instruction, thus meeting the associa- 
tion’s minimum standards for driver edu- 
cation courses, or class room work com- 
School- 
trained drivers in 48 states now comprise 
more than 3% of this country’s 60,000,000 
drivers and they are presently increasing 
at the rate of 660,000 a year. 
past four years alone, more than 2,000,- 


bined with practice driving. 


During the 


000 boys and girls have received driver 
training instruction in their high schools. 
The number of lives saved by this in- 
struction reflects high credit on the As- 
sociation of C. & S. Companies. 


Leslie F. Rappaport, Pacific Mutual 
Life, is currently serving as_ president 
of the West Rogers Park B’nai B'rith 
Lodge, Chicago, one of the oldest lodges 
in that city. 


CURTIS TARTER 

Curtis B. Tarter has been appointed 
by the Home Insurance Co. as state 
agent at the company’s office at Louis- 
ville, Ky. A graduate of the University 
of Kentucky in 1930 he did graduate 
work at the University of Wisconsin 
and joined the Home in 1934. In 1939 
he became state agent of the farm de- 
partment of the Franklin Fire, former 
affiliate of the Home, and during World 
Nar II he served as lieutenant colonel 
in the Air Corps. 

+ x * 

Frederick D. Russell, president of Se- 
curity Mutual Life, Binghamton, N. Y., 
is a member of the Life Insurance 
Association of America - American Life 
Convention Joint Committee on Section 
213, as well as being on the steering 
committee of that Joint Committee; is 
the New York State vice president 
of the American Life Convention; is vice 
chairman of executive committee of 
Insurance Federation of New York, 
Inc.; is on new human relations com- 
mittee of Life Insurance Agency Man- 
agement Association; and has currently 
been nominated as a director of Ameri- 
can Life Convention. 

x *  * 

Lawrence Lee Elam of the engineer- 
ing department of the Hartford Accident 
and Indemnity ‘Company has been re- 
called to service with the United States 
Navy. A native of Perry, Mo., Mr. Elam 
has been associated with the Engineer- 
ing Department of the company’s ‘Chi- 
cago office since 1948. He served in the 
Navy from 1937 to 1946. 


* * * 


Thomas E. O’Brien, who has been ap- 
pointed agency superintendent of the 
New England and Long Island territories 
of the fire companies in the American 
Fore Insurance Group, will have his 
headquarters at the home office in New 
York City. For the past several years 
he has been a special agent for the fire 
companies of the group, his headquarters 
having been in Hartford. He joined Con- 
tinental Insurance Co. in 1932 as an au- 
tomobile examiner in the home office 
and later was assigned to the Philadel- 
phia office. During World War II he 
was a non-commissioned officer in the 
First Marine Air Wing. 

* * * 

Christine McCarthy, employed by 
Aetna Life Affiliated Companies, Hart- 
ford, has been chosen “Miss Insurance 
for 1951” as one of the six candidates 
for Queen of the Cigar Valley Harvest 
Festival. The queen and her court will 
make a three days tour of Washington 
and surrounding historic points. 





RICHARD E. IMIG 


Richard E. 
association development, National Asso- 
ciation of Life Underwriters, whose res- 
ignation was published in The Eastern 
Underwriter last week, joined NALU 
two years ago when, to be acting execu- 
tive vice president of NALU, he stepped 
into vacancy created when James E. 
Rutherford went to Prudential as a vice 
president. With NALU Mr. Imig carried 
through the first leadership training 
schools and has since been in full charge 
of that activity. Also, he was responsible 
for NALU headquarters activity center- 
ing around membership promotion, state 
and local association development, life 
insurance and trust councils, Committee 
of Agents and other areas in field work. 
Before going with NALU headquarters 
he was a Senior Nylic, New York Life, 
Sheboygan, Wis. He resigned from 
NALU for business and personal reasons 
occasioned by illness of his father. 





GUSTAV STEINER 


Gustav Steiner, head of the Board 
Field Underwriters, Life Underwriters 
Association of City of New York, 1s 
shown in the milking contest held dur- 
ing the recent meeting of the CLU In- 
stitute at the University of Connecticut, 
Storrs, Conn. Mr. Steiner is an agent 
of Aetna Life and also does a general 
insurance business. 


Imig, former director of 
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Dr. Huebner Retires Next Year 

After one of the most distinguished 
careers in the insurance business, and 
its most famous educator, Dr. S. S. 
Huebner, who has been director of in- 
surance at University of Pennsylvania’s 
Wharton School of Finance and Insur- 
ance, is to retire next year. Head offices 
of insurance companies, general agents 
of life insurance, jnnumer able general 
insurance agencies and brokerage offices 
throughout the country are dotted with 
Wharton School graduates. Many of 
them are executives. Most of the grad- 
uates are in the sales end of insurance. 
Wharton school has an unusually com- 
petent faculty. Next to Dr. Huebner, 
the best known Wharton School edu- 
cator is Dr. David McCahan. Dr. Hueb- 
ner is also president of American Col- 
lege of Life Underwriters. 

Dr. Huebner has not only been an 
outstanding teacher but he is also an 
author of important books on insurance, 
both fire and life. He wrote “Property 
Insurance,” first published in 1915. At 
one time the call for “Property Insur- 
ance” was so insistent that the Insur- 
ance Society of New York had 60 copies 
of it on its shelves or out on loan. For 
many years it was the most popular 
book in the library, but has not been in 
such demand in recent years as the third 
and last edition was published back in 
1938. In 1920 Dr. Huebner wrote a book 
on Marine Insurance. 

lis most popular book about life 
insurance, and appearing under that 
name, was first published in 1915. It 
went into its fourth edition last year. 
He also wrote a book, “The Economics 
of Life Insurance.” 

The insurance fraternity is not going 
to permit Dr. Huebner to retire with- 
out recognition of the event as he has 
been a tremendous asset to the insur- 
ance business. president of Ameri- 
can College of Life Underwriters he has 
been its principal guide and was an 
advocate of it from the start. Most peo- 
ple give him credit for the success of 
the CLU (Chartered Life Underwriter) 
degree system which has made the pub- 
lic appreciate that the life insurance 
agent who has such a designation has 
won it by long, intensive study. Dr. 
Huebner and Henry J. Loman, dean of 
CPCU (Chartered Property - Casualty 
Underwriter), are given credit for that 
educational designat‘on’s origin. 

Tht American College of Life Under- 
writers is to give special attention to 
its 1952 graduates. All those entering 
the CLU program this year will be 
called “The Huebner Class.” 

The Insurance School of the Insur- 
ance Society of New York, dean of 
which is Arthur C. Goertich, which will 
have the largest CLU class this Fall 
and next Spring, will give the kick-off 
honor to Dr. Huebner in this connection 
?t a meeting which will be he'd at 








the Bar Association, New York City, 
on September 28. Invitations to attend 


this meeting have been sent to leading 
executives of life insurance companies 
tr “om Philadelphia to Boston, and abont 

2) presidents and vice presidents of life 
insurance companies have already signi- 











fied their intention to attend. 
Chairman of the meeting will be Julian 


S. Myrick, chairman of American Col- 
lege of Life Underwriters. Principal 
speaker will be Thomas I. Parkinson, 
president of Equitable Life Assurance 
Society. All members of the CLU in 
Greater New York have been invited 
and also in attendance will be those who 
have registered as students for the 1951- 
52 courses. 
“Already 
very large,” 
writer. 


the interest in this event is 
said Dean Goerlich to the 


* ok * 


India House’s Locale 

Among those who were most inter- 
ested in the tearing down of the ele- 
vated railroad’s South Ferry branch, 
from the Battery to Chatham Square, is 
the membership of historic India House. 
This is a luncheon club which has a 
large membership of marine and inland 
marine insurance men as well as mer- 
chants, brokers and importers. It is a 
lunch club which is known to insurance 
men from all parts of the world, so many 
of them having been guests at India 
House of local insurance men. 

With the demolition of the El’s branch 
a great deal of sunlight has been 
added and this will result in a nicely 
landscaped small park. According to 
Robert H. Patchin, a past president of 
this club, plans are afoot to beautify 
Hanover Square which the club faces and 
which formerly was anything but beauti- 
ful because of an ugly, rococco elevated 
station. 


co ee 


Hanover Square 

Hanover Square was the heart of the 
clipper ship industry of a century ago. 
An appeal has been made by the Steam- 
ship Historical Society, president of 
which is Percival Robert Moses, for 
suitable nautical objects or relics to lend 
atmosphere to the projected park. Mr. 
Moses said that an anchor from some 
famous vessel, either sail or steam, would 
be a desirable decoration as long as it 
is heavy enough to discourage souvenir 
hunters. A salute cannon, or possibly a 
large ship’s bell to be placed out of 
reach of enterprising young bell ringers 
would also be ideal, he said. 

Discussing Hanover Square and en- 
viron the New York Herald Tribune 
said: 

“The area is close to the core of to- 
day’s shipping industry. It is heavy with 
marine lore and atmosphere. On it faced 
the home of the notorious pirate, Cap- 
tain Kidd. It is within a block of the 
Maritime Exchange. The aroma of spices 
and coffee still pervades the atmosphere 
from nearby import houses.” 

Not a park in the technical sense since 
the Elevated was built in 1878, the area 
comes under the jurisdiction of the Bor- 
ough of Manhattan. Borough President 
Robert F. Wagner, Jr., and Charles S. 
Hand, Borough Works Commissioner, 
have both indicated approval of the park 
project. 
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Quick Aid to Naval Veteran 


An incident occurred on September 5 
plainly demonstrating that charity does 
not always begin at home. 

James Wright, Jr., an employe of Na- 
tional Union Fire Insurance Co., Pitts- 
burgh, and a Navy veteran, was recently 
stricken with multiple sclerosis confining 
him to a_ hospital. His co-workers, 
through a committee of three composed 
of John J. Brown, Francis Stewart and 
John McC andless, organized a “Jim 
Wright” day for the purpose of solicit- 
ing funds. 

The committee has presented a check 
for $1,000 to James Wright and_ his 
Italian war bride to assist in defraying 
expenses of special treatments. This 
entire amount was collected in one day. 

Ss 
Follmann Again Writes Music Show 
for Mask and Wig Club of U. of P. 

Author of the 1951 musical production 
of the Mask and Wig Club of the Uni- 
versity of Pennsylvania will be 1 Rey 
Follmann, Jr., general manager of the 
Bureau of Accident and Health Under- 
writers. The show, the 64th annual pro- 
duction of the Mask and Wig Club, will 
be titled “Doctor, Dear Doctor!” It is 
a musical version of Moliere’s classical 
farce “Physician in Spite of Himself” in 
which the medical profession comes in 
for a bit of good humored kidding. 

Mr. Follmann started work on the 
musical version of the seventeenth cen- 
tury French farce about a year and a 
1alf ago, hoping for an early Broadway 
production. Family illness and the pres- 
sure of Mr. Follmann’s responsibilities 
with the bureau, however, delayed com- 
pletion of the work. Recently, when the 
Mask and Wig Club was in search ofa 
suitable vehicle for its 1951 production, 
Mr. Follmann gladly made “Doctor, Dear 
Doctor!” available to the club. 

Mr. Follmann is well known in pro- 
fessional musical, literary, and theatrical 
circles. He has composed symphonic 
works, ballets, and popular music and 
enjoys a high reputation as a conductor 
of opera, ballet, and musical shows. As 
a student, he played piano with many 
famous dance bands, both in this country 
and in Europe. Mr. Follmann is also 
the author of several plays and short 


stories, in addition to many articles, pa- 
pers, and pamphlets on insurance mat- 
ters. 


An active member of the famous 
Mask and Wig Club since his under- 
graduate days at the Universtiy of 
Pennsylvania, he has written the musical 
scores for seven of the club’s produc- 
tions, has been musical director of 17 
of its productions, and was the author 
of its 1935 production “Drums Fortis- 
simo,” a satire on war. 

The Mask and Wig Club was founded 


in 1889 and its annual productions since 
that time have become a Philadelphia 
institution. It has served the University 
of Pennsylvania in many ways, devoting 
the proceeds of all its shows to many 
facets of University life, the only ex- 
ceptions being in World Wars I and II 
when the proceeds were used to equip 
ambulance units and to aid service or- 
ganizations. The yearly tour made by 





J. F. FOLLMANN, JR. 


the show to various cities throughout 
the country is the one University ac- 
tivity which can be taken directly to 
the various communities. 

The membership of the club has in- 
cluded many officers of the university, 
among them the late chairman of the 
board, Thomas S. Gates, and the present 
chairman, George William McClellan. 


*x * z 


$90,000 Award for Skin 
Cancer Injury 

Some idea of the heavy court damages 
being given for injuries was demon- 
strated in the case of a former Newark 
City Hospital x-ray technician who won 
a $90,000 award on her charge that the 
city was responsible for skin cancer on 
her hands contracted through over- 
exposure to x-rays. This was in an ac- 
tion in the Superior Court the plaintiff 
being Mrs. Margaret Kress, 41, of 
Newark. 

Her allegation was that the city failed 
to provide proper safeguards or to in- 
form her of the dangers in using hos- 
pital x-ray machines. The machine she 
operated was a portable which had no 
protection from the rays. In using other 
x-ray machines, she added, she held film 
with her hands and had never been told 
of dangers involved in such procedures. 

In a previous trial last year her suit 
Court, but 


was dismissed by Superior 
the Appellate Division later reversed 
this action which cleared the way tor 


the trial where the $90,000 verdict was 
given. 


* cd x 


Indifference to Life 
Because pedestrians are so apparently 
indifferent to whether a car hits them 
or not when they cross streets while 
red lights are on, New York City has 
had to build iron fences 42 inches high 
on East and West curbs on Second Ave- 
nue from Fifty-ninth to Sixtieth Streets 
That is the Manhattan approach to 
Queensboro Bridge leading to Long Is- 
land. The barriers were erected by the 
Borough P resident’ s office at the request 

of the city’s Traffic Department. 

“These barriers were built to protect 
the negligent people from the results of 
their follies and to safeguard motorists 
who might become involved in accidents 
through no fault of their own,” said 
Deputy Commissioner David R. Post. 
“Due to the heavy volume of travel at 
this point of vehicles approaching 
Queensboro Bridge and coming off the 
span orderly procedure by foot traffic 


(Continued on Page 43) 
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John A. North Praises 
CPCU Accomplishments 


TRAINING VITALLY IMPORTANT 





Good Judgment Needed to Avoid More 
Poor Decisions in Adapting Business 
to Changing Conditions 





Self-improvement through training and 
acquisition of such knowledge as is avail- 
able through the CPCU movement is one 
of the hopes for the future, John A. 
North, president of the Phoenix- 
Connecticut Group, stated when he ad- 
dressed the annual meeting and seminar 
in Chicago last week of the Society of 
Chartered Property and Casualty Under- 
writers. The very essence of the CPCU 
promise, he said, lies in the character- 
building engendered by the self-sacrifice 
necessary to obtain the designation, in 
the fulfillment of the CPCU “charge,” 
and the determination to keep it invio- 
late. : 

Training of young men and women in 
insurance is the most vital problem with 
which leadership of the business is con- 
fronted, Mr. North said. First is the 
task of getting the right young people 
and second the job of training them 
properly. The CPCU movement is a 
very important part of the training and 


will become more so, Mr. North pre- 
dicted. 

Huebner and Companies Commended 
Mr. North commended highly the 


services of Dr. S. S. Huebner of Phila- 
delphia, the Association of Casualty & 
Surety eas prey the American Mutual 
Alliance and the National Board of Fire 
Underwriters for their fine services in 
getting the CPCU started some years 
ago. Speaking of the development of the 


movement in recent years Mr. North 
said: ; ~ 
“Tt is stimulating to the imagination 


when we observe that 1617 persons took 
one or more of the exams this year. 
Of these, 196 have completed all require- 
ments for the CPCU and will be added 
to the growing list of successful con- 
testants. But, even more significant is 
the fact that all have entered into this 
undertaking on a voluntary basis in an 
effort to improve their knowledge and to 
expand their mental equipment for a 
greater participation in the responsibili- 
ties and obligations in our business. 
“From the 1617 who took the examina- 


tions, I note that 653 were managers, 
agents, or brokers. Another 200 were 
special agents or fieldmen. Over half 


the number, therefore, were people en- 
gaged in the production end of our busi- 
ness. They are men on the firing line 
who must have felt that here was an 
opportunity to add another arrow to 
their quiver ; another instrument for 
building their reservoir of competitive 
knowledge. Of the remainder, the ma- 
jority are company underwriters—37], to 
be exact. The others are distributed 
among adjusters, rating and inspection 
men, students, educators, engineers, law- 
yers, accountants, and a small assort- 
ment of miscellaneous categories. 

“TI doubt if the same motives inspired 
this second group to attain the CPCU. 
To gain knowledge, yes. To improve 
their mental equipment, perhaps; but | 
doubt if the productive or competitive 
urge was there in these latter groups. 
We shall always have a large number 
from the sales and production pursuits, 
but I am wondering about the others, 
particularly the underwriters. 


Good Judgment Required 
“Underwriting is in danger of becom- 
ing a lost art some day, especially if we 
‘ontinue to emphasize statistics and rely 
n mechanical devices to turn out the 


JOHN A. NORTH 


will determine our prices 
and our way of life. Figures and sta- 
tistics will never, in my opinion, even in 
rate-making, be a satisfactory substitute 
for judgment. That is why I should like 
to see more underwriters gain this 
knowledge and training. Their judgment 
will never be less important to this 
business, and I hope it can be made even 


(Continued on Page 47) 
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Bohlinger Calls Hearing 
On Proposed Interpretation 


Superintendent Alfred J. Bohlinger of 
New York has called a hearing on Octo- 
ber 23 to consider a proposed interpre- 
tation of Section 112, Subsection 2 (c) 
of the insurance law which prohibits the 
placing of insurance with non-admitted 
carriers except in the situations outlined 
in the section. The Department is plan- 
ning to clarify the intent of the subsec- 
tion with the view of curbing the prac- 
tice of certain brokers who may be 
violating the law by placing certain 
marine risks in unauthorized carriers. 

The hearing was called because of 
objection of a number of brokers to 
the proposed interpretation, The pro- 
posed ruling, if issued, Superintendent 
Bohlinger explained, would require pro- 
ducers to place insurance on yachts, 
pleasure crafts, fishing vessels, harbor 
and other small crafts and port. risks 
with companies licensed to do business 
in New York. The Department believes 
that producers should be discouraged 
from placing. such business in foreign 
carriers when American companies are 
providing a market. 


Will Study Flood Damage 


The committee on flood damage of 
the Insurance Executives Association is 
engaging the services of competent engi- 
neers to advise on the technical aspects 
involved in the study of the flood dam- 
age problem as it affects the business 
of property insurance. 


McLean Associate Actuary 

J. K. McLean, formerly assistant chief 
underwriter, has been promoted to the 
post of associate actuary of the State 
Farm Mutual Automobile Insurance Co., 
Bloomington, III. 




















DON'T MISS A GOOD OPPORTUNITY! 


Sell your local merchants and manufacturers 


PARCEL POST POLICIES 


which offer low-cost and easy-to-handle protection 
for Parcel Post shipments, with prompt payment 


of losses. 


A new Springfield Group 
sales folder on this cov- 


erage is 








now available. 





THE SPRINGFIELD GROUP 


SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY 


NEW ENGLAND INSURANCE COMPANY 


MICHIGAN FIRE AND MARINE INSURANCE COMPANY ya 


SPRINGFIELD, MASS. 
SPRINGFIELD, MASS. 


- DETROIT, MICH. 


‘OF FIRE INSURANCE COMPANIES 








Kansas City F. & M. 
Buys Prudential Fire 


ALSO BUYS BRANIFF COMPANY 





Braniff Disposes of Sitarests Because of 
Pressure in Operation of Braniff In- 
ternational Airlines 





Control of the Prudential Fire Insur- 
ance Co. of Oklahoma City, was ac- 
quired, effective September 1, by the 
Kansas (City Fire & Marine Insurance 
Co., Morton T. Jones, president of the 
Kansas City risk firm announces. 

Mr. Jones stated that his organization 





BRANIFF 


TOM E. 


had purchased not only the Braniff in- 
terests in the Prudential, but had also 
acquired the management contract of 
the T. E. Braniff Co. a 50 year-old 
general agency operated by Mr. Braniff. 

The Prudential was founded in 1928 by 
Mr. Braniff. It has an agency plant 
of over 250 agents located in Oklahoma 
and Texas and in 1950 wrote over $800,- 
000 in net premiums. At June 30, 1951, 
assets of the company totaled $266,615. 
It is expected that the Kansas City 
company will substantially increase the 

capital and surplus of the Prudential 
and augment its facilities to agents. It 
is anticipated that Mr. Braniff will 
remain on the board of both companies. 

Braniff Head of Airways 

“The principal reason Mr. Braniff had 
for divorcing himself of his Prudential 
interests,” Mr. Jones said, “was because 
of the tremendous pressure imposed 
upon his time and efforts in the opera- 
tion of Braniff International Airways. 
With its headquarters in Dallas, and 
routes extending from Chicago, Denver 
and Memphis, through the Southwest to 
Miami and through eight Latin Ameri- 
can countries to Rio and Buenos Aires, 
Mr. Braniff felt it was impractical for 
him to devote the necessary attention 
to his insurance interests. As one of 
the original incorporators of the Kansas 
City and a valued member of our board 
of directors since our company was or- 
ganized in 1929, we have long main- 
tained a close association with the Pru- 
dential. When the decision to ee 
of control was made by Mr. Braniff, 
appeared mutually advantageous to is 
companies for the Kansas City F. & M. 
to acquire the Braniff interests.” 

The Kansas City F. & M.,, in recent 
years, has forged ahead to become one 
of the dominant companies domiciled in 
the middle west. It was among the first 
multinle-line companies and now oper- 
ates in 39 states and British Columbia, 
Canada. At June 30, 1951, total assets 
amounted to $6,852,076, and net pre- 
miums written during 1950 were $7,712,- 
563. It is closely affiliated with the na- 
tionally-known insurance agency of R. 
B. Jones. & Sons, Inc. Chairman of the 
company’s board, Cliff C. Jones, is a 
former president of the National Asso- 

(Continued on Page 44) 



















TADS do Neal 1 PO EL ESD 











j 
4 










oe: 




















8 NaN AR a POE 




















September 14, 1951 


THE EASTERN UNDERWRITER— LOCAL AGENTS’ CONVENTION 





Page 21 











Agents Elect Van Vechten and Sheldon 


Carney and Ross on Executive Committee; Woodworth Memorial to O’Toole; Resolutions 


Touch Unilateral Contracts, Auto Bureau Merger, Commissions, Catastrophe 


Losses, Civil Defense and Unemployment Insurance 


Chicago, Sept. 12—J. F. Van Vechten, 
Akron, Ohio, former vice president, was 
elected president of the National Asso- 
ciation of Insurance Agents and Walter 
M. Sheldon, Chicago, was elected vice 
president at the closing general session 
here today. They were to be installed 
at the annual banquet this evening, with 
John C. Stott, Norwich, N. Y., past 
president of the association, as special 
installing officer and with Edward J. 
Dirksen, Assistant Director of Insurance 
of Illinois, administering the oath of 
office. 

John H. Carney, Eau Claire, Wis., was 
retained on the executive committee 
through election by the national board 
of state directors. He joined the com- 
mittee last year by appointment by the 
officers. The new member of the com- 
mittee, elected by the directors, is Ken- 
neth Ross of Arkansas City, Kansas, 
state national director for that state. 
The remaining members of the commit- 
tee will be appointed by these two com- 
mitteemen and the two officers. 

Woodworth Memorial to O’Toole 

The Woodworth Memorial, awarded 
to the agent who is deemed to have ren- 
dered the most outstanding service to in- 
surance during the year was presented 
to John J. O’Toole, St. Louis, for 
achievements in fire safety and civilian 
defense. 

The California association mileage cup, 
awarded to the state, other than Califor- 
nia, which shows the greatest combined 
mileage of members attending the con- 
vention went to Texas, which brought a 
big delegation as a tribute to retiring 
President Melvin J. Miller of Fort 
Worth. The Des Moines attendance 
cup, to the association having the largest 
number of members registered went to 
Indiana; the Connecticut membership 
trophy was awarded to California, and 
the Sparlin cup, to the state association 
which has rendered the most signal serv- 





Wins Woodworth Award | 





Strauss Portrait 


JOHN J. O'TOOLE 


ice to the American agency system dur- 
ing the year, went to Nebraska. 

The following resolutions were drafted 
by a special subcommittee, presented to 
the national board of state directors 
and finally adopted by the convention as 
a whole: 

“UNILATERAL COMMISSION RE- 
DUCTION—There has been produced at 
this convention an official notice that 
one nationwide insurance group has very 
recently served notice on all its pro- 
ducers of an arbitrary reduction of 10 
points in the commission paid to its pro- 
ducers on Class II automobile risks; 
that this action was taken on a_ uni- 
lateral basis and contrary to the gen- 
erally accepted basis of contractual re- 
lations between company and producer. 
This association now registers a vigor- 
ous protest to the company that initiated 
this reduction in automobile commis- 
sions. It is recommended that the in- 
coming administration, each state asso- 
ciation and each territorial conference 


this company, and 
any other company that subsequently 
nmiay take like action, of our strong dis- 
approval of this violation of the provi- 
sions of the agency contract and insist 
to said company or companies the de- 
mand by the producers that all changes 
and amendments to our agency contracts 
be discussed on a bilateral basis. 
“CONSOLIDATION OF NAUA AND 
NBCU—For many years there has been 
an overlapping of jurisdiction by the 
fire insurance companies and the casu- 
alty companies. The automobile insur- 
ance business is presently being con- 
trolled and administered by two national 
organizations, the National Automobile 
Underwriters Association»and the Na- 
tional Bureau of Casualty Underwriters. 
While the respective memberships of 
these two organizations are not identical, 
they are, for all practical purposes, du- 
plicate organizations occupying one field 
with two distinct and separate automo- 
bile manuals. This appears not to be 


immediately notify 


New Officers of National Association 








J. F. VAN VECHTEN 


J. F. Van Vechten, new president of 
the National Association of Insurance 
Agents, is a seasoned organization man. 
Last year, when he was elected vice pres- 
ident, a precedent was broken in that he 
was not at that time a member of the 
executive committee. However, up until 
the previous year, he had serv ed several 
terms on the committee and was fully 
aware of the progress of the associa- 
tion as well as its problems. It is pre- 
dicted that he will prove a vigorous and 
forceful leader. 

Mr. Van Vechten has served as presi- 
dent of the Summit County board, was a 
trustee of the Ohio association for three 
years and president of the state associa- 
tion for a year. He first became a mem- 
ber of the executive committee of the 
National Association in 1945. 


Moffet Studio 
SHELDON 


WALTER M. 


Walter M. Sheldon, who was unani- 
mously elected vice president of NAIA 
this week, is a former president of Chi- 
cago Board of Underwriters and has 
been active for years in Chicago Insur- 


ance Agents Association and in Insur- 
ance Federation. 
Son of a former executive of Marsh 


& McLennan,, Walter Sheldon attended 
grade and high school in Evanston and 
Hinsdale, Ill., working during vacations 
in Western department of Fireman’s 
Fund. Upon leaving school, he went to 
work there full time. In March, 1919, 
he entered the general’ agency of W. A 
Alexander & Co., of which he is vice 
president. In World War I he was a 
private in infantry and then sergeant 
in the engineers. 


| « On Siiliciaadbis Committee | 








Erich Kastan 
CARNEY 


JOHN H. 


an economical or sound business policy 


in the automobile insurance field. The 
National Association, therefore, urges 
upon insurance company management 


that these two separate organizations be 
consolidated into one. The incoming ad- 
ministration is requested to use its best 
endeavor to bring about this result. 

“AGENTS’ COM MISSIONS—The Na- 
tional Association, through its executive 
committee or other properly authorized 
committee, shall continue its study of 
and interest in the subject of agents’ 
commissions. 

“CATASTROPHE LOSS COMMIT- 
TEES—It is the recommendation of the 
National Association of Insurance 
Agents that each state association create 
a catastrophe loss committee, the duties 
of which will be to cooperate and work 
with the National Board of Fire Under- 
writers, the General Adjustment Bureau 
and the independent adjusters in more 
promptly and systematically serving the 
public in servicing and sett!ing catastro 
phe losses. 

“CIVIL DEFENSE DAY—The Na- 
tional Association is fully aware that the 
saving of lives is one of its most impor- 
tant objects and feels its responsibility 
to the public to fully acquaint them with 
the great dangers which exist because 
of public indifference toward civilian de- 
fense. It is, therefore, declared that one 
special day during Fire Prevention 
Week, to wit, October 11, 1951, be desig- 
nated as civil defense day and that mem- 
bers contact their civil defense directors 
and offer their assistance. 


“UNEMPLOYMENT COMPENSA 


TION DISABILITY INSURANCE 
While the National Association recog- 
nizes the propriety of certain relief 


measures in nature of benefits, it can 

not subscribe to the present trend of 

widening the benefits in an ever-increas- 
(Continued on Page 33) 
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National Association of Insurance Agents, 


Chicago, 


September 10-13 





Miller Presents Report of Administration 


Invasion of the insurance business by instrumentalities of the Federal Govern- 


ment, installment payment of premiums on term fire insurance policies, agents’ 
licensing laws, coercion of premiums and the ceiling price regulation issued by the 
Director of Price Stabilization were cited as the year’s major problems before the 
National Association of Insurance Agents by retiring President Melvin J. Miller, 
Fort Worth, Texas, in the report of the administration delivered before the annual 


convention at Chicago, September 10. 


Within the organization, Mr. Miller expressed the purposes of the administra- 
tion as follows: to encourage members and their employes to take advantage of the 
educational courses; continuation of efforts to promote accident and fire preven- 


tion: careful watch on Federal legislation and changes in National Government 
which might adversely affect the free and orderly process of the business; work 
with bureau and company representatives on all proposed changes in policy forms 


or rates at the national level; assistance to local boards and state associations. 


“Every one of these pledges and promises has been faithfully kept during the 


past twelve months,” he said. 


“Upon that record the National Association proudly 


proclaims its position in the insurance business as a stabilizing influence and a 


forthright protector of the American Agency System.” 


Subjoined are the portions of Mr. 
problems of the year: 





Federal Invasion 





It seems important at this moment to 
touch upon a few of the specific prob- 
lems and operations with which we 
have dealt during the year. This work 
naturally divided itself into unfinished 
and new business. There are certain 
problems in the insurance business 
that seem to be continuing ones; that 
scarcely ever come to an end. Of such 
are the intermittent invasions of the 
insurance bussiness by some bureau or 
board or instrumentality of the Federal 
Government. 

One of these was the Commodity 
Credit Corporation, which set itself up 
as an insurance company in Kentucky 
not many years ago to insure all to- 
bacco crops offered as security for 
loans. A more recent episode was the 
Federal Housing Authority launching 
an operation in South Carolina whereby 
it constituted all of its county agents 
as insurance agents to provide the in- 
surance on properties on which the 
FHA made loans. The fact that these 
county agents were not licensed as 
insurance agents ‘seemed of no concern 
to that Federal organization. These 
are only a couple of examples of Fed- 
eral encroachment which, unless vigor- 
ously opposed, would result in manifest 
harm to both companies and agents. 
The opposition of the National Associa- 
tion to these adventures has met with 
considerable success. 


4 baal Payments 





During this year your present admin- 
istration was concerned with the in- 
stailment payment of premiums on 
term fire insurance policies. Insurance 
companies were divided on the issue 
as were also Insurance Commissioners. 
Wrapped up with this question remains 
the disturbing factor that the term 
rule in the fire insurance business as 
presently in existence is in jeopardy. 
It seems likely that the inability to 
justify the present term rule and its 
substantial discounts of premiums on 
term business after the first year, will 
soon produce the necessity of a drastic 
change as to the amount of discount 
properly allowable ‘for the second and 
subsequent years’ premiums. 

We were at first disturbed about the 


Miller’s address dealing with the major 


question of whether the collection of 
commissions on subsequent install- 
ments of the premium which would be 
challenged where there was a change 
in the agency during the term of the 
policy. As a result of the firm stand 
taken by the executive committee of 
the National Association in declaring 
that the agents are entitled to their 
full commissions under policies written 
on an installment basis or under a re- 
newal certificate plan, it has been gen- 
erally conceded by the companies that 
the total commission applicable to the 
insurance so written for the full term 
for which such policies (have been writ- 
ten or renewed, shall be vested in the 
agent, irrespective of how or by whom 
subsequent collections of premium in- 
stallments may be made, and irrespec- 
tive of the termination of the agency 
either by the company or by the agent. 
Therein lies a substantial accomplish- 
ment for the benefit of the agent. 





Agents’ Licensing Law 





One of these continuing items of 
unfinished business ‘has been the _ in- 
volvements growing out of the attempt 
of the National Association over the 
years to have written on the statute 
books of the several states a reasonable, 
just, but comprehensive agents’ licens- 
ing law. We believed we had arrived 
at that desirable objective in the joint 
draft that came forth in 1944 as the 
combined work of 'the National Asso- 
ciation, the National Board of Fire 
Underwriters and the National Asso- 
ciation of Casualty & Surety Companies. 
But it did not work out just as con- 
templated by the framers of the 
measure. 

The difficulty arose not by reason of 
the text, but of its applicability in 
different states to the necessities there 
existing which were not universal 
throughout the country. Accordingly 
the national board of state directors in 
1950 withdrew the approval of the Na- 
tional Association from the enterprise, 
which resulted in some confusion in 
the states as to whether the National 
Association could or could not make 
any recommendation with reference to 
an agents’ ‘licensing law. 

During the developments the subject 
was taken up by the National Associa- 
tion of Insurance Commissioners. A 
committee of that organization labored 


with the matter for a year but was 
unable to reach a satisfactory conclu- 
sion. Thereupon the entire project was 
handed over to the All-Industry Com- 
mittee, which started work on it. 


Brought Forth Proposed Draft 


That organization worked at the job 
for a year and through a drafting com- 
mittee brought forth a proposed draft 
for an agents’ and brokers’ licensing 
law. During the year’s work the Na- 
tional Association was able to protect 
in that draft all of the present resident 
agent countersignature laws and also to 
include therein an inhibition against a 
person seeking a license for the purpose 
of principally writing insurance on his 
own property, or that of his relatives, 
or that of his employer or employes, or 
that for which they or he is agent, 
custodian, vendor, distributor, bailee, 
trustee or payee. The report of that 
drafting committee was presented to 
the All-Industry Committee in a meet- 
ing held in conjunction with the Insur- 
ance Commissioners’ convention in 
Swampscott, Mass., in June, 1951. 

Thereupon your president presented 
to the All-Industry Committee a reso- 
lution reciting its inability to complete 
the task of coming to a satisfactory 
agreement on a proposed model agents’ 
and brokers’ qualification and licensing 
law. It is recognized that it is much 
more difficult for the whole industry 
to unite on such an instrument than 
would be the case of the agents and 
the fire and casualty companies. Such 
a report was made to the National 
Association of Insurance Commission- 
ers and any action thereon was post- 
poned. 

There are few elements in the insur- 
ance business which do not recognize 
the propriety of a proper licensing 
statute in all of the states. The diffi- 
culty lies in the divergent interests of 
all kinds of insurance companies recon- 
ciled with the views of the different 
kinds of insurance producers. 





Coercion of Premiums 





3 

For many years the agents of the 
country have been plagued with a prac- 
tice known as the coercion of insurance 
premiums, meaning thereby an unfair 
competitive practice where a person 
obtaining a license to act for an insur- 
ance company is ina position, by rela- 
tionship, or business association, or 
some other personal factor to induce 
assureds to give him business, irrespec- 
tive of his competency or qualification, 
and irrspective of the field being occu- 
pied by well qualified, service-giving 
agents. 

In a few states, this situation was 
attempted to be met by state associa- 
tions proposing legislation called anti- 
coercion statutes, prohibiting the prac- 
tice of coercing " of any purchaser of 
insurance. Sometimes this is called 
controlled business, which is business 
obtained by reason of the close relation- 
ship, personal or otherwise, between 
the agent and the insured. Such influ- 
encing relationship is not conducive to 
satisfactory agency service. 

At the present time there are a num- 
ber of states which have some kind of 
an anti-coercion Statute. Some relate 
to operations concerning real estate 
only; some only to personal property; 
and some cover both. All of them are 


MELVIN J. MILLER 


directed at a prohibition against the 
person engaged in financing sales or 
loaning money, requiring the purchaser 
or borrower to obtain insurance pro- 
tection from a particular agent or com- 
pany. 


FTC Moves Into Theatre 


The National Association is much 
encouraged over the acceleration of this 
anti-coercion operation throughout the 
country during the last year. The Fed- 
eral Trade Commission after an inves- 
tigation moved into this theatre of 
activity and issued a set of trade prac- 
tice rules concerning automobile finan- 
cing arrangements. That Federal in- 
strumentality declares it to be an unfair 
trade practice for any seller or financing 
institution to condition the installment 
sale of a motor vehicle on the purchase 
of an insurance policy from a particular 
agent or company when equivalent or 
better coverage is available from the 
regularly organized agency force. Of 
course, such rules do not in and of 
themselves cure the evil, but the FTC, 
after the investigation of a complaint 
will issue a cease and desist order 
which, if not obeyed, will result in 
difficulty for the violator. 

The Federal Government through the 
anti-trust division moved further into 
this matter quite recently by instituting 
a conspiracy and monopoly suit against 
an organization operating nationally in 
the loaning of money on residential 
prope rties, and requiring the mortgagor 
to permit the loaning institution to 
purchase the insurance with the bor- 
rower’s money paid in connection with 
the amortization of the loan. The Gov- 
ernment charges the corporation with 
a violation of the Sherman Act because 
the contracts relating to insurance are 
in unlawful restraint of and substan- 
tially lessen competition and tend to 
create a monopoly in interstate trade 
and commerce. The monopoly thus 
created prevents the borrower from 
obtaining insurance through agents of 
his own choice and has foreclosed all 
the agents in a given community from 
the opportunity of competing. 


Vigorous Lawsuit Conducted 


A vigorous lawsuit has been con- 
ducted during the past year in the state 
of Ohio growing out of this coercive 
practice. It is well known that the 
Motors Insurance Corp. has a monop- 
oly of General Motors automobile deal- 
ers and its agents. Because that seemed 
to transgress an Ohio statute, the 
Superintendent of Insurance decided 
that he would not renew the license 
of any such Motors Insurance Corp. 
agent. Thereupon the company insti- 
tuted an injunction suit against the 
Superintendent. It was vigorously 
prosecuted by the corporation and the 
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Superintendent’s order vigorously sup- 
ported by him, resulting in a court 
order sustaining the Superintendent in 
his refusal to renew such licenses. In 
an appeal taken by the corporation to 
the Appellate Court, the decision of 
the lower court was sustained, and 
thus there is in progress a definite 
curtailment of this unfair practice in 
that state. 

The National Association is gratified 
to know that the National Association 
of Insurance Commissioners is in agree- 
ment with us on the necessity of cor- 
recting these coercion operations. At 
the last midwinter meeting of the In- 
surance ‘Commissioners, that Associa- 
tion brought to a head a considerable 
investigation before that time carried 
on, and filed a final report stating that 
there must be eliminated undesirable 
conditions arising out of property in- 
surance in connection with installment 
transactions dealing with personal prop- 
erty. They declared that every pur- 
chaser or borrower requiring insurance 
shall have the free choice of furnishing 
it through an agent of his own choice. 
That report concluded with this cryptic 
statement: “No coercion in any form ro 
manner shall take place in connection 
with any insurance transaction.’ 





Ceiling Price Regulation 





During the early summer there was 
issued by the Director of Price Stabil- 
ization in Washington, Ceiling Price 
Regulation 34, covering services. The 
original general ceiling price regulation 
had not included services. Regulation 
34 established a base period for the 
price of services rendered from Decem- 
ber 19, 1950, to January 24, 1951, and 
provided that the price for services 
charged for this period cannot be ex- 
ceeded. 

Of course it is known to all men 
that insurance agents are engaged in 
the business of rendering services. It 
was, therefore, not unnatural for an 
uninformed regional office of the Office 
of Price Stabilization immediately to 
conclude that insurance agents were 
covered. Such a decision was promul- 
gated by the Los Angeles regional 
office, which naturally caused quite a 
consternation. Regulation 34 required 
persons rendering service to post in 
their offices the price they were charg- 
ing; the amount of commissions they 
were receiving; fill out blanks and file 
a schedule of these with OPS; and in 
addition, state the amount of their com- 
mission on each sale on the bills they 
render the one from whom they collect. 

Situation Is Investigated 

This uncanny situation was immedi- 
ately investigated by the General Coun- 
sel and the Washington office of the 
National Association. It was discov- 
ered that the OPS had a notion that 
insurance agents were selling insurance 
at 2 premium which did not include 
agents’ commissions and were collect- 
ing their commissions separately from 
the premium and direct from the as- 
sured. It required quite some effort to 
straighten out the mixup in Washing- 
ton and convince the OPS that insur- 
ance agents had nothing to do with 
price fixing; that such was an opera- 
tion of state rating bureaus protected 
by Public Law 15 of the 79th Congress; 
that insurance commissions are in- 
cluded by rating bureaus as one of 
the expense factors in the approved 
rate; and that OPS was wholly without 
jurisdiction to apply price regulation 
to insurance agents or brokers. 

Upon being convinced that a mistake 
had been made, OPS dispatched in- 
structions to all regional offices to dis- 
regard the previous directive, thereby 
deciding that insurance agents and 
brokers were not subject to the oper- 
ation of the Office of Price Stabiliza- 
tion. It is not hard to understand how 
confusion can creep into a technical 
business like insurance when an at- 
tempted regulation the 
uninformed. 


is made by 


Wrenn Says Large Deductible Risks 
Bring Added Premiums to Producers 


Deductible fire insurance was de- 
fended as bringing to the industry addi- 
tional premiums from formerly self- 
insured risks, rather than being a 
threat to agents, when F. W. Wrenn, 
fire manager of Chubb & Son of New 
York, addressed the new developments 
forum on Tuesday morning at the an- 
nual convention of the National Associa- 
tion of Insurance Agents in Chicago. 
Mr. Wrenn debated the question of de- 
ductibles with Arthur M. O’Connell of 
Cincinnati, chairman of the NAIA prop- 
erty insurance committee. 

Mr. Wrenn defined the word “deduc- 
tible,’ as applied to the risks which 
Chubb & Son write, as true excess of 
loss or catastrophe coverage under 
which, for a reduction in the full cover 
rate, the insured, at his own election, 
stands the first part of a loss out of 
his own pocket. 


Market Is Needed to Meet Demands 


“We are not promoting deductible in- 
surance to take the place of all other 
established plans of insurance,” said Mr. 
Wrenn. “We strongly feel that when 
there is a reasonable public demand, it 
is entirely proper for companies with 
sufficient foresight and courage to en- 
deavor to meet that demand with a well 
thought-out program. We believe that 
any deductible insurance plan should be 
entirely optional to enable an insured to 
establish his program of insurance in 
the manner best suited to meet his own 
individual needs. 

“If he elects to buy deductible insur- 
ance, he should be able to do so in 
established and admitted companies, on 
a plan legally filed and subject to the 
scrutiny and approval of the Insurance 
Departments of the various states. It 
should not be necessary for him to look 
for non-admitted insurance or to go any 
further than the local agent in his own 


F. W. WRENN 
city or town where he should be able 
to obtain the same coverage with the 


same service that can be bought any- 
where in this country.” 

The plan contemplates deductibles of 
substantial amounts and is entirely op- 
tional, said Mr. Wrenn. The varying de- 
ductible amounts receive credits based 
upon a carefully prepared schedule, filed 
with the Insurance Departments of 
many states in full compliance with legal 
requirements, he continued. “It is not 
to be confused with small deductibles 
which are often made a part of ex- 
tended coverage endorsements and 
which are an effort of the insurance 
industry to eliminate the expense of 
handling small claims and keep the cost 





of certain types of insurance, such as 
windstorms, from becoming prohibitive,” 
Mr. Wrenn emphasized. 

“We developed the plan to be filed in 
conjunction with tariff rates and forms 
and made it available to all—to agents in 
small towns as well as large insurance 
centers,” Mr. Wrenn stated. 

“An important feature of this pro- 
gram, and one which we believe is quite 
unique, is the condition that the de- 
ductible may not be otherwise insured. 


Why Rate Credits Are Made 


“You know that in determining the 
final rate such charges and credits are 
an effort to make allowances for condi- 
tions affecting the probable extent of 
loss to the property in question. It oc- 
curred to us that a substantial deductible 
clause would have a similar effect. As 
in the installation of an automatic 
sprinkler system or the division of risk 
into sections by the construction of a 
suitable fire wall, the deductible clause 
would reduce the probability of loss or 
the extent of loss to the insurer depend- 
ing upon the size of the deductible and 
the relation between the amount of the 
deductible and the whole value of the 
property. We elected to develop a 
schedule in which deductible amounts 
develop appropriate credits from the 
published tariff rates of each risk to 
which it applies. 

“By reason of the fact that the in- 
sured must stand the first part of the 
loss, that is the deductible amount, this 
plan was designed to create a truly ex- 
cess of loss or catastrophe plan of in- 
surance. It is not a means of cutting 
rates. Any saving in insurance pre- 
mium is due to the effect of the de- 
ductible in the reduction of the amount 
of claim under our policy; in fact, that 
in most cases, due to the srimonderance 
of small losses, no claim will be made 
at all. We also feel that this require- 
ment for the insured to stand the de- 
ductible out of his own pocket will give 
the insured a very strong incentive to 
maintain good housekeeping methods as 
well as in observing other fire preven- 
tion and fire protection standards,” said 
Mr. Wrenn. 

“From data we prepared the schedule 
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Protest Unilateral Commission Action 


11—The national board 
of state the NATA this 
afternoon voted to instruct the subcom- 


Sept. 
directors of 


Chicago, 


mittee on resolutions to bring before it 
for action Wednesday a draft resolution 
suitably protesting against unilateral 
action by any insurance company in the 
revising commission agree- 
ments in agents’ contracts. The direct- 
the resolutions committee, will 


matter of 


ors, as 
then decide whether this proposal should 


go before the general convention as a 


proposed resolution. 

This action was precipitated by recent 
news that the American-Associated Cos. 
reportedly had informed their producers 
that verge my iin: on automobile liability 
coverage for car drivers under 25 years 
of age si“ be reduced to 15%, prin- 
cipally because of excessive losses aris- 
ing from that particular class of busi- 
ness. Harold E. Barnhart, California di- 
rector and also an agent of the Ameri- 
can Automobile, introduced the subject 
today. He alleged that this was an “ar- 
bitrary action taken without prior con- 
sultation with the companies’ agents.” 


Discuss Commission Contracts 


Discussion then turned to the general 
principle of company-agency commission 
contracts. General Counsel Walter H. 
Bennett stated that it is certainly wrong 
for any insurance company to proceed 
to alter agency contracts without first 
consulting the producers involved. He 
termed such changes, wherever and 
whenever they may occur, as in viola- 
tion of fundamental principles. 

Carleton I. Fisher, Rhode Island, sug- 
gested including in a resolution on this 


question also condemnation of  uni- 
lateral action in fixing commission rates 
on the basis of current loss ratios which 
have no relation to the value of agents’ 
services and their costs of doing busi- 
ness. After some further discussion, the 
directors voted to request the subcom- 
mittee to prepare a draft resolution for 
discussion Wednesday. 

Harry W. Poulson, Idaho director, 
discussed attempts by automobile deal- 
ers’ associations to extend their insur- 
ance activities. He showed a_ bulletin 
issued by a reciprocal which announced 
in his state that it would provide the 
auto dealers’ association with insurance 
coverage on a package basis, protecting 
a dealer’s building, stock and equipment 
and provide auto coverage on cars sold 
to customers. 

The Idaho agents have been success- 
ful, at least temporarily, Mr. Poulson 
said, in stopping these plans by showing 
the dealers that it is to their ultimate 
advantage noi to get into the insurance 
business in addition to car selling. 


EXPEDITE COMMITTEE PROGRAM 
Directors Say Assigned Compensation 
Commissions Are Handled at State 
Level; Bennett on Motors’ Case 
Chicago, Sept. 11—Starting immedi- 
ately to carry out recommendations of 
the practices committee which the Na- 
tional board of state directors approved 
Monday evening, the NAIA directors 
convened promptly at 9 a.m. today even 
though last night’s session ran_ until 
after 11 o’clock. By this early start and 
through lack of prolonged discussion of 
any subjects considered this morning, 
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the session scheduled for this afternoon 
was curtailed. The directors already are 
well through their agenda. When Presi- 
dent Melvin J. Miller brought down the 
gavel this morning, practically all the 
directors’ seats were occupied. 

It was reported today that the Na- 
tional Association can do little with re- 
spect to commissions on assigned work- 
men’s compensation risks. Those prob- 
lems have to be handled directly with 
the Insurance Department of each state 
and practices are not uniform in the 
states. 

On the subject of activities of Motors 
Insurance Corp. of General Motors in 
licensing automobile dealers as_ insur- 
ance agents, General Counsel Walter H. 
Bennett told the directors that the re- 
cent Ohio court decision against Motors’ 
agents seemed to be based on the court’s 
view that the relation between General 
Motors and its insurance subsidiary are 
in violation of laws forbidding restraint 
of trade; hence the court has not or- 
dered the Ohio Insurance Department 
to renew the insurance licenses of Gen- 
eral Motors auto dealers. 

Courts are increasingly aware of the 
necessity of preserving free competition, 
Mr. Bennett said, and this Ohio decision 
is definitely in the direction of prevent- 
ing what may be at all termed a monop- 
oly in violation of anti- trust laws. Courts 
do not look well upon “favored posi- 
tions” for anyone, Mr. Bennett said. 


ILLINOIS WINS SAFETY AWARD 





Boards in Six Western and Midwestern 
Cities Also Honored by C. & S. Asso- 
ciations; Boate Presents Awards 

Chicago, Sept. 12—Increased interest 
by insurance agents in preventing traffic 
accidents was cited here today when the 
Illinois Association of Insurance Agents 
and local agents’ groups of six Mid- 
western and Western cities received 
awards from the Association of Casu- 
alty & Surety Companies for outstand- 
ing highway safety work during the past 
year. 

The cities whose 
honored for their safety efforts were 
Oklahoma City, Okla.; Kalamazoo, 
Mich.; Racine, Wis.; Hammond, Ind.; 
Rapid City, S. D.; and Oakland, Cal. 
Each local board received from the as- 
sociation a $250 check to further its own 
traffic accident prevention programs. 

Thomas N. Boate, the association’s di- 
rector of public safety, presented the 
1951 awards at today’s session of the 
annual convention of the National As- 
sociation of Insurance Agents, which has 
cooperated with it since 1948 in encour- 
aging agents to sponsor traffic safety ef- 
forts at state and local levels. 

According to Mr. Boate, agents in 42 
states and Hawaii and in 298 local boards 
were active last year in all or some as- 
pects of the five- point program, “Safety 
is Good Business,” sponsored jointly by 
the association and the NAIA. This 
surge of safety activity more than 
doubled the agents’ efforts in behalf of 
accident prevention during the previous 
year, he said. 


local boards were 


America Fore Directory Out 

America Fore group on Tuesday issued 
its ever-welcome and always attractive 
and accurate directory of all delegates 
and guests at the convention. In addi- 
tion to those staying at the Hotel 
Stevens. convention headquarters, dele- 
gates are also housed in 10 other hotels 
and three clubs. Frank S. Ennis, adver- 
tising manager of the group, is in charge 
of preparation of this directory. assisted 
by others from New York and Chicago. 


MID-YEAR MEETING IN DENVER 

The 1952 mid-year meeting of the na- 
tional board of state directors will be 
held on April 28-30 in Denver, Colo., in 
conjunction with the meeting of the 
Rocky Mountain Territorial Conference. 
Headquarters will be at the Brown Pal- 
ace and Cosmopolitan Hotels. 
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CHANGES POLIO POLICY PLAN 





Van Vechten Announces Continental 
Casualty Will No Longer Send Re- 
newal Bills Direct to Assureds 
Chicago, Sept. 11—Following consulta- 
tions here today and yesterday with 
President Roy Tuchbreiter of the Con- 
tinental Casualty Co., Vice President 
J. F. Van Vechten of the National As- 


sociation of Insurance Agents issued the 
following statement with reference to 
the recently publicized steps by the 
Continental to bill assureds direct on 
polio policy renewals instead of sending 
the policies to agents to deliver: 

“T am pleased to announce that the 
Continental Casualty has willingly ac- 
quiesced to the desire of the National 
Association that its practice of billing 
polio policy renewals direct will be dis- 
continued and that all renewals will be 
handled through the producers in the 
future. 

“The company explained that since 
hardly 5% of the business will be up 
for renewal before the first of the year, 
such new forms as will be required to 
handle its polio business on the new 
basis should be in the producers’ hands 
not later than January 1, 1952. 

“It should be borne in mind that in 
the polio policies of the Continental 
Casualty there is embodied a_ grace 
period and all producers should be care- 
ful to notify their insureds of expira- 
tions.” 








EDITOR’S NOTE 
Because of the wealth of material 
which has developed at the meeting 
of the National Association of Insur- 
ance Agents at Chicago this week, a 
number of important papers, discus- 
sions and reports have. been held 
over for review in next week’s issue 

of The Eastern Underwriter. 











Nine Past Presidents Attend 

Nine former heads of the National 
Association attended the past presidents’ 
dinner Sunday evening at the Hotel 
Stevens. Also on hand were the pres- 
ent officers and members of the execu- 
tive committee. The past presidents 
who came to this reunion, which is an- 
nually a delightful social occasion, in- 
cluded the following: William B. Cal- 
houn, Milwaukee, elected in 1931, just 
20 years ago; Charles L. Gandy, Bir- 
mingham, Ala., 1932; Allan I. Wolff, 
Chicago, 1933; Charles F. Liscomb, Du- 
luth, Minn., 1937; William H. Menn, Los 
Angeles, 1938; David A. North, New 
Haven, 1942; Guy T. Warfield, Jr., Bal- 
timore, 1946; John C. Stott, Norwich, 
N. Y., 1948, and O. Shaw Johnson, 
Clarksdale, Miss., 1949. 


Neville Attends Convention 


A welcome visitor to the early part 
of the convention was John Neville of 
New York, who served for almost a year 
as secretary of the National Association 
until recalled to Army duty early in 
1951. He is serving in Brooklyn and got 
a few days off to go to Chicago to see 
many of his friends in the association. 
Arriving Friday evening by plane he was 
met at the airport by William W. Hamil- 
ton, secretary of the Chicago board and 
also of the honorary convention com- 
mittee, and two units of the Chicago 
Fire Patrol. Captain Neville then was 
given a distinguished visitor’s ride into 
the city with the first units leading the 
Way. 


Presents Sullivan, Kansas 
_Frank Sullivan, Insurance Commis- 
Sioner of Kansas, and president of the 
National Association of Insurance Com- 
missioners, attended the NAIA conven- 
tion and was introduced at the first 
general session. 


American Surety ‘Spuriscope’ 
A new and novel counterfeit money 
detector, known as the “Spuriscope,” 
was distributed to agents by the Ameri- 
can Surety Group at the NAIA conven- 
tion in Chicago, September 10-13. 
Pocket-sized and as simple to dial as a 
telephone, the “Spuriscope” can be used 
by anyone to determine the authenticity 
of any current Federal Reserve note, 
silver certificate or U. S. note of any 
denomination issued since 1929. 


Eleven From Pennsylvania 


Chicago, Sept. 10— The Pennsylvania 
Association delegation had 11 agents on 
hand early in the convention. They 
were William J. Zwinggi, president; 
Morton V. Y. White, state director; 
Frank D. Moses, secretary-manager; 
Stanley Cowman, Ralph W. Kling, Har- 
old C. Aulenbach, Thornley B. Wood, 
Earl L. Kling, George J. Margraff, Roy 
H. Kling, L. F. Reits and Ralph Alex- 
ander, Deputy Insurance Commissioner. 


Discuss Regional Plans 


With the 1952 midyear and annual 
meetings already fixed for the Rocky 
Mountain territorial conference and 
Cleveland respectively, and with the 1953 
annual gathering slated for Washington, 
the executive committee this week was 
discussing with leaders of the Southern 
Agents Conference where the 1953 spring 
meeting of the national board of di- 
rectors may be held. Several places are 
under consideration. 
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Dorsett Views Auto Accident Problem 


Advocates Young Driver Training, Older Driver Education, 
Inspections, Law Enforcement, Telling Public Facts on Rates 
and Compulsory Laws, Maintaining Financial Responsibility 


compulsory insurance and thereby prove 


A seven point program for reducing 
that a security type safety responsibility 


the automobile accident record was pre- 


sented by J. Dewey Dorsett, general law is superior from every point of view. 
manager, Association of Casualty & “7. Do everything within our power 
Surety Companies, in his address,“Meet- to provide the insurance protection as 


Accident Problem” the least expensive and most satisfac- 
tory means of mz 1intaining financial re- 
sponsibility.” 


ing the Automobile 
before the production and public rela- 
tions panel at the ‘Chicago meeting of 
the National Association of Insurance 
Agents, September 12. He summarized 
these points: 

“1. Educate the young 
making safety driver training 


Organizations Work Together 


Mr. Dorsett said the Association of 
Casualty & Surety Companies and the 


drivers by 
Sse : S ; 
National Bureau of Casualty Underwrit- 


a required 


course in every high school in the coun- ers are working together on one phase 
try. of the automobile accident problem—ris- 

“2 Educate the older drivers through ing rates—by educating the public 
hard-hitting and never-ending publicity. through newspapers and direct mail 


“3. Require periodic inspection of mo- publicity as to the reasons why rates are 
tor vehicles in every state as a means increased. He said the two organizations 
of compelling motorists to keep their ve- are preparing state-by-state news an- 
hicles in safe operating condition. nouncements of the revised oi which 

also explain the need for the changes. 
Should Enforce Laws Sternly Speaking of the leaflet, “Here Are 

“4. Enforce the laws sternly, includ- the Reasons Your Automobile Insurance 
ing the sections of the safety responsi- Costs More,” Mr. Dorsett said the de- 
bility laws which give the states full mand for copies has been so great that 
authority to remove from the road mo- the third million are now on the presses. 
torists who fail to pay for the damage He mentioned the broad accident pre- 
they cause—and to remove from the vention program which his organization 
road permanently habitual accident has been conducting over the years, par- 
causers. ticularly its driver education program. 

“5. Tell the public the facts about “lf our streets and highways are to be- 
conditions that cause insurance rates to. come really safe,” he said, “motor ve- 
rise or fall, thus demonstrating that safe hicle onerators must learn how to drive 
driving is not only common sense as a __ safely before they get behind a steering 
matter of physical security but also 





5 wheel. We believe that can be achieved 
economic betterment. only by making driver education a re- 
“6. Tell the public the facts about quired course in every high school— 


and toward that goal we are bending 
our utmost effort.” 

To illustrate his point that driver edu- 
cation is really paying off, Mr. Dorsett 
cited a study made in the state of 
Delaware, saying: 

Analyzes Driving Records 

“There the Motor Vehicle Department 
analyzed the driving records of 1,600 
licensed motorists, half with high school 
training and half without. Of the 800 
trained drivers, only 100, or about 12%, 
had been arrested for a traffic violation, 
involved in an accident or warned by a 
police officer. Of the 800 untrained 
drivers, 769, or 96%, has at least one 
of those black marks against them. | 
hope the day is not far distant when 
every high school will be teaching driver 
training, and no one is in a better posi- 
tion to bring about the happy day than 
you who represent the great American 
agency system.” 

Mr. Dorsett said that while much is 
being accomplished among young peo- 
ple, older drivers cannot be sent back 
to the classroom but that much can be 
done to reach them through public edu- 
cation programs which fix in the public 
consciousness the high cost of careless- 
ness in motor vehicle operation. 

As another means of reducing the 
accident toll Mr. Dorsett cited more 
general adoption of state laws requiring 
periodic inspection of motor vehicles to 
keep automobiles on the highways in 
safe operating condition, saying: “The 
goal in this direction is clear: periodic 
inspection of every single motor vehicle 
in the nation!” 

Advocates Strict Enforcement 

The next means of reducing accidents 
mentioned by Mr. Dorsett is_ strict 
enforcement of the motor vehicle laws. 

‘If the laws now on the statute books 
were enforced without fear or favor, if 
reckless drivers knew punishment sure- 
ly would be swift and stern,” he said, 


“accidents would tbe reduced 25% within 
a year; and I say all of us should de- 
mand that this be done.” 

The continuing, alarming increase in 
motor vehicle accidents, Mr. Dorsett 
said, is largely responsible for the re- 
newed demand for compulsory automo- 
bile insurance. He spoke of the recent 
meeting held by representatives of all 
branches of the casualty insurance busi- 
ness and fifteen organizations. The all- 
industry committee representing this 
group, he said, is making a careful and 
thorough study of the whole issue. He 
said this committee is approaching its 
work objectively ‘but that he would not 
anticipate what its findings will be. 

“About one thing, however,” he said, 
“there can be no doubt. It is that the 
modern security type responsibility law 
is far superior as a means of protecting 
the public against the financial conse- 
quences of motor vehicle accidents than 
any other law devised. Thirty-five states 
have examined the Massachusetts com- 
pulsory insurance law, the only one 
ever enacted, and all have rejected it and 
adopted the security type of safety re- 
sponsibility law.” 


Claim Not Supported by Facts 


Mr. Dorsett said that the claim of 
the advocates of compulsory insurance 
that it is the only adequate means of 
protecting the public against financially 
irresponsible motorists who cause acci- 
dents and fail to pay for the resultant 
damage is not supported by the facts. 

The Massachusetts law, he added, does 


not afford complete protection; it pro- 
vides no protection whatever against 
property damage losses; it affords no 


protection whatever against either bodily 
injury or property damage caused by 
motorists from other states; it does not 
apply to accidents occurring on private 
property. “It does not apply to guest 
occupants of cars involved in acidents,” 
he said, “and, of course, it affords no 
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features the law originally contained. the uninsured 8%? Not at all! In 1948, 
Guest occupancy, for Stance. was elim- the last year for which complete figures Young Reports Progress 
inated. are available, satisfactory settlements In Educational Activities 
e were made by uninsured motorists in 
Advocates Security Type Law 21,557 accident cases, and an additional Three new booklets, written and pro- 
“I submit that the security type safety 9,025 uninsured New York motorists duced through the educational division 
responsibility law affords greater protec- deposited $1,389,401 with the Commis- during the year were presented by the 
tion because it covers property damage sioner of Motor Vehicles to meet dam- educational committee of the National 
losses as well as bodily injuries, guest age claims rising out of their accident Association of Insurance Agents at the 
i occupants, out-of-state motorists, and all involvements. annual convention at Chicago this week. 
} motor vehicle accidents regardless of “Is it any wonder, then, that 35 Ernest F. Young, Charlotte, N. C., 
j whether they occur on so-called private states and the Territory of Hawaii have chairman of the committee reported a 
# property or on the public streets and turned their backs on compulsory insur- total of 6,647 enrolled in the introductory 
highways. Furthermore, enactment of ance and enacted the modern security course during the past 10 months and 
safety responsibility laws quickly re-type safety responsibility law? The rea- 5,272 in the standard course. He said 
suits in prudent motorists voluntarily son is abundantly clear. The safety that an addition to the introductory 
taking out adequate insurance, as I shall responsibility law has proved, beyond course is a booklet on fidelity bonds pre- 
demonstrate in a minute. a doubt, far superior as a means of pared primarily by Eugene A. Toale, 
“Now let us get right down to the protecting the public against the con- assistant director of the educational and 
nub of this whole sorry issue. What is sequences of motor vehicle accidents research division. The standard course 
all the hue and cry for compulsory in- than any other law yet deyised. has been expanded by the introduction 
surance? What is the one and only Will cD: Peoce' Ce l P ipl of a unit on ocean marine. 
basis for the demand that everyone be a # mpulsory Principles The agency management course, said 
made to insure? It is that a compara- _ “IT am confident that when the pub- Mr. Young, was designed primarily for 
tively few motorists who are involved lic is given the facts about the greater ice in short course campus and organ- 
in accidents do not pay for the damage protection safety responsibility laws offer i764 study groups. It has been presented 
they have caused. Personally, I say that OV€T compulsory insurance, the people a+ the University of North Carolina and 
such persons should be made to pay, Will turn away from the compulsory  \in! pe given at Oklahoma University. 
including damage to property, or be ecg cal a = jorge pis “ er Mr. Young reported that the fifth an- 
mE ae: denied the right to own or operate a ‘° ee eae ene al insti f an- 
J. DEWEY DORSETT Gabe wileie Sie Gest take. si delay! chusetts. The people do not know that penance “ i ea Can. 
To that extent I agree with the pro- there are bigger loopholes in compulsory jb ecticut was a huge success. There ‘ae 
protection against those willful violators ponents of compulsory insurance. My insurance than in the safety responsi. 2 total of 64 people resent from 21 
eS j z . in. disagreement with them is over the  Dility laws. They have been misinformed ° Pp 
| who manage to operate without the in BSA af z * 4 states, the average premium volume of 
a ae : kind of law. I hold that the law they bout the ‘free bite’ myth in the safety " 
surance all motorists are supposed to i ° ; ry : ‘Ts responsibility. laws. WI a law per- the agencies represented was $474,000 
x : want has not accomplished the job, while I ty law len a law per and the ty 1 nt th ht 
| carry: So, as compared with the pro- ithe kind-of law I talking about is SuUades a great majority of the motor- ypical agent present has eig 
| 3 : ; 1€ KiIGOr law 1 am talking about i : . employes and writes 94% of premium P?) 
tection provided by persons who volun- accomplishing it to a very high degree ists to insure voluntarily, causes an 1 e 
ae 2 ee e : equally great majority of ‘the uninsured Volume direct. Mr. Young said this pro 
tarily insure, the Massachusetts compul- of performance. Let us look at some ‘sodas & t Jo sttle: ehve | gram will continue annually. 
sory law does not require over 50% figuses on this point. witlie wan tt qaiteat be nie The number of graduates to date who 
protection. New York Offers Example as owner or “operator those who do not, have completed all of the requirements 
“Those who propose to extend com- New York was the first of the more im my language it is far from granting i One or more of the courses, Mr. 
aes ma ea dei lat (ei Sie ee eee prepeiepe Young said, is as follows: Introductory, 
pulsory insurance to other states at- populous states to enact a security type “Tt deali i P 2,095; standard, 942; agency manage- 
tempt to answer these arguments by of safety responsibility law, so it offers dealists are forever looking for a “79 141 ’ oe oe 
_ : : . ? the best example for comparison. In millennium and all history records no ment, Al. : ‘ ; 
blandly saying there is no reason why 1942, when the law was enacted, only instance where they have found it. On : The educational advisory committee 
a complete compulsory law cannot be 28% of the state’s registered motor ve- the contrary, history -particularly his- lor the past year was composed of Mr. 
enacted. Well, in the first place, you can hicles were insured. At present, approx- ‘ory of the past 20 years—clearly shows Young, H. Sage Adams, New Haven; 
| very well understand why this cannot imately 92% are fully insured. Thus, that laws which are supposed to embody and James O. Whelchel, Tulsa, Okla. 
| be done in the case of out-of-state all but 8% of the registered motor Perfection forever quickly develop evils Additional members of the committee 
drivers. It is also interesting to note vehicles in New York carry much great- that are worse than the conditions they are: L. Allen Beck, Denver; Loren D. 
that after almost a quarter of a century er protection for the public than com- Were supposed to correct. I certainly Capretz, Austin, Minn.; Lyle H, Gift, 
of experience, Massachusetts has not  pulsory insurance requires in Massa- do not mean that we should do nothing Peoria, IIL ; LeRoy Hunter, Seattle, 
ventured to make its law more complete. chusetts. But does this mean that the [© Improve conditions that exist with W ash. 5 C. M. Rogers, Phoenix, Ariz.; 
On the contrary, it has repealed some public has no protection with respect to Tespect to automobile accidents and A. B. Stevenson, Camden, Maine; War- 
their economic results.” ner Wells, Jr., Greenwood, Miss. 
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Doremus and White on Live Topics 
Before Eastern Agents Conference 


Eastern Agents 
Fred- 


Chicago, Sept. 10—The 
Conference this morning 
erick W. Doremus, manager of the 
Eastern Underwriters Association, state 
that the EUA “will give very thorough 
consideration” at its meeting early in 
October to the problem of installment 


heard 


premium payment plans and the annual 
renewal plan. At present the Eastern 
field is the only section of the country 
where no_ regional recommendations 
have been made with respect to these 
plans which are becoming increasingly in 
use as competitive weapons through in- 
dependent filings by a number of fire 
companies. 

Mr. Doremus told the more than 150 
agents at the Eastern meeting that the 
annual renewal plan may have prefer- 
ence from the agents’ viewpoint, al- 
though most agents do not like any such 
plan as a matter of principle. The EUA 
will study a report of a National As- 
sociation of Insurance Commissioners’ 
committee which has said that 10% dis- 
count on three-year term policies seems 
to be justified with 12%% on five-year 
All other data now available on 
studied thor- 

makes any 


policies. 
the subject will also be 
oughly before the EUA 
recommendations. 

Cowles Serves as Chairman 

Edwin S. Cowles, Hartford, presided as 
chairman of today’s conference. With 
him on the dais were Vice Chairman H. 
Earl Munz, Paterson, N. J.; Treasurer 
Preston H. Hadley, Bellows Falls, Vt., 
and Secretary J. Vernon Coblentz, Fred- 
erick, Md. New York, Pennsylvania, 
New Jersey, Connecticut and Maryland 
had the largest groups in the room at 
roll-call time with the District of Colum- 
bia, Massachusetts, New Hampshire, 
Rhode Island, Maine, Vermont and Del- 
aware well represented. 

After Mr. Doremus had commended 
highly the spirit of cooperation between 
the agents and the EUA the Eastern 
Conference adopted a resolution, intro- 
duced by President William J. Zwinggi 
of the Pennsylvania association, that the 
conference “convey its appreciation to 
the EUA and express the hope that all 
territories may soon enjoy a_ similar 
beneficial arrangement.” 

The conference arrangement with the 
EUA has been in effect three years and 
‘this relationship has brought about a 
better understanding of our respective 
positions in the field of fire ee to 
the end that we are now clearly helping 
one another.” 


White Presents Report 
Morton V. ce White, Allentown, Pa., 


chairman of the Eastern Agents Confer- 
cooperating with the 

Association on 
to producers, the 


ence abnaaithes 
Eastern Underwriters 
problems of interest 
Subtie and the companies, presented a 
jdetailed report dealing with the current 
status of several pressing problems. His 
report was based on discussions between 
the agents’ committee and representa- 
tives of the EUA held in New York City 
on September 5. 

Considered at this gathering, he said, 
were such important items as additional 
extended coverage endorsement, optional 
deductibles, loss notices and handling of 
claims following bad windstorms or other 
catastrophes, business interruption sell- 
ing problems, ways to improve public re- 
lations, installment premium and annual 
renewal plans, and the question whether 
present term discounts are justified. Mr. 
White also revealed that a new industry 
committee has been created which will 
develop multiple peril insurance and 
pack: ige policies. 

In attendance, representing the agents, 


at last week’s meeting, said Mr. White, 
were: 

Howard A. Allen, Burlington, Vt.; 
Russell M. L. Carson, Glen Falls, N. Y.; 
Dana J. Lowd, Northampton, Mass., who 
replaces W. W. Hatfield of Bridgeport, 
Conn., on the committee; Augustus C. 
Wallace of Goshen, N. Y., who substi- 
tuted for H. Earl Munz of Paterson, 
N. J.; Edwin S. Cowles, Jr., of Hartford, 
chairman of the Eastern Agents Con- 
ference, and Mr. White. 

For the companies there were: J. K. 
Hooker, Automobile of Hartford, chair- 
man of the trade practices research com- 
mittee of EUA; Arthur L. Polley, Hart- 
ford Fire, chairman of the rating meth- 
ag research committee of the EUA; J. 

. Robinson, Phoenix of London, chair- 
man of the public relations committee of 
EUA, and John A, North, Phoenix, 
president of the Eastern Underwriters 
Association, who acted as chairman of 
the meeting, substituting for Harry W. 
Miller, Commercial Union, who normally 
acts in that capacity, and who is vice 
president of the EUA. 

“The first item of business on the 
agenda was that much maligned and 
praised additional extended coverage 
endorsement,” Mr. White stated. “By 
way of keepirig up-to-date on the prog- 
ress of this latest innovation in the fire 
field, we found th: ut it had already been 
approved for use in 40 states. Two of 
them, Pennsylvania and Delaware, are 
presumed to have approved use of the 
endorsement as of September 1. 


Want Optional Deductible 


“Particular attention was given to the 
resolution emanating from the New 
York State Association, and expressing 
a plea for the retention of an optional 
deductible on Additional EC-4. Mr. Car- 
son explained that the New York agents 
were fearful of a mandatory deductible 
clause, since the same principle might 
creep into EC-4, which up to this time 
has been free of a deductible in that 
state. In response, the companies, and 
particularly Mr. Polley, on behalf of the 
rating methods research committee, as- 
sured your representatives that no such 
thought has ever been mentioned or is 
being considered by the companies. 

“Once again, the desire of the pro- 
ducers to be equipped with an optional 
deductible, rather than mandatory, came 


in for a complete review. It was pointed 
out that not only your representatives 
on this committee, but agents generally 
throughout the country, persist in their 
feeling that the optional deductible 
would at least serve to demonstrate to 
the public the willingness of the industry 
to provide full cover, albeit, at a consid- 
erably higher rate. It was also pointed 
out that the property insurance commit- 
tee of NAIA had made the same point 
with the Insurance Executives Associa- 
tion. 

“In response, the EUA members 
stated that as the companies see it, a 
rate differential between the deductible 
and full cover must of necessity be 
very great. Their contention is borne 
out by the record on windstorm losses. 
The companies concede that the optional 
coverage may come, but that sale of 
this endorsement must result in statis- 
tics which will justify the use of op- 
tional cover. Most particularly, the com- 
panies anticipate small claims arising 
through glass damage, water damage, 
falling tree limbs resulting from heavy 
ice coating and claims resulting from 
freezing,” declared Mr. White. 

“It is to be noted that each time the 
foregoing matters are discussed between 
producers and companies, the same con- 
clusion is inevitably reached, ie. that 
the only way to prove or disprove the 
presently forecasted results of the use 
of the endorsement, is to sell it as gen- 
erally as possible, in order that statis- 
tics may be compiled. The companies 
again made their point that they recog- 
nize the endorsement as being far from 
perfect, but honestly believe that it is 
the best possible coverage that can be 
offered at this time, in the absence of 
experience. 

“It was disclosed by the companies 
that some fear still exists that companies 
without definite casualty writing powers 
may be challenged as to their right to 
write the additional extended coverage 
endorsement in some states. It is for 
that reason that a delay in the effective- 
ness of the coverage was required, to 
give all companies a chance to bring 
themselves into line with the demands 
of the respective state regulatory au- 
thorities. 

Agents’ Copy of Loss Notice 


“The next item on the agenda was 
one that comes out of a review of the 
handling of the November, 1950, wind- 
storm, and has to do with possible use 
of the agent’s copy of the loss notice 
for assignment of the loss to the adjuster 
as an emergency measure, in the han- 
dling of catastrophe losses. The present 
generally used triplicate form provides 
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a copy for the company, the special 
agent, and the agent. 

“It was pointed out by the agents,” 
Mr. White told the agents today, “that 
they should certainly keep a true copy 
of their initial report of loss in their 
files for future reference, and it would 
therefore appear that some form should 
be devised which would permit a fourth 
copy for the agent’s retention in the 
a a third is sent to the adjustment 

ces. 

“The committee on adjustments of the 
National Board of Fire Underwriters is 
making every effort to set up a pattern 
for more expeditious handling of any re- 
currence of a catastrophe such as we 
went through several months ago, and 
the suggestions and reactions of your 
representatives are to be passed back to 
that committee for its consideration. 

Guides for Catastrophe Losses 


“A resolution forwarded by the Con- 
necticut Association to the EUA and 
having to do with the general subject 
of the part that the agency system plays 
and must play in the handling of these 
catastrophe matters, was reviewed, and 
it was disclosed that this loss adjust- 
ment committee of the National Board 
has been working ever since the storm 
to set up a pattern for future reference, 
such as guiding principles for the 
agents; settlement of losses up to a 
given figure and possible plans for co- 
operation between contractors and 
agents in the making of repairs, such as 
is presently working in Florida. 

“It is proposed by the public relations 
committee of EUA that the field clubs 
and other special agent organizations 
use a ‘Catastrophe Guide’ in educating 
all agents as to their responsibilities 
and the procedures which they will fol- 
low. In addition, we were advised that 
Don Sherwood, general adjuster of the 
National Board, has evolved a plan of 
location of catastrophe adjustment 
offices, should we in the East be visited 
again by a blow such as occurred last 
fall. 

“Your representatives took the posi- 
tion that any qualified and well informed 
agent, familiar with his policy contract, 
was at no great loss as to how to pro- 
ceed when he found himself confronted 
with the November 25 disaster. It was 
agreed that any set of guiding principles 
which might now be published and re- 
leased, would probably be buried in the 
agent’s files by the time any such catas- 
trophe again confronted us. 

“As a matter of fact, your representa- 
tives found that in their individual com- 
munities, the well-informed agents had 
gone at once to work and that the less 
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qualified agents had leaned upon them 
for assistance. 

Discussion leads agents to wondering 
whether or not general use of the re- 
newal certificate method might not lead 
to perpetual policies, observed Mr. 
White taking up this subject. 

“One thing seems certain, namely, that 
in view of the fact that where the an- 
nual renewal certificate method has been 
introduced and the installment premium 
payment plan was already in effect, ap- 
proximately 95% of the business has 
swung over to the renewal certificate 
method. That being the case, if filings 
are to be made, there would seem little 
point in bothering with the installment 
premium plan. It would appear that the 
renewal certificate plan should be filed 
by itself,” he said. 

Commission Reduction Seen 

“It was plain to your representatives 
that the companies wish to do what the 
agents want done and what good sense 
dictates should be done. Neither we, 
nor the EUA companies, asked for the 
installment premium plan but the situa- 
tion must be met as it arises. Needless 
to say, it was again recognized that both 
plans have a tendency to undermine the 
principle of ownership of renewals, since 
a break between agent and company will 
inevitably pose the question of who is 
to renew the policies at the reduced rates 
following the first year. 

“Also, if we turn to the renewal cer- 
tificate plan and its formula, then let’s 
recognize the fact that we are in for a 
decided reduction in commission income 
from that business. 

“Review of the history of the consid- 
eration by the industry of term discounts 
indicates that in the late ’30s the ques- 
tion of whether or not the prevailing 
term discounts could be justified, was 
first raised. It appears that the only jus- 
tification given then for the use of the 
discounts was the precedent that had 
been established. After the war, those 
carriers who introduced their install- 
ment premium payment plans did so, us- 
ing the prevailing term rule as a frame- 
work. 

“Now, if the present term discounts 
are unrealistic, unjustifiable or discrim- 
inatory, then they should, of course, be 
changed. And it may well be that the 
fire insurance industry should have 
squarely faced the question of term dis- 
counts 10 or 12 years ago.” 

To Form Catastrophe Loss Committee 

The Eastern Conference adopted a mo- 
tion stating it to be the sense of the 
meeting that in keeping with the recom- 
mendation of Mr. White, immediate 
steps be taken to set up a catastrophe 
loss plan committee in each state as- 
sociation and in each local board, to be 
ready for instant action in the event of 
any new windstorm or other disaster. 
This was proposed by William F. Stanz 
of Brooklyn. 

Mr. Doremus followed Mr. White with 
a few comments of his own on the sub- 
jects discussed by the latter in his re- 
port. On the matter of business inter- 
ruption insurance questionnaires he said 
the responses show a sincere desire to 
have something done to bring improve- 
ments. He said that many ask that there 
be better terminology in discussing this 
insurance so that the small merchant 
on “Main Street” can understand just 
what he is buying and what he may ex- 
pect to receive in event of a loss. 

He commended the catastrophe plans 
for state associations and local boards 
so they may be ready promptly if an- 
other emergency arises. 

Munz Sees Confusion 

Mr. Munz and others declared that 

there has been some confusion with un- 


All Officials Are Present 


Before the convention opened _for- 
mally on Monday the national officers 
and executive committee had been in 
session for three days. Agent members 
of the NAIA were invited to attend 
these meetings, to listen and to express 
their views. Every member of the ad- 
ministration was present. 





earned premium insurance since the 
EUA put the full automatic reinstate- 
ment clause into effect. Mr. Doremus 
indicated that the EUA will move to re- 
establish the unearned premium clause 
for assureds who wish to have it, so that 
a return premium can be collected i in in- 
stances where property is not rebuilt 
after a loss. 

L. Sundstrom, assistant manager 
at Chicago of the Factory Insurance As- 


sociation, explained the extensive facili- 
ties of the FIA which agents may use 
effectively to meet competition on de- 
sirable sprinklered risks. “The FIA,” he 
said, “stands ready and welcomes oppor- 
tunities to assist agents in negotiating 
for new accounts or to discuss its pro- 
posals with property owners.” He em- 
phasized the engineering and inspection 
and inspection services which greatly 
reduce fire hazards and losses. 


Connecticut Agents Present 


Present at Chicago from the Connecti- 
cut association were President Philip 
Bliss, National Director William W. Hat- 
field, Vice President F. Chandler Moffat, 
Past National President David A. North, 
Leonard W. Fish, Valmore Forcier, Paul 
Avery, C. William Clippel, Walter E. 
North, W. H. Wiley, E. S. Cowles, Jr., 
and H. Sage Adams. 
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Property Insurance Committee on 


Year’s Achievements and Problems 


Concise digests of up-to-date situa- 
tions with reference to numerous current 
developments in the property insurance 
field were presented by Arthur M. 
O’Connell, chairman of the property in- 
surance committee, in his report to the 
National Association of Insurance 
Agents convention at Chicago this week. 
He gave the agents an outline on addi- 
tional extended coverage, one write poli- 
cies, food insurance, renewal certificates, 
master policies, business interruption in- 
surance, automatic reinstatement and 
term rules. 

In connection with flood insurance, 
which has wide interest at the moment 
because of the Kansas floods, the com- 
mittee report stated that agents are in 
agreement with the companies that this 
type of cover will be developed only if 
investigation proves that company assets 
would not thereby be placed in jeopardy. 

Additional Extended Coverage 

“Approved for gener ral use in 40 
states,” the report said. “Minor difficul- 
ties postpone approval in several juris- 
dictions. These problems will very likely 
be overcome during the coming year. 

“Eventual popularity of the form can- 
not be predicted. Agency enthusiz ism has 
been moderate. Company reaction some- 
what more optimistic. Agents’ primary 
cause for complaint stems from the 
mandatory deductible, but all informed 
elements agree that coverage of this 
kind is impracticé al unless some unin- 
sured provision is made for losses verg- 
ing on maintenance and up-keep. 

“All conceivable objections have been 
transmitted to the companies in formal 
session and pledges have been ex- 
changed that— : 

“1. The agents will encourage use ol 
the form, emphasizing its advantages 
rather than its shortcomings. 

“2. The companies will improve the 
cover just as rapidly as reasonable ex- 
perience is accumulated and such im- 
provements will follow agency sugges- 
tions. 

“It is our hope to ultimately secure 
through company cooperation a _form 
closely approaching that originally sub- 
mitted to the companies by our commit- 
tee, contemplating insurance for dwell- 
ings on an all risk basis, excluding cer- 
tain perils, or alternatively, covering 
stipulated perils with few exclusions. 
Continuation of this effort is recom- 
mended to future property insurance 
committees,” said Mr. O’Connell. 


One Write Policy 

“A nationwide accomplishment, except 
in two or three states where statutory 
reasons intervene and in Pacific Coast 
territory. Statutory relief will be so- 
licited when the respective legislatures 
next convene. The Board of Fire Un- 
derwriters of the Pacific is continuing 
its study and hopes soon to recommend 
a format including the improvements of 
the new policy, yet suited to the peculiar 
needs of the Pacific Coast region. 

Flood Insurance 

“The cataclysm commonly known as 
the Kansas City flood, but actually in- 
volving almost the entire Missouri— 
upper Mississippi River Valley in vari- 
ous degrees of loss, created an emotional 
impact upon public consciousness usual 
to such disasters. Even though heavy 
insurance losses were suffered, the total 
damage was so staggering that little 
mention was made of the relief afforded 
by our industry. Committees were 
formed, commissions created and Con- 
gressional junkets approved for the pur- 
pose of insuring relief against further 
similar loss. Most of these organized 


appeals seemed to be directed toward 
some plan based on Federal assistance, 
either as direct coverage or reinsurance. 





“The Kansas and Missouri agents as- 
sociations sent a capable, well informed 
emissary to sit with your committee in 
presentation of these facts to a high 
ranking committee of the Insurance Ex- 
ecutives Association, headed by John 
Rygel and complimented by the pres- 
ence of John R. Cooney, president of 
IEA (and also of the Loy: alty Group). 

“The IEA, impressed by the sincerity 
and first hand knowledge evidenced by 
William J. Welsh, who was the emissary 
from Kansas and Missouri and who was 
supported by your committee, agreed 
that a thorough investigation of the pos- 
sibility of insuring flood loss would be 
undertaken at once. The agents are in 
specific agreement with the companies 
that this type of cover will be developed 
only if investigation proves beyond rea- 
sonable doubt that company assets 
would not thereby be placed in jeopardy. 

Insurance Executives Assn. 

“The matter of continuance of the 
pre-eminent position occupied by the In- 
surance Executives Association under 
former management had caused your 
committee some concern, since we had 
found previous negotiations with this 
organization so pleasant and fruitful. 
The agents are reassured by expressions 
from the highest possible authority that 
the IEA under its new organization is 
stronger than ever, representing a very 


O’CONNELL 


ARTHUR M. 


substantial majority of fire company in- 
terests; that it represents the highest 
company authority with whom fire and 
allied problems can be discussed on a 
nationwide basis; that the NAIA is con- 
sidered to speak with great authority on 
behalf of the American Agency System; 
that the agency system of insurance dis- 
tribution must never be disturbed and 
that the companies pledge themselves, 
with the agents, to its continuance and 
expansion, 
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Renewal Receipts and Certificates 

“Companies stand ready to use these 
forms subject to demand. Shown con- 
clusively by the existence of untold thou- 
sands of these forms in company supply 
departments that their use is not gen- 
erally accepted by agents and probably 
will not be until many statutory and 
stamping office provisions are changed,” 
the report states. 


Master Policies 
“The possibility of using a single 
policy for multiple-company risks has 
been explored. Under this proposal the 
typed names of all interested companies 
would appear on the policy in place of 
the usual company name plate. A copy 
of the daily would go to each company. 
Rejected by conference—statutory rea- 
sons principally plus technicalities in- 
volving cancelation, plus desire of each 

company to retain identity. 


Business Interruption 

“Agents feel this type of cover is po 
tentially a source of great additional in- 
come, but complexities now surrounding 
its preparation, sale and adjustment, 
limit it to relatively large risks produc- 
ing less choice selection both as to ex- 
perience and rate. If reduced to a sim- 
ple paragraph and added to present 
forms, heavy sale to small mercantile 
risks would inevitably result. 

“Agreed that the present moratorium 
on changes is in the public interest. Ex- 
plained that the Eastern Underwriters 
Association, which often undertakes ex- 
perimental assignments for the compa- 
nies, is now working on many sugges- 
tions for over-all improvement of Busi- 
ness interruption coverage including 
those advanced by the property insur- 
ance committee. 

Automatic Reinstatement 

“Companies are willing to adopt any 
common sense procedure which meets 
with the approval of state laws, Insur- 
ance Department rules, local require- 
ments, agents, their associations, con- 
ferences and committees and the general 
public. The problem is _ inextricably 
tangled with installment premiums, re- 
construction privileges, involuntary re- 
turn of agents’ compensation after loss 
and the right to purchase unearned pre- 
mium insurance if one so desires. 

“Since agents do not agree on a solu- 
tion, we have no right to insist that the 
companies do so. The matter remains on 
our agenda. 

Term Rule 

“Some opinion among agents that all 
classes be subject to term discount. Com- 
panies disagree. Insist upon right of an- 
nual review. Insist that many classes do 
not justify rate discounts from experi- 
ence standpoint. 

“Since the term rule as now under- 
stood is grievously affected by various 
deferred payment plans and = may, 
through revision become their antidote, 
it is agreed that no present effort to les- 
sen or extend their scope is advisable. 


Master Policies 

“Your committee touched briefly on a 
number of subjects designed to lessen 
agency and company detail. 

“1. Possibility of filing a master 
policy with state Insurance Departments 
and thereafter furnishing each assured 
with only an identifying card and a 
pamphlet outlining terms of coverage. 

“2. Extension of the master proof of 
loss plan whereby only one _ original 
proof of loss is taken on multiple-com- 
pany losses, with a copy furnished each 
interested carrier. This is a splendid 
company practice and should be _ per- 
mitted nationwide. 

“3. Adoption of the best features of 
all forms for universal use. 

“4. Use of ‘one write’ policies’ for in- 
land marine business. 

“5. Standardized methods of cancela- 
tion were among the subjects considered 
and discussed. 

“Obviously, these are matters of long 
term development and must remain as 
objectives of this committee.” 
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Multiple Line Policies Will Not 
Lessen Need for Agents Beck States 


Multiple line underwriting will not les- 
sen the need for the alert and qualified 
local agent L. Allen Beck, CPCU, Den- 
ver, Colo., told the medium city agents’ 
conference at the National Association 
of Insurance Agents’ convention in Chi- 
cago this week. There are thousands of 
business firms and millions of individuals 
that will need insurance protection, who, 
he said, because of the very inflexibility 
of many package policies, or because of 
the premium rates, cannot be covered 
properly by multiple forms at a cost 
they can afford. 

Mr. Beck ventured the opinion that 
agents will still be working, day after 
day, with the old forms that have been 
with us these many years. Also he ex- 
pressed the hope that the companies, in 
their “scramble for new products to sell, 
may not forget that most of the old 
forms need improvement and simplifica- 
tion.” ; 

Presenting some problems’ which 
agents are now studying in connectton 
with development of multiple line busi- 


Mr. Beck said: 


ness 
Rating Consolidations 


“Is it too much to hope that we may 
ultimately see a consolidation of rating 
organizations? We shall need special- 
ists in our bureaus, but they could be 
under one directing head. And if agents 
and their clients are vocal enough, we 
might even hope to see eventually some 
simplification of policy insuring clauses 
and conditions and exclusions. 


“In order to determine the value to 
the agents of these new package policies, 
perhaps we need to remind ourselves of 
some of the packages we now have on 
our shelves. We also need to ask our- 
selves a few questions in passing. 

“Do we handle accounts or policies? 
Do we want an attractive gadget that a 
specialty solicitor can sell from door to 
door? Or is it our thought to build a 
clientele by fitting the coverage to the 
individual need of our client, thereby 
better earning the commission we have 
collected by servicing the account so 
well that our competitor, whose foot is 
not yet inside the door, will not be in- 
vited in? If this is your aim, flexibility 
is a p¥ime requirement in any package. 
If you merely want a door-opener or a 
one-shot sale, the package need not be 
so flexible. 


Passes Saving to Buyer 


“The new trend, then, is to pass along 
to the buyer the saving in expense. And 
isn’t it possible that in states having 
graded fire commissions and where the 
several coverages would normally carry 
different scales of commission, the com- 
panies will ask us to accept the lower 
commission? In other words, if our rate 
of commission is 25% on dwelling fire 
business and 20% on residence theft and 
liability, should we get 20% or 25%? 
If the commissions are split, all parties 
would lose some of the advantage of 
accounting simplification. That was one 
of the arguments the companies used 


when they reduced a part of the ex- 
tended coverage 


commissions in a large 


part of the country several years ago! 

“And should we encourage our compa- 
nies to experiment, each on its own, each 
bringing out its own form? Or should 
we be content to sit back and wait for 
the bureaus to develop new forms ac- 
ceptable to all their member companies ? 
Just how confused do we want our pub- 
lic to get? 

More Uniformity Desired 


“Should we not, as producers, while 
encouraging some experimentation with 
new package policies, at the same time 
urge our companies to seek a fair de 
gree of uniformity before the public 
becomes completely confused? And also 
press for simplification of these forms? 
And perhaps for names that have more 
exact meanings than the words ‘compre 
hensive’ or ‘householders’ or ‘package,’ 
and that may not be so misleading as 
some?” Mr. Beck asked. 

“Those of us who can look back a 
couple of decades will recall the con 
fusion of policy forms in the accident 
and health field. The client bought—or 
did not buy—the package which some 
underwriter had put together for the 
specialty salesman to sell, whether or not 
it fit the prospect’s needs. I do not 
mean to imply that the old packets have 
all been discarded, but at least this is 
one field in which it seems to have been 
beneficial to swing from packages to 
schedule forms, which can be tailored 
to the applicant’s needs and income. The 
mail-order or radio-selling companies, 
which do not have a resident agent to 
take the measurements and provide the 
alterations, still cling to the old, rigid 
forms. 


Can Conserve Time 


“One of the reasons for bringing to- 


gether into one bundle a number of 
coverages—especially in the personal 
lines—is that we can thereby conserve 





time by having one and only one re- 
newal date. The cost of handling several 
small policies is thereby eliminated. But 
that compels us to think of the client’s 
cash outlay. Is there any reason, there- 
fore, why we should resent the use of 
installment plans, for an appropriate 
charge, to enable those of our clients to 
budget this premium expense who can- 
not conveniently advance the whole com- 
bined premium at one time? I am one 
who has felt that there were inherent 
dangers in the installment plan if mis- 


used, but many advantages if properly 
handled. And it would seem to be a 
necessary part of any large personal 


package for the man of moderate 


come, 


in- 


Advertising Agents’ Services 


“And isn’t it logical that if the pack- 
age sounds attractive, our companies will 
spend good money in the slick maga- 
zines to tell the public about it? Isn’t 
it also logical that the direct-writing 
companies will always offer the same 
package for a little less money? Isn’t it 
reasonable, therefore, that those stock 
companies which are committed to the 
American Agency System of distribution 
should tell the public in large type of 
the various services rendered by the lo- 
cal agent in his community which justify 
this slight additional cost? 

“If these companies have selected 
their local representatives with care, and 
have exposed them to better than aver 
age special agency service, they need 
have no hesitancy in stressing these lo- 
cal agency services which can more 
than compensate for the difference in 
cost to the insured. And they could also 
stress the advantages to be gained from 
a periodic visit to their local insurance 
consultant, just as they go to their medi- 
cal adviser for a periodic checkup or as 
they regularly call in their certified pub- 
lic accountant.” 

















usfom 


CASUALTY 
Sun Indemnity Company of N. Y. 


(City, suburban and countrywide) 


FIRE 


Sun Insurance Office, Ltd. 
Palatine Insurance Company, Ltd. 


Reliance Insurance Company 
of Philadelphia 
Franklin National Insurance Company 


Whitehll PREMIUM CORPORATION 


Made” Premium Fina 


Tolan lak ieidel ala ie -iae)” 












AUTOMOBILE 


Sun Insurance Office, Ltd. 
Palatine Insurance Company, Ltd. 


INLAND and OCEAN MARINE 


Sun Underwriters Insurance Company 
National Ben Franklin Insurance Co. 
Palatine Insurance Company, Ltd. 

Franklin National Insurance Company 


MERRILL AGENCY, 


A Whitehill Agency wholly c 
10 GOLD ST., New York 7 


Franklin National Insurance Company 


American Surety Company of N. Y. 


el dalsteMohaliitel is 


HAnover 72-8850 














Inc. 

















Page 32 


THE EASTERN UNDERWRITER— 


LOCAL AGENTS’ CONVENTION 


September 14, 1951 








National Association of Insurance Agents, 


Chicago, 


September 10-13 





Will Vote on Changes in Constitution 


(Continued from Page 1) 


and appointed then to serve one, two 
and three years, respectivelv. Vacancies 
occurring between annual meetings would 
be filled by the executive committee. 
Within three years the normal rotation 
would be achieved. 

The practices committee also recom- 
mended several other changes, mostly 
in procedure. They are summarized in 
part, as follows: 

Would Continue Directors Three Years 

That state associations continue na- 
tional directors in office for a minimum 
of three years; keep closed meetings of 
the NAIA executive committee and na- 
tional board of state directors to a min- 
imum and when executive meetings are 
held, immediately thereafter releases 
should be issued to the press by the 
president or someone named by him; 
place in effect pension or insurance 
plans and employment contracts for em- 
ployes so that the NAIA may attract 
and hold competent key personnel. 

The committee also recommends that 
territorial conferences be continued as 
they have demonstrated their success; 
that the NAIA continue to have strong 
representation at zone and_ national 
meetings of the National Association of 
Insurance Commissioners; that the sec- 
retary-managers of state associations 
continue to hold their meetings but that 
the secretary-managers refrain from 
dealing directly with the executive com- 
mittee or national board of state di- 
rectors except through introduction by 
a state officer. 

Serving on the practices committee 
along with Chairman Maxwell are Ar- 
thur B. Fair, Natick, Mass.; Harold SS: 
Hays, Portland, Ore.; Pe: A McCord, 
lacksonville, Fla.; Dave R. McKown, 
Oklahoma City, Okla.; T. kK. Robinson, 
Memphis, Tenn.; Kenneth_Ross, Arkan- 
sas City, Kan.; Paul V. Sackett, Albu- 
querque, N. M.: Morton V. V. White, 
Allentown, Pa. 

The recommendations have the unani- 
mous approval of the committee. Recom- 
mendations other than the suggested 
constitutional amendments were ap- 
proved finally when the directors voted 
in favor of the entire report tonight. 
Some recommendations are, in fact, be- 
ine followed already but were included 
in the report for emphasis. 

Fisher Opposes Move 

Carleton I. Fisher, Providence, R.I., 
who was commended for his “valuable 
contribution to the success of the com- 
mittee,” even though he is not a mem- 
ber, said before the final vote that he 
does not feel it is a good move to have 
executive committee members serve three 
year terms. He then suggested that the 
constitutional amendments be removed 
from the committee report and come up 
for a vote as proposals ot a state asso- 
ciation rather than from the board 
at this time. However, the report was 
approved by the board without change. 

When Martin Dies of Texas, former 
Congressman and chairman of the House 
Un-American Activities Committee, ad- 
dressed the convention this afternoon on 
the Communist menace to America, the 
large audience was wildly enthusiastic. 
He was often interrupted with applause 
and cheering. When he had finished his 
expose of Communism in this country 
and his criticisms of the Government 
for failing to recognize and take prompt 
action against the danger of Commu- 
nism, several hundred agents lined up 
in front of the dais to shake his hand. 
He warned particularly against the dan- 


ger of sabotage from Communists who 
have gone “underground” in this coun- 
try. 


At the opening session of the national 
board of state directors this afternoon 
practically every state was represented. 

ew directors introduced included W. 
O. Thomas, Alabama; Claude A. Ryder, 
Maine; Harold S. Hays, Oregon; Travis 
D. Bailey, Texas; Warren F. Curtis, 
Virginia; Harrison P. Sargent, Wash- 


ington, and V. Manning Hoffman, Dis- 
trict of Columbia. 
Bailey Named Chairman 

Mr. Bailey of Texas was appointed 
chairman of a subcommittee on resolu- 
tions of the directors, with Merle A. 
Read of Illinois and Charles H. Frank- 
enbach of New Jersey serving with him. 
They will receive resolutions which will 
be passed on to the board of directors 
as a whole, sitting as a resolutions com- 
mittee, later in the convention. One 
proposition to come before that com- 
mittee was a proposal from the Rocky 
Mountain ‘Conference that the NAIA 
should continue the study of agents’ 
commissions. The board of directors in 
April, 1951, voted to discharge the com- 
mittee on commissions after its report 
had been made at that time. 

The new secretary of the National As- 
sociation, Harold R. Danford, was intro- 
duced and made a favorable impression 
on the agents. In a brief talk he ac- 
knowledged the honor of being appointed 
to this post and asked for the coopera- 
tion of all members in the work of the 
NAIA. Mr. Danford was with the Asso- 
ciation of Casualty & Surety Compa- 
nies for several years and since 1949 
had lived in Florida. 

C. Waldo Cheek, Insurance Commis- 
sioner of North Carolina, attended this 
session of the directors and was intro- 


duced by President Miller, 
officer. 

General Counsel Walter H. Bennett 
told the directors of the present attitude 
of the national administration on agents’ 
and ‘brokers’ licensing laws. He said 
national headquarters is giving no ap- 
proval to any suggested law, nor is any 
proposed statute disapproved. The’ NAIA 
is not certain what stand should be 
taken and meantime there ‘will be no 
positive action in either direction. 

Maurice G. Herndon, Washington rep- 
resentative of the NATA, stressed what 
has been done in the national capitol to 
build good-will among members of Con- 
gress for the NAIA as a fair-minded 
organization and not a pressure group. 
He dwelt at length on the cooperative 
and mutual tax adjustment problem, re- 
viewing the whole effort to secure tax 
equality among various types of insurers. 

His report to the directors covered 
the tax effort, war damage insurance, 
civil defense, performance bonds, crop 
insurance and flood insurance proposals. 

The NAIA position on tax equality, 
recently made to the Senate finance 
committee, Mr. Herndon presented as 
follows: 

“The simple question here involved is 
as to whether all insurance companies, 
both stock and mutual, should be taxed 
on a corporate basis on the net income, 
as ordinarily understood in the insurance 
business, or whether a Federal prefer- 
ence shall be provided for mutual com- 
panies, 

“We believe that any tax structure 
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Large New York Delegation 

Chicago, Sept. 10—New York State is 
represented by a sizable delegation at 
this convention. Among those present 
are Joseph A. Neumann, Jamaica, presi- 
dent; Emil T. Clauss, Buffalo, executive 
vice president; Roy A. Duffus, Roch- 
ester, national state director; John G. 
Mayer, Syracuse, secretary; John C. 
Weghorn and Russell Edgett, New York 
City; William F, Stanz and William 
Ittner, ‘Brooklyn; Arthur L. Schwab, 
Staten Island; John C. Stott, Norwich, 
past president of the NAIA; G. Don 
Platt, Campbell; Herbert Brewer, Lock- 
port; Felix Miodocky and Ray Christ, 
Buffalo; Lloyd Sprague, Corning, and 
Max H. Rhulen, Monticello. 


Puerto Rican Is Popular 

‘Chicago, Sept. 10—One of the popular 
national state directors at NAIA con- 
ventions is Jose Luis Hernandez, San 
Juan, Puerto Rico. When called upon 
to rise and introduce himself, as all di- 
rectors were instructed to do at the 
opening session of the board today, he 
gave his name and then said, with a 
broad smile, “Call me Joe!” This 
brought a roar of laughter from all pres- 
ent. 





created by the Congress on_ corporations 
should have as its definite intention, the 
levying of a tax on the net income of 
a corporation before dividends are dis- 
tributed. It would therefore appear that 
the exemption provided in Section 204 
(c) (11) and Section 207 of the Internal 
Revenue Code should be eliminated or 
other provision made for equality of 
taxation as applied to all insurance cor- 
porations. 

“On August 29,” Mr. Herndon said, 
“the finance committee, in executive ses- 
sion, finally took preliminary action on 
the big co-op tax problem. 

“If preliminary action sticks, and a big 
fight is in prospect on the floors of both 
Houses of ‘Congress, close to 50% of the 
tax exempt co-ops will have their ex- 
emption rescinded. 

Hits at Big Co-ops 

“The committee action hits particular- 
ly at the big co-ops, but does prescribe 
certain limitations under which tax ex- 
emption under Section 101 (12) would 
continue to apply. 

“On August 31 the committee consid- 
ered various proposals for a new tax 
levy on mutual fire and casualty insur- 
ance companies but agreed only to have 
the Joint Committee on Internal Revenue 
Taxation make a further study of the 
subject. 

“Probable final Congressional action 
on problems of mutual insurance and 
co-op taxation seem to be along lines 
indicated by preliminary finance com- 
mittee’s vote. 

Principal Stumbling Blocks 

“Principal stumbling blocks to accom- 
plishment of a needed tax adjustment 
el the property insurance field seem to 

e: 

“The statement by the U. S. Treasury 
Department that it is ‘satisfied with the 
taxes now derived from mutual fire and 
casualty companies,’ although the Treas- 
ury Department has stated that co- ops 
do have ‘profit’ which ‘could be taxed.’ 

“The difficulty which the professional 
staff of advisors on taxes to the Con- 
gress is allegedly having in trying to 
develop ‘a new tax formula’ from the 
1942 mutual formula. The services of 
the agents’ association have been offered 
to assist in every way possible. 

“The stand by many members of both 
Congressional committees that taxing of 
insurance companies should be made the 
subject of separate and extensive study 
and hearings, apart from consideration 
of taxes on co-ops, mutual savings banks 
and saving and loan associations. 

“There is not the slightest doubt but 
that the able, dignified manner in which 
the NATA grass-roots contacts conducted 
themselves during these Washington tax 
cenferences is one that reflects, among 
the ‘Congressmen contacted, to the bene- 
fit of all NATA members.” 
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Commissions on Agenda of | 


NAIC Group in October 


Walter M. Sheldon, Chicago, chairman 
of the special committee on Regulation 
30, which deals with uniform accounting, 
reported to the National Association con- 
vention at Chicago this week that the 
question of treatment of agents’ commis- 
sions is now on the agenda of the Na- 
tional Association of Insurance Com- 
missioners’ subcommittee of the uniform 
accounting committee. The NAIC sub- 
committee will meet in October and it is 
expected that commission treatment 
questions will be considered. 

“In the meantime,” said Mr. Sheldon, 
“the National Association of Casualty 
and Surety Agents and the National As- 
sociation of Insurance Brokers appear 
to be interested in this question with us 
and it is hoped that the three producers’ 
organizations can present a united front 
when the matter comes before the sub- 
committee.’ 

Other members of the NATA special 
committee are John M. Hennessy, Louis- 
ville, Ky., and Herman C. W ‘olff, In- 
dianapolis. 


Delegates From New Jersey 
The New Jersey delegation to the con- 
vention consisted of the following: 
Charles H. Frankenbach, national di- 
rector; Sidney K. Howell, H. Earl Munz, 
Anne Ritchie, Myra C. Knight, Kay 
Dougherty, George R. Parker, Sr., Ber- 
nard Lowy, J. Russell Stricker, Francis 
Tyrrell, Ralph Zelley, Joseph Barelkow- 
ski, Alfred C. Sinn, Ted Frankenbach 
and Charles J. Unger, secretary. 


Elect Van Vechten, Sheldon 


(Continued from Page 21) 


ing insurance area. The institution of 
insurance cannot become a relief enter- 
prise and continue to survive. Particu- 
larly we look with disfavor on principles 
and practices of compulsory unemploy- 
ment compensation disability insurance. 
Unemployment taxes have for many 
years been levied on employers for non- 
occupational accidents and illness, the 
bulk of which is usually administered 
at the state level. To add a state com- 
pensation disability insurance provision 
to the already over-burdened tax econ- 
omy, would be contrary to sound govern- 
mental functions. In April, 1951, the na- 
tional board of state directors went on 
record as unalterably opposed to that 
type of legislation. The National Asso- 
ciation therefore endorses such opposi- 
tion, 





Early Arrivals View Films 


Chicago, Sept. 9—Early arrivals at the 
convention witnessed an_ interesting 
motion picture showing this evening. 
Three films were presented. They were 
“Fire Safety On the Farm” by the Na- 
tional Board of Fire Underwriters; “Fire 
Prevention in the Home” by the 
Encyclopaedia Britannica, and a reshow- 
ing of the film “Found Money,” in which 


Broadus Bailey, Greenville, S. C., demon- 
strates efficient methods of surveying 
property values in connection with the 


Flowers From Norwich Union 


Chicago, Sept. 10—Following its prac- 
tice of long-standing, the Norwich Union 
Group had placed on the dais at the 
general sessions a huge bouquet of beau- 
tiful russet and yellow chrysanthemums. 





sale of the personal property floater. 
This film was produced by the Inland 
Marine Underwriters Association and 
the NAIA and has been tremendously 
popular throughout the country. Mr. 
Bailey answered question on PPF selling 
after the showing of the film. 


General Raab is Seis 
At Agents’ Chicago Meeting 
The American Association of Manag- 

ing General 

executive committee 


Agents held this week an 
meeting at the 
Blackstone Hotel in Chicago in conjunc- 
National 
Agents’ 


tion with the Association of 


Insurance convention. The gen- 
eral agents’ annual meeting will be held 
at White Sulphur Springs, W. Va., in 


May, 1952. 





first Blood fon Frovdam 


On June 10, 1772, almost two years before the famed Boston Tea Party, 
Rhode Island patriots, in the colony's fight for independence, drew first blood 
for freedom in nautical combat. Lieutenant Thomas Duddingston, commanding 
the British armed schooner Gaspee, was seriously wounded, captured with his 
crew, and his ship burned to the water’s edge in Narragansett Bay near Provi- 


dence. This armed exploit was led by Abraham Whipple, who as Commodore 
of the infant Continental Navy, also commanded the first naval action against 


the British in the Revolutionary War. 


John Brown, the organizer of this patriotic stroke against British duties imposed 
on American commerce was arrested and taken in chains to Boston. 
years he contributed his able counsel and leadership to founding the Providence 
Washington Insurance Company. 


Pursuing a Providence-bound packet, the Gaspee was cleverly maneuvered into 
running aground at Namquit Point. A party using eight long boats embarked 
from Providence and attacked the Gaspee at about midnight. Despite great 
rewards offered by King George Ill, the identity of anyone connected with the 


burning of the Gaspee was not revealed to the British: 


PROVIDENCE WASHINGTON INSURANCE COMPANY °* 
There are Providence Washington Branch Service Offices in principal cities and Agents from coast to coast. 


In later 


20 WASHINGTON PLACE, 


Progressive Protection 
Since 1799 





PROVIDENCE 
WASHINGTON 
Snsuvance Company 


FOUNDED 179° 


PROVIDENCE, RHODE ISLAND 
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MEMBERSHIP AT NEW HIGH 


28,847 Reported Before Close of Fiscal 
Year; 33 New Local Boards; Plans 
for 1952 Outlined 
Membership in the National Associa- 
tion of Insurance Agents reached a new 
high of 28,847 agencies just before the 
close of the fiscal year on August 31 
Philip Bliss of Middletown, Conn., chair- 





PHILIP BLISS 


man of the local board and membership 
committee, reported. ‘Mr. Bliss, who is 
also president of the Connecticut Asso- 
ciation, stated that in 35 states new 
membership goals were reached. Indi- 
ana, ‘California and Texas led in numeri- 
cal increases of 162, 126 and 120, respec- 
tively while Idaho, District of Columbia 
and Indiana showed the greatest per- 
centage gains, 38.1%, 19.6% and 16.8%, 
respectively. 

“Of equal importance to the growth 
in the total membership of the associa- 
tion has been the growth in the number 
of local boards,” the report says. “Thir- 
ty-three new local boards have been 
reported during the past year, as against 
eight boards dropped. In addition, the 
ground work has been laid for four large 
city local boards to bring in several 
thousand new members but this will not 
be attained during the current fiscal 
year. 

“A sincere effort has been made to 
develop the ‘Local Board Bulletin’ into 
a medium for the exchange of ideas on 
matters of common interest. Ammuni- 
tion is needed to build and to maintain 
a membership at local board level which 
will actively participate in association 
activities and which will provide experi- 
enced men for future service in impor- 
tant posts in the State and National 
Associations. 

“Tt is recommended to the new mem 
bership committee that: 

“1, The ‘Local Board Bulletin’ as ap- 
proved at the 54th annual meeting be 
continued. 

“2. The monthly membership report 
be continued in its present form. 

“3. Arrangements be consummated 
this fall with the large cities for bring- 
ing in the several thousand agents as 
planned. 

“4. Consideration be given to a full 
time membership secretary as was the 
case a few years ago.” 

Other members of the committee serv- 
ing with Mr. Bliss are Harold C 
Aulenbach, Reading, Pa.; Robert FEF. 
Battles, Los Angeles; James Carey, 
Aberdeen, S. D.; W. Boyce Clarke, 
Miles City, Mont.; B. D. Cole, W. Palm 
Beach, Fla.; Robert G. Dowling, Hyan- 
nis, Mass.; ‘Carl R. Guilkey, Independ- 
ence, Kan.; Jesse C. Hearn, Roanoke, 
Ala.; James C. Hulette, Frankfort, Ky.; 
H. H. Martin, Longview, Wash.; Wi!- 
liam H. Redeker, Centralia, Ill.; J. Ed 
win Stein, Provo, Utah; Philip H. Viles, 
Claremore, Okla.; J. Powell Watson, Jr., 
Norfolk, Va. 


Speakers’ Bureau Report 

The speakers’ bureau committee of the 
National Association reported at Chicago 
this week through its chairman, Charles 
H. Frankenbach, Westfield, N. J., that 
steps have been taken to secure places 
for insurance speakers on programs of 
non-insurance trade association conven- 
tions. To date, he reported, there have 
been no invitations for speakers received 
by the committee. 

However, considerable progress has 
been made in placing speakers on pro- 
grams of service and civic clubs. Ex- 
pressing the belief that results of 
achievement will be slow, but worth- 
while, Mr. Frankenbach recommended 
that the work of the committee be con- 
tinued. 


Wrenn On Deductibles 


(Continued from Page 23) 
of credits for the various deductible 
amounts in their relationship to the 
amount of insurance required by appro- 
priate co-insurance of not less than 80%. 
Our minimum deductible amount is 
$5,000 and the maximum $250,000. 

“IT will give you a few examples of 
the application of this table: If the 
property is valued at $1,000,000 and is 
insured blanket subject to the 90% co- 
insurance clause, the amount of insur- 
ance required would be $900,000. If the 


owner of this property should elect to 
carry a deductible of $25,000, under our 
table we would look for $25,000 under 
the list of deductible amounts, and then 
in the column of credits for deductibles 
of less than 5% of the amount of insur- 
ance we would find the credit to be 
25%. 

“Tf that property had been valued at 
only $500,000, requiring only $450,000 in- 
surance by the application of co-insur- 
ance requirements, the same deductible 
of $25,000 would have increased in its 
relation to the amount of insurance to 
over 5% but less than 10%, and the 
credit would have increased to 28%. If 
the same property were worth only $250,- 
000, requiring $225,000 of insurance, the 
deductible would now represent over 
10% of the amount of insurance but less 
than 15% and the credit would increase 
to 31%. 

“All these credits are applied to the 
published tariff rate and the net rate is 
multiplied by the full amount of insur- 
ance, including the deductible amount, to 
obtain the premium for the deductible 
policy. 

“The deductible plan may be used 
for all hazards, such as fire, extended 
coverage, sprinkler leakage, and in con- 
nection with all forms of coverage 
whether on buildings, contents, use and 
occupancy or rental value, but excluding 
legal liability and leasehold interest,” 
Mr. Wrenn continued. 

“Fear has been expressed that the in- 














“You Forgot to sellme Additional Living Expense Insurance” 


Maybe the sketch exaggerates a bit. But the fact is that few householders 
realize that when a home burns, new living quarters must be secured 
within hours of the blaze. Many months may elapse before the residence 
can be repaired or rebuilt, then refurnished. 

ADDITIONAL LIVING EXPENSE coverage should be included in every 
fire policy. It saves the insured hundreds of dollars in unexpected expense 
for temporary hotel or apartment rental and other costs. 


American Aviation & General Insurance Company 


Fire Affiliate of American Casualty Company 
Reading, Pennsylvania 

















auguration of a deductible plan would 
promote the practice of self-insurance. 

e are confident that such fears are 
groundless, and I am glad to state the 
experience of the past year fully jus- 
tifies our confidence. We have written 
or participated in the writing of over 
$1,400,000 of annual deductible premiums, 
and over 80% of this business was for- 
merly self-insured. 

“An example of the application of 
this plan from actual experience is a 
large schedule of state property for- 
merly self-insured. The program was 
developed under the auspices of the 
agents’ association of that state. The 
total insurance is approximately $150,- 
000,000, subject to a deductible of $50,000 
from any one loss. Under full coverage 
insurance the rate would have been ap- 
proximately 15 cents with a premium of 
approximately $225,000. 

“Under our plan the deductible spe- 
cified produced an average credit of 
40% when applied individually to the 
various items, making the net rate 9 
cents and the premium $135,000. The 
insured thereby saved $90,000 annually 
A short time ago I took the liberty of 
mentioning this example, and in the dis- 
cussion that followed it was stated that 
agents should not forget that the $90,000 
saved by the insured represented a simi- 
lar loss in premium income to the insur- 
ance industry. 

“That statement gave no consideration 
to the fact that this is new busines 
which would not have been written at 
all except for a deductible plan which 
fitted the particular needs of the insured. 
Without our plan they would have re- 
mained self-insurers. It was unquestion- 
ably a gain of $135,000 and not a loss of 
$90,000. 

“Deductible plans do not always pro- 
duce the same impressive effects as in 
these cases. However, they present their 
greatest appeal when used in connection 
with multiple location risks—not only 
so-called ‘stock floaters’ but large sched- 
ules. We have not seen any marked 
trend on the part of fully insured policy- 
holders to purchase deductible insurance. 
Its signal success to date has been in 
attacking self-insured programs. 


Co-insurance Penalty Suggestion 


“It is my understanding that some 
company organizations have recom- 
mended that insureds desiring to bear 
a part of the risk of loss to their own 
property assume a co-insurance penalty 
in lieu of a deductible, that is, purchase 
a smaller amount of insurance than is 
required by the application of the co- 
insurance clause, knowing that they will 
be called upon to participate in all losses 
covered under their policies. 

“It is my belief that from the insured’s 
position such a program is definitely 
unsound. The insured’s share of loss 
would vary from very small amounts, 
which he could readily absorb without 
insurance to possibly very large amounts, 
beyond the capacity of his self-insurance 
program. Under our deductible plan we 
insure the peak values and thereby pro- 
tect the insured from an unusually large 
loss or catastrophe. 

“In a previous discussion about the 
deductible plan it was stated that while 
we had established substantial deducti- 
bles commencing with $5,000 and_re- 
quiring a minimum premium of $500 a 
year, the program might extend itself 
until deductibles of $4,000, $3,000, $2,000, 
$1,000 or even smaller amounts were of- 
fered and rates were reduced for the 
effect of such deductibles. 

“First let me say I do not believe that 
there will be any general demand for 
deductibles of small amounts. Policy- 
holders in general desire full insurance. 
There is some acceptance of deductibles 
to eliminate nuisance claims but where 
the option exists, we have found many 
insureds buying the full coverage. De- 
ductibles will only be attractive where 
the difference in cost between full in- 
surance and deductible insurance is suffi- 
cient to warrant the additional risk as- 
sumed by the insured.” 
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committee that this is an unwarranted 

¢ A use of the licensing power on the part 

Score Naming of Lawyers, ttorneys of the insurance companies who look to 
the American agency system for the 

production of general insurance pre- 

A f \ V o,¢ Fid li B d miums. It is recommended that a strong 
gents or riting 1 S ity on S protest be made to the bonding com- 

panies who have this practice and that 

the matter be held on the continuing 


Recommendation that strong protest to the fact that many attorneys and con- agenda of this committee.” 
be made against appointment by surety tractors haye been appointed as agents The committee also recommended that 
bond companies of attorneys and con- for the solicitation and writing of surety the matter of provision for experience 
tractors as agents was made in the re- bond business. It is the belief of this rate on blanket bonds for credit unions 


National Association of Insurance Agents, Chicago, September 10-13 


be given careful consideration so that 
the regular producers of bond premium 
will be in a stronger position in meet- 
ing competition from other sources. 

In addition to the members of the sub- 
committee, the fidelity and surety bond 
committee is composed of Thomas B. 
3oyle, Columbia, S. C.; Fred Dennis, 
Clovis, N. M.; Walker A. Garrott, 
CPCU, Denver; W. F. Grandy, Sioux 
City, lowa; J. C. Spurlin, Prestonbury, 
Ky., and H. F. Warner, Kansas City. 





port of Warren F. Curtis, Richmond, 
Va., chairman of the fidelity and surety 
committee, before the annual convention 
of the National Association of Insurance 3 
\gents at Chicago this week. : ; ; 
Mr. Curtis said that at a meeting early T. -Fifth A 

in the year in New York of a subcom- wenty t t nnrversary 
mittee composed of J. Kenneth : *ormack, 


tions and regional and local boards have 
some educational programs at meetings 
of the organizations in the fidelity and 


Providence, R. I., and Henry A. Franz, 
Clifton, N. J., and the chairman it was ¥ 
agreed that one of the greatest diffi- ve 
culties in the fidelity and surety bond \ 
field is the feeling on the part of pro- Z 
ducers that this is a highly technical y 
matter and for that reason the surety : ~ 
business is not solicited as well as it 3 
could be and not written as broadly as 
possible. 
“The committee strongly recom- ; 
mends,” he said, “that all state associa- 





bond fields. It is believed that witha ———————— 
aggressive educational program the aver- 

age producers of the country will be 

made aware of the possibilities and po- 

tentialities of this form of coverage.’ 

He said that during this meeting it 
was suggested that a condensed manual 
be prepared for the assistance of pro- 
ducers and because of the broad interest 
in this subject, Mr. Cormack was to 
appear at the convention to present the 








details of this type of manual. 

With respect to the matter of attor- 
neys and contractors being appointed as 
agents, the report said: 


“The committee points your attention Multiple Line Reinsurance 





Price Reports Increase in 


reported on the safety activities of his 
committee at the annual meeting of the 


National Association of Insurance . 
Agents at Chicago this week. He said ; KR Cc) ~ [TD | ~ 
the committee, in association with the 
Association of Casualty & Surety Com- : 
panies, had made a_ survey of local 
boards in an effort to get a clear picture 
of agents’ activities countrywide. The 
response, he said, was so overwhelming 
that it was difficult to select winners of 
the highway safety awards which were 
to be announced at the convention. 
These awards, he said, are based on 
the “Safety Is Good Business” accident 
prevention campaign. “Results of this 
year’s survey which were compiled by 
the Association of Casualty & Surety 
Companies,” he said, “indicated that 
since the inception of the program, and 
particularly during the past year, 42 
states, the territory of Hawaii and 300 px. sascha canneries sae ade Snir TCG Tae ma 
local boards have actively participated 
in the program either in whole or in 


Mr. Price reported that he and the 


a: gig owas nian gry FIRE - CASUALTY 


Cs 





secretary of the committee attended 
meetings this year of the National Com- me LD 
mittee for Traffic Safety, National Com- 


? 
mittee for Uniform Traffic Laws and Or- 
dinances and National Safety Council. 


They also participated in the recent : Insurance Company of America 


meeting of the President’s Highway 
Safety Conference in Washington. 

Following are the members of Mr. 
Price’s committee: 


John J. McGlone, Minneapolis; Sid- * . . 
\ ney E. Nelson, Racine, Wis.; Frank A. : New York, New York * Kansas City, Missourt 


a Papen, Las Cruces, N. M.; S. Thomas 
, Pippin, Wilmington, Del.; Kenneth M. 





Potts, Salem, Ore.; T. K. Robinson, : 
Memphis, Tenn.; Ralph Stogdill, Fort se 
Wayne, Ind.; Andrew C. Treiber, Utica, : 
iy 
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Madigan Takes Agent to Main Street 


Shows How Almost Every Business Is Prospect for Fidelity 
and Surety Bonds; Tells Way to Develop Market; Says 
Many Prospects Have Been Overlooked 


Taking his audience on an imaginary 
walk down the Main Street of any town, 
John P. Madigan, assistant manager of 
the New York office of the Maryland 
Casualty Co., pointed out some of the 
prospects in the fidelity and surety bond 
field which await the producer in his 
address “A Walk Down Main Street,” 
delivered before the production and pub- 
lic relations forum of the National As- 
sociation of Insurance Agents at Chi- 
cago, September 12. 

First, Mr. Madigan suggested that the 
agent look into his own office and con- 
sider the matter of bonding his own em- 
ployes. “Frankly,” he said, “you ought to 
for two very simple reasons. First be- 
cause it’s just plain common sense to 
do so and second because only when an 
agent bonds his employes can he speak 
with conviction on the necessity for 
other employers to do so. 

Many Prospects Overlooked 

Mr. Madigan continued: “Of course 
it is true that every doorway on Main 
Street does not open into a_ bonding 
possibility but I firmly believe you will 
be astonished at the number of prospects 
which have been overlooked until now. 
Nor do these bonding possibilities come 
tumbling out the windows and through 

e doorways as we walk along—an agent 
must create the desire for the fidelity 
and forgery bonds and for the surety 
bonds that the townspeople will require- 
the agent must be aware, enthusiastic 
unafraid and ready to handle them.” 

Mr. Madigan took up in succession a 
stationery store in which the proprietor 
is a notary required by law to obtain 
a notary public bond; a hotel or inn 
where a bond is required for a license 
to sell alcoholic beverages and where 
the employes should be bonded under a 
blanket dishonesty form because in the 
hotel business there are many oppor- 
tunities for dishonest employes to steal 
both cash and inventory from the own- 
ers; a pavement contractor who has a 
sidewalk blocked off for repairs must 
furnish a street obstruction bond. 

Coming to the school house, Mr. Madi- 
gan said that first the school district 
treasurer must be bonded and if the 
school has a building program, the con- 
tractor must furnish a bid bond and, 
if he is the successful bidder, per- 
formance and payment bonds. 

Moving on to the office of a competitor 
agent, Mr. Madigan said: 

“Next we pass the office of your 
strongest competitor — another good 
agent. He’s a tough competitor and 
pretty much on his toes. Surely there 


are no bonding possibilities in his office 
for you, but this particular morning it 
makes sense for you to drop in and say 
hello. And ask him something. Ask him 
if he possesses a power-of-attorney from 
his company permitting him to write 
certain kinds of bonds which are usually 
required in town in a hurry. If he has a 
power-of-attorney, that’s an awfully good 
reason why .you too should have one 
from your company. And if he doesn’t 
have one, then there’s twice as much 
reason for you to have one. Someone in 
town is going to be known as the agent 
who knows something about bonds—the 
bond agent. That should be you.” 

Mr. Madigan brought up in turn the 
lawyer and the bonding requirements of 
his clients, the club whose treasurer 
must be bonded, the automobile dealer 
whose employers should be covered, the 
town hall whose officers need bonds, the 
motion picture house whose owner may 
have overlooked the wisdom of bonding 
its employes. Then came the bank to 
which a blanket bond is essential, the 
church whose treasurer is or should be 
bonded, the building and loan association 
for which a special bond is tailor-made 
for its needs. 

Then came the sheet metal operator 
who will grow in size and importance 
as a contractor, the local newspaper 
which is a wealth of information bond- 
wise. Then he said: 

All Owners Are Prospects 

“Now let’s pause and look back down 
Main Street. And let’s realize that the 
owners of every single business enter- 
prise in town which employs one or more 
people are prospects for employe dis- 
honesty insurance. It doesn’t matter 
whether an employer has one, or 200, or 
3,000 people in the firm. Crooked em- 
ployes could financially cripple or wreck 
any one of those businesses, just as a 
bad uninsured fire could put a man out 
of business. And American business men 
are fast becoming aware of that fact. 
Look down Main Street from where we 
are standing as if you have never seen 
it before, because it is possible that 
bondwise you have never seen it before. 

“By now we've reached the other end 
of Main Street. And if we've stopped 
off to talk with those who we now reailze 
are prospects, this walk has spread over 
several weeks. And it’s really only just 
beginning. 

“At this point, however, let’s sit down 
together and get really practical about 
this bonding business. What can you do 
about it, without sacrificing too much 
time, without neglecting your other busi- 





JOHN P. MADIGAN 


ness? And if you did reach out for 
bonding business, would the return be 
worth your effort? Your office is prob- 
ably as busy right now as you'd like 
it to be, so there’s probably not much 
time left, in your day, to devote to 
bonding production. What then? 

“Here are a few practical, and I hope, 
reasonable suggestions. As a_ starter. 
Let’s resolve to become the bonding 
agent in town, If not the only one, then 
the best one. 

“How do we start? 

“First and most important, we must 
remove the old bugaboos, the mental 
blocks, the fear, that ‘bonds are tough, 
bonds are troublesome.’ They aren't. 
Maybe they used to be, but they aren’t 
now. 

“Second, now and then let’s think about 
bonds and who needs them. A_bond- 
seeking walk down your own Main 
Street when you return home just to 
spot the bond possibilities, will be time 
well spent, because it’s ‘new business’ 
time. True, you won't get all the bonding 
business in town, but you'll start getting 
your share, and very likely more than 
your share. 

Should Develop Sixth Sense 

“Third, let’s develop a bonding sixth 
sense—an awareness of the nearness of 
live, good bonding possibilities in your 
town. 

“Fourth, make it possible for surety 
bonds to come your way, by ‘talking 
them up’ with your own clients first 
and with the other businesses on Main 
Street. 

Fifth, permit the special agent of your 
company or its branch office men to 
work with you—let them make it easy 
for you to  aroone the bonding agent. 

“Sixth, you have not already done 
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Cahill Talks on Record 
Of Young Auto Drivers 


STATISTICS NOT AVAILABLE 


Favors Single Limit Auto Liability Pol- 
icy But Views Obstacles; Might Set 
Up Dual System, Adding to Costs 


Chicago, September 11—No statistics 
are available yet to prove graduates of 
young drivers’ training courses have bet- 
ter accident records than other youthful 
drivers, James -M. Cahill, secretary, Na- 
tional Bureau of Casualty Underwriters, 
told the new developments forum at the 
NAIA convention this morning. A large 
crowd comfortably filled the grand ball- 
room to hear speakers discuss modern 
trends. 

Mr. Cahill said those completing driver 
training should “naturally be better 
drivers than the average” but no final 
conclusion can be drawn as figures are 
lacking. He said he expects that statis- 
tics from various sources will be coming 
in ultimately. He said the worst loss 
experience with drivers under 25 vears 
of age are in the age groups of 21-24 
years rather than in the teenage groups 
which include many of those taking 
training courses. Another factor acting 
against giving rate recognition yet to 
training courses, Mr. Cahill said, would 
be the problem of policing any such plan 
to see that those who would get the 
rate recognition would actually be en- 
titled to it. 

Finds Single Limit Policy Desirable 

Single limit automobile liability poli- 
cies are desirable, Mr. Cahill said in 
reply to a question, but there are now 
certain obstacles barring introduction of 
them. Primarily, present inadequate 
rate levels have delayed bringing out this 
form. Also substantial increases in loss 
costs will be faced in time, he said, par- 
ticularly if there may be a trend toward 
fewer liability losses in the future. 

It was hoped, Mr. Cahill observed, that 
a single limit policy would cut operat- 
ing expenses but now it appears that 
such costs would be increased for in- 
stead of this policy superceding present 
forms, some companies have indicated 
that they want to employ both the single 
limit and divided limit policies, thus hav- 
ing a dual system and adding to operat- 
ing costs. 

Mr. Cahill also indicated that the 
casualty companies are agreeable to dis- 
pensing with the requirements for de- 
scriptive material about cars when poli- 
cies are written. However, the National 
snaps tag Underwriters Association, 

handling physical damage insurance, has 
iad its members still need descriptive 
details of cars for accurate rating. 





so, include the words ‘Surety Bonds’ on 
your door lettering, your stationery and 
your advertising.’ 

“Why should you seek in these busy 
times to become the bonding agent in 
town? Not just beacuse the companies 
want more bonding volume, although 
that’s surely true; not because it’s fun; 
not because it’s so easy that the bonds 
in town will just fall into your lap, but 
rather because— 

Way to Increase Income 

“1. It’s a good solid, dignified way of 
increasing your income—and that’s not 
a bad idea. 

“2. It’s a means of ‘dolling up’ your 
account with your company in these days 
of increasing loss figures in the casualty 
field. 

“3. It’s the only way of serving your 
clients fully and competently. 

“4. It’s a kind of business you need 
not lift from the books of some other 
agency in town, as most of the bond 
business you will get doesn’t exist yet. 
Bonds required by your townspeople 
from now on can as well come to you 
as to someone else—if you create a 
reputation as ‘the bonding agent in 
town.’ 

“And all this is honestly possible right 
within the confines of Main Street-— 
your Main Street—and mine.” 
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Highfill on Defense 
Projects Rating Plan 


WILL FILE BRIEF WITH KANE 





Expresses Shock and Surprise to Find 
Plan Could Be Applied to Lump Sum 
Projects; Seeks Change in Wording 





Chicago, Sept. 11—Chairman F. Max 
Highfill, Fort Worth, Tex., of the com- 
mittee on national defense projects rat- 
ing plans and insurance advisors, told 
the national board of state directors this 
morning that all appropriate steps should 
be taken to prevent the Federal Govern- 
ment from encroaching upon the private 
insurance industry by means of defense 
rating plans. 

In the report, signed also by Ralph 
W. Howe, Richmond, Va., and Guy T 
Warfield, Jr., Baltimore, the committee 
says it has pointed out to Director of 
Insurance Thomas L. Kane of the Office 
of Civilian Defense that if advisors’ 
fees are calculated on premiums devel- 
oped under any set of policies, then 
insurance producers having customers 
heavily involved in defense work would 
be called upon to take substantial losses 
or refuse to service their clients’ defense 
business. 


Will File Brief With Kane 


The agp a8 regards this question 
as serious and a brief will be placed in 
Mr. Kane’s hands before the next meet- 
ing of his board of advisors on Octo- 
ber 5. 

Discussing relations with the Gov- 
ernment on present defense projects rat- 
ing plans, Mr. Highfill said to the 
directors, in part: 

“The matter of services required of 
insurance advisors under the new in- 
surance service agreement appears to 
have developed satisfactorily in that the 
form used in World War II has been 
redrafted by the Department of De- 
fense to provide for the advisor render- 
ing to the contractor all essential serv- 
ices as in the past but changing the 
former mandatory monthly visit re- 
quirement to call for visits to the proj- 
ect site only as required by the contrac- 
tor and deemed advisable by the advisor 
to determine that insurance matters are 
properly handled; in changing the for- 
mer monthly reports of findings and 
services rendered to quarterly reports 
plus such special reports as necessary. 
This is deemed to be a material im- 
provement in many cases. 


Results Justify Efforts 


“In the absence of any effort to pre- 
sent the producers’ case, the Depart- 
ment of Defense might very well have 
concluded that the old insurance service 
agreement and fee schedule were appro- 
priate and merely reinstated them. We 
do not know all the Department’s think- 
ing but it is fairly indicated that Mr. 
Kane has given consideration to the 
reasons submitted by producers and has 
granted some relief based on such things 
as present day higher costs of operation, 
reduced workmen’s compensation rate 
levels which will reduce the size of 
standard premiums and similar consider- 
ations. We are appreciative of the rec- 
ognition given to these viewpoints and 
believe the results justify the efforts 
expended by your committee. 

“The rating plan as promulgated, 
termed national defense projects rating 
plan, and its rules of application contain 
some features that remain obscure. The 
committee proceeded from the beginning 
on the theory that the only plan under 
consideration was for application to 
cost-plus-a-fixed-fee projects as in World 
War II. However, the rules of applica- 
tion, much to our amazement, permit use 
of the rating plan on any national de- 
fense project estimated to produce as 
much as $10,000 standard premium. If 
the operations are performed under a 
contract which provides that the con- 
tractor is being reimbursed for the cost 
of such insurance by the Government. 
“A reasonable interpretation of this 


would permit use of the rating plan on 
straight lump ‘sum contract work ob- 
tained by a contractor through competi- 
tive bids simply by the manner in which 
the specifications for the job are written. 
Obviously this procedure, if used, would 
seriously disrupt normal insurance han- 
dling all through the construction and 
manufacturing field and would convert 
the majority of sizable insurance ac- 
counts into insurance service agreements 
with very meager fees for services and 
greatly increased costs of handling the 
business. 

“We informed Mr. Kane of our shock 
and surprise to find the plan could be 
applied to lump sum contracts. No men- 
tion of the broadening of the plan had 
been made to us in our previous meet- 
ings and we therefore assumed it was 
the reactivation of World War II plan 
applicable to CPFF and cost derivitive 
contratts only. Mr. Kane gave us as 
his opinion that it was not the intention 
of thee agencies to apply the plan to 
lump suf contracts. 

“We then asked if the Department of 
Defense would therefore be agreeable to 
change the wording regarding applic- 
ability so as not to permit its use on 
lump sum contracts. Mr. Kane told us 
the policies in his office were established 


by the board of insurance advisors and 
he believed they would certainly give 
careful consideration to this request. 


Projects Can Be Combined 


“Insurance under the war projects 
rating plan of World War II was writ- 
ten and advisors’ fees were paid on a 
project basis—each project constituting 
a separate transaction. Under the pres- 
ent plan, insurance by the carrier is on 
a risk basis—two or more projects per- 
formed by the same contractor can be 
combined for determination of final pre- 
mium, which is to the advantage of the 
carrier. 

Based on World War II experience, 
there can be cases of incredible differ- 
ence between the total fees calculated 
separately on individual projects and 
calculated on cumulative totals of stand- 
ard premiums earned by the same con- 
tractor. As an example, if the same 
contractor constructs or operates four 
projects each earning $250,000 in stand- 
ard premiums, individual advisor’s fees 
would be $4,365 for each project or a 
total of $17,460. This might not be ac- 


ceptable depending upon the distance 
fromthe projects and the length of 
time involved—the policies are to be 


continuous and to renew automatically 


Chicago, 


September 10. 23 


Miller Presents Awards 
Honoring 9 Member Agents 


Chicago, Sept. 10—Melvin J. Miller, 
president of the National Association of 
Insurance Agents, honored nine member 
agents at the opening general session of 
the association’s 55th annual convention 
for bringing prestige and credit to the 
American agency system during the past 
year through eminent accomplishments 
in their business, civic or personal life. 

The president’s citations went to Louis 
Woodbury, Wilmington, N. C.;  post- 
humously to Harold Bowen, Norfolk, 
Ohio; Dave R. McKown, Oklahoma City, 
Okla.: Linn S. Kidd, Brazil, Ind.; Robert 
Maxwell, Texarkana, Ark.; Ralph D. 
Callister, Salt Lake City, Utah; Morton 
V. V. White, Allentown, Pa.; H. Herbert 
Corson, Nashville, Tenn.; and Herbert 


R. Walt, Lincoln, Neb. 





over an indefinite period of years; how- 
ever, the fee if calculated on cumulative 
total standard premium of $1 million 
would be only $7,740% approximately 
$10,000 less for the same amount of 
service.” 
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Cormack Offers ore Format for 
Simplified and Condensed Bond Manual 


The need for a simplified and con- 
densed supplementary fidelity and surety 
manual was stressed by J. Kenneth Cor- 
mack in his talk before the production 
and public relations forum at the Chi- 
cago meeting of the National Associa- 
tion of Insurance Agents, September 12. 

Mr. Cormack of the C. W. Knibb Co., 
P rovidence, is the Rhode Island member 
of National Association’s fidelity and 
surety committee and a member of the 
casualty and surety committee of the 
Rhode Island association. His subject 
was “It’s Easy When You Know How.” 

Mr. Cormack said that many estab- 
lished agents have developed an_ in- 
grained fear, real or imaginary, of the 
bonding business and that this is doubly 
true of the newly launched agent, add- 
ing: 

“If we could devise some simplifica- 
tion of the technical details surrounding 
the business and convince these agents 
that the specialist is not required for 
the handling of the more commonly 
written types of bonds, it seems sensible 
to believe that increased production and 
far greater service to their communities 
and customers would result.” 

Suggests Supplementary Manual 

As a step in this direction, Mr. Cor- 
mack suggested publication of a supple- 
mentary manual, abbreviated and sim- 
plified so as to contain only such infor- 
mation and instructions as pertain to 
bonds that the agents in the field are 
authorized to solicit and with which 
they are most often confronted. He said 
he has experimented with such a manual. 
His suggested format is as follows: 

“The fidelity section has been reduced 
to the pages covering blanket position, 
primary commercial blanket and the 
comprehensive 3D forms, since they are 
most suitable to the agent’s needs. All 
material dealing with the outmoded in- 
dividual and schedule fidelity has been 
removed. Insurance company and small 
loan company bonds are not commonly 
encountered and have been omitted. 

“T believe the entire section on bank- 
er’s blanket bonds should be eliminated. 
There is infrequent need for these 
forms and should a prospect develop, 
usually there would be time enough to 
call for the services of an expert to 
work out the complicated details of such 
a proposition. 

Material Is Deleted 

“In the forgery section appear only 
the pages dealing with depositor’s for- 
gery, showing rates, rules and endorse- 
ments, written separately or in con- 
junction with the comprehensive 3D. All 
other material has been deleted as un- 
necessary.” 

“The judicial bond section has been 





J. KENNETH CORMACK 


condensed to the various types of pro- 
bate bonds, receiverships, assignees and 
other such miscellaneous types together 
with plaintiff's and defendant’s court 
bonds and attachment and release of 
attachment bonds. As much information 
as possible should be provided on these 
various forms. I feel that the other ma- 
terial in this section is not in general 
use and can safely be removed. 

“The contract bond section has been 
restricted to the general instruction 
pages, information on bid, supply and 
the various types and classes of con- 
struction bonds, these being the most 
commonly written. The miscellaneous 
types of contract bonds have been de- 
leted as umnecessary to the average 
agent in the field. 

Material Seems Extraneous 


In the miscellaneous bond section 
appears a great deal of material that 
seems extraneous for our purpose and 
all of it has been deleted with the ex- 
ception of lost instrument bonds which 
are the ones that most agents will be 
asked to write. 

“T have retained the entire license and 
permit bond section. It is small and not 
particularly complicated. 

“The Federal section of the manual 
referring to obligations running to the 
Government or its agencies, except con- 
tracts, can in my opinion be omitted in 
full from the condensed manual. Ex- 
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cepting in certain localities these forms 
are not in general use. 

“The public official section appears in 
full in the condensed version of the 
manual. It was deemed not feasible to 
attempt any condensation.” 

Basic Approach Is Sound 

Mr. Cormack conceded that the spe- 
cific contents of his proposed abridge- 
ment leaves much to be desired but he 
contended that the basic approach is 
sound. He said his whole theory is 
predicated upon the inclusion in each 
section of a review of underwriting re- 
quirements together with sample appli- 
cations. 

He said that for an agent to handle 
a bond properly he must know what the 
bond guarantees, principal points for 
consideration, proper underwriting in- 
formation and how to prepare a proper 
submission. He said he could not stress 
too strongly that if an abbreviated 
manual is considered, it must contain 
the necessary underwriting and submis- 
sion information to be of any real value 
to the average agent. 

Mr. Cormack submitted the plight of 
an agent whose customer, a manufac- 
turer, asked him to release an attach- 
ment of $20,000 in connection with a 
suit brought over a dispute concerning 
delivery of unsatisfactory goods. The 
agent hurriedly takes the applic ation ant 
sends it to the company’s bond under- 
writer asking for immediate considera- 
tion; however, the bond underwriter 
finds the information contained in the 
application does not justify writing the 
bond and declines it. 

Should Compile Information 

“What specifically could this agent 
have done and what information should 
he have compiled to make his first sub- 
mission complete?” he asked. 

“In the first place he must know that 
the bond guarantees satisfaction of costs 
and any judgment when rendered against 
the principal. 

“He must realize that the underwrit- 
ing information is primarily of a finan- 
cial nature and must explore the ability 
or inability of the principal to satisfy 
a judgment not only at the time the 
bond is requested ‘but also at some 
future date when the court case is finally 
decided. 

“He should 
financial statement. 
lems are lessened. 
steps to improve. 

Look for Third Party Indemnitors 

“To this end, he should look for pos- 
sible third party indemnitors or if the 
principal is incorporated the owner ‘may 
have sufficient personal assets to qualify 
as an indemnitor. 

“He should also determine the maxi- 
mum amount of potential judgment be- 
the amount of the bond required 


appraise the principal’s 
If strong, his prob- 
If a little weak, take 


cause 
may far exceed this figure. 
“This information won’t control the 
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underwriting of the bond but may have 
influence on it. 

“Without attempting to either decide 
the case or to underwrite the merits of 
the court action, get the principal's 
story and that of his attorney. 

‘Be certain that the matter is in com- 
petent legal hands. 


Should Know Company’s Attitude 


also important that the agent 
know the attitude of his company on 
this type of bond. Some companies re- 
quire full cash collateral, others may 
write such a bond on the strength of 
a solid financial statement. 

“If the agent had recourse to a sim- 
plified manual containing these guides 
to underwriting requirements, his first 
submission of the case would probably 
have been complete and his chances for 
quick and favorable consideration of his 
proposition would be good. 

“It is of great importance to any bond 
proposition that a good impression be 
created when first submitted. Otherwise 
quite often a surety underwriter will 
form a negative opinion if the case is 
incomplete and thus returned for am- 
plification. Many times the result is 
final declination.” 


Pat AS 


No Complete Solution 


Saying it would be foolish to believe 
that distribution of the supplemental 
and condensed version of the manual is 
the complete solution of the problem 
of increasing bond production, Mr. Cor- 
mack maintained that such an _ instru- 
ment might encourage self-education 
and confidence. 

“We also recognize the natural cau- 
tion of the surety companies in gen- 
eral in granting powers of attorney,’ 
Mr. Cormack said. “We realize too that 
there will always be some certain types 
of suretyship executed only with the 
approval of company _ representatives. 
However, is it not conceivable that as 
time goes on the companies might 

(Continued on Page 40) 
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White On “Molding Public Opinion” 


Cites Massachusetts Campaign Against Initiative Petition for 
Flat Rate Compulsory Auto Insurance; Says Public 
Will React Favorably If Given Full Story 


Speaking at the production and public 
relations forum at the meeting of the 
National Association of Insurance 
Agents at Chicago vipenta 12, Thomas 
A. White, assistant counsel, Employers’ 
Group Insurance Companies, said it is 
necessary for all insurance people to help 
mold public opinion to the end that the 
public may get to know, respect and 
trust the business and thus preserve the 
system of private enterprise. 

Mr. White, who was chairman of the 
committee for uniform automobile rates 
in Massachusetts which successfully con- 
ducted the campaign in opposition to the 
initiative petition for a flat rate scheme 
for compulsory automobile insurance in 
that state last year, had for his subject, 
“Molding Public Opinion.” 

Mr. White said a survey has demon- 
strated that a dangerously large propor- 
tion of the people do not understand 
what insurance is or how it serves ‘the 
public; that “as a result of their 
norance, much of which has been 
liberately nurtured by political ex- 
pedients and irresponsible leaders of 
certain well organized minority groups, 
great numbers of people look upon the 
business of insurance, and anyone con- 
nected with it, including agents, with 
obvious suspicion if not outright enmity.” 
Fail to Understand How Rates Are Made 

He said further that it is significant 
that people do not understand how rates 
are determined and a large portion of 
them think the companies set the rates 
arbitrarily for their own benefit; few, 
if any, understand that the premiums 
they pay are determined by the amount 
needed to pay the losses and the neces- 
sary expenses, including the cost of ac- 
quisition and taxes. 

“The people have completely fantastic 
ideas about the _ Profits that insurance 
companies earn,” he continued. “They 
think, for example, that most, if not all, 
of the money received by a company 
over and above the losses paid represents 
net profits. The people believe that in- 


g- 
ig 


de- 


surance drains money out of a com- 
munity solely for the benefit of Wall 
Street and the vested interests. They 


do not understand its contribution to the 
local communities in the form of loss 
payments, claim expenses and investment 
ot Teserves 

Saying that this type of popular 
ignorance bodes ill to the business be- 
cause it breeds hostility toward the in- 
surance industry under the system of 
private enterprise, Mr. White continued: 

Would Destroy Free Enterprise 

“These observations, together with the 
known activities of certain well organized 
minority groups and political expedients 
who seek to destroy the free enterprise 
system and substitute for it their pet 
philosophy of pseudo-liberalism, are all 
the more reason why we must inform 


Insurance (\ 





THOMAS A. WHITE 


the public so that they will know, respect 
and trust the insurance industry. 

“In discussing this subject, I want to 
make it clear that I am not against social 
progress or any social measure. Because 
I, too, believe it humane to help those 
who are unable to help themselves, and 
I subscribe to social progress which will 
result in the greatest good for the great- 
est number. However, there should be a 
reasonable limitation on these liberal 
proposals so as to confine them within 
the means to accomplish the desired re- 
sult. This tendency toward liberalism is 
serious because we have witnessed in 
our lifetime how governmental intrusion 
in business, which is a philosophy of 
European origin, has wrecked the in- 
dustrial and economic life of the coun- 
tries across the water. 

“Unless this economic evil of govern- 
mental intrusion which is slowly creep- 
ing into our American way of life under 
the free enterprise system in this coun- 
try is stopped, there will eventually be 
no type of business based upon a free 
enterprise as we know it today. 

Adopt Paternalistic Attitude 

“It should be obvious to all that there 
has been a tendency of the legislatures 
country-wide, both on a national and 
state level, to adopt the paternalistic at- 
titude of taking care of everyone from 
‘the cradle to the grave.’ This attitude, 


particularly in the past 15 to 20 years, 
has led to governmental intrusion into 
business in general. 
the 


made ap- 
perennial 


This is 


parent by many and 





| HE business building plan of every 
progressive agency includes representa- 


tion of a strong Company noted particu- 
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proposals for state funds in the various 
classes of insurance, the establishment 
of state rating bureaus and compulsory 
automobile liability insurance along with 
an array of punitive legislation filed year 
after year country-wide in the legisla- 


tures at both the state and national 
level. 
“An examination of these proposals 


discloses clearly that they are all calcu- 
lated to take our insurance industry 
apart piece by piece and hand it over to 
the world planners, dreamers and lovers 
of guaranteed security under the sublime 
banner of stateism. 

“Public abuse and villification of the 
insurance industry by the political ex- 
pedients and irresponsible leaders of cer- 
tain well organized minority groups is 
an important part of the technique that 
is being employed in the attempt to 
destroy the industry. With them, it has 
become fashionable to villify and heap 
verbal abuse on insurance companies and 
the system under which private insur- 
ance is conducted. This type continually 
spouts half truths and even malicious 
lies. They are devout apostles of the 
Communist and Hitlerian concept 
that if you repeat a lie often enough, 
the people ultimately will believe it and 
accept it for the truth. 

Preserve Private Enterprise System 

“I trust that by now I have made 
clear how important and necessary it is 
for all of us in the business of insur- 
ance to help mold public opinion to the 
end that the people may get to know, 
respect and trust us, and thus preserve 
the system of private insurance. 

“The people of this country want to 
believe in us and they will believe in us 
if we will ony make the effort and take 
the time to explain to them the truth 
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and facts about our business in clear and 
simple language which they will under- 


stand. Of this I am certain because last 
year, as chairman of the committee for 
community automobile rates in Massa- 


chusetts, I learned at first hand by going 
among the people that the public would 
react favorably to the insurance industry 
and support it, once given the full story 
and the true story, told simply and 
frankly. 

“The committee to which I refer was 
the casualty insurance companies organ- 
ization which successfully conducted the 
campaign in opposition to the initiative 
petition for a flat rate scheme for com- 
pulsory automobile liability insurance 
which was on the ballot to be voted on 
by the people at the state election. Be- 
cause the people supported us and our 
position in opposition to this proposal 
for a flat rate scheme, we were success- 
ful in defeating it by a popular vote of 
better than three to one. This was a 
tremendous and signal victory for the 
casualty insurance industry in Massachu- 
setts over an element that has been 
harassing it for years. 


“At this time, I want to acknowledge 


publicly that the insurance agents and 
brokers in Massachusetts were greatly 
responsible for this victorious achieve- 


ment. It was their help and support that 
made this victory possible. I say this 
because it was through the efforts, 
prestige and respect of the agent in the 
local community that we were able to 
interest the public in our problem and 


were aitceded the opportunity to tell our 
side of the story to them. It was in that 
manner we were able to mold public 
opinion which later was transformed into 
affirmative action by the people voting 
on election day.” 
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EDGETT JOINS N. Y. ASSN. 





Assistant Secretary of Agents’ State 
Group at Syracuse; Dates for Ten 
Regional yp erg Announced 
Kenneth W. Edgett, Jr., Syracuse, has 
joined the staff of the New York State 
Association of Insurance Agents in the 
capacity of assistant secretary, it is an- 
nounced by Joseph A. Neumann, presi- 
dent of the association. John G. Mayer 

is secretary. 

Mr. Edgett, who received a master 
of arts degree at the Maxwell Graduate 
School of Syracuse University in July 
of this year, was employed in the 
underwriting department of the Utica 
Mutual while attending college. In June, 
1942, Mr. Edgett entered the U. S. Air 
Force and served in various capacities 
until his discharge in 1945. 

Membership and local board develop- 
ment will be the duties assigned to Mr. 
Edgett, President Neumann explained. 
It is the goal of the association to reach 
a membership of 2,000 by the time of its 
next annual convention. 

Ten regional meetings are planned for 
the coming year, beginning September 
17 in Plattsburg. Other dates are: Sep- 
aan 24, Saratoga Springs ; October 1, 

Cooperstown; October 8, Canandaigua; 
October 16, Garden City; October 18, 
Monticello; October 29, Oswego; No- 
vember 5, Norwich; March 17, 1952, 
3atavia; March 24, 1952, Dutchess 
County. 

Following each of these meetings Mr. 
Edgett will remain in the territory to 
solicit membership. 


New Qualification Law 
Working Well in Kentucky 


Kentucky’s new insurance 
tion law has attracted higher 


qualifica- 
type per- 


sonnel into the ranks of insurance and, 
consequently, has increased public con- 
fidence in the business as a whole, Com- 


missioner of Insurance Spalding Southall 
told the Kentucky Association of 
Mutual Insurance Agents in session at 
Louisville, last week. 

“Increasingly it is 
that companies 
are not enough,” Mr. 
“American insurance 
sprung to its present 
it not been for the 
agent who must be 
of the credit.” 

Insurance is big business in Kentucky, 
said Mr. Southall, who pointed out that 
there are more than 4,797 agents in the 
life insurance field, writing a total of 
more than $81,000,000 in premiums a 
year, and 4,761 agents engaged in the 
fire, casualty and other lines who write 
more than $94,000,000 in premiums each 
year. 

It is no longer possible to procure a 
license to write insurance by just send- 
ing in an application with a check, but 
definite, forward steps have been taken 
by which the unfit and unscrupulous are 
eliminated “both before and after li- 
censing.” 


being recognized 
and good policies 
Southall declared. 
could never have 
pre-eminence, had 
American insurance 
given a large share 


good 


ROANOKE, VA. ecu ns DIES 
Walter Eugene Sharpe, Sr., 73, head 
of an insurance agency Scie his 
name, died September 7 in a Roanoke, 
Va., hospital. Coming here from Bur- 
lington, N. CC, he had resided at 

Roanoke for the ‘past two decades. 


N. Y. General Brokers to 
Discuss Extended Coverage 


Samuel Oberman, president of the 
General Insurance Brokers’ Association 
of New York, Inc., announces that the 


next meeting of that organization will 
be held Wednesday evening, September 
26, at the Hotel New Yorker, at 8 p.m. 

At that time the association will spon- 
sor an open forum on the new additional 
extended coverage endorsement. The 
name of the principal speaker will be 
disclosed at a later date. In addition, it 
is expected that a discussion will be 
held relative to the Perferred Accident 
situation. Non-members, as well as mem- 
bers, are invited to attend the meeting. 





CITATIONS FOR INSTRUCTORS 

Four men who have served as instruc- 
tors in educational courses sponsored by 
the Minnesota Association of Insurance 
Agents have been given citations for 
their work. They are Howard Williams, 
Angvik, 


local agent at Mankato; Art 
formerly with the Aetna bonding de- 
partment, now with T. C. Field & Co., 


St. Paul; George Desmond, U. S. F. & G. 
and S. B. Terry of the Hartford, St. 
Paul. Loren Capretz, chairman of the 
education committee of the state asso- 
ciation, made the presentations. 





ONTARIO AGENTS TO MEET 

The 1951 annual convention of the On- 
tario Insurance Agents’ Association will 
be held at the Royal York Hotel in Tor- 
onto on October 4 and 5. It is understood 
the majority of the agents want the 
association’s head office transferred back 
to Toronto from London, Ontario, to 
which point, it was moved for the con- 
venience of the association manager, 
Ivor Brake. There will also be a num- 
ber of amendments to the constitution 
introduced. 


NAYLON WILL IS FILED 
Filed for probate in Buffalo, the will 
of Maurice L. Naylon, head of an insur- 
brokerage firm bearing his name 


ance 
at 36 Church Street, Buffalo, disposes 
of an estate nominally valued at more 


than $12,500. He died ‘August 14. The 
insurance business is left to two sons, 
Henry M. III, and Richard E. Naylon, 
both of whom were associated with their 
father. 


OHIO AGENTS MEET OCT. 22-24 
The 54th annual convention of the 
Ohio Association of Insurance Agents 


will be held in Cincinnati, October 22-23- 
24. Among the speakers will be J. Dewey 
Dorsett of New York, J. C. O’Connor of 
Cincinnati, J. F. Van Vechtin of Akron, 
and Thomas A. White of Boston. 


FORMS NEW S. C. AGENCY 
Southeastern Underwriters, Inc., of 
Columbia, S. C., has obtained a charter 

from the Secretary of State to deal in 
ill forms of insurance. Authorized capi- 
tal stock is $5,000. James C. Knight is 


president. 


BUFFALO AGENCY CHANGE 
A business name has been filed in the 
Erie County, N. Y., clerk’s office for the 


3ona Insurance Agency, 277 Delaware 
Avenue, Buffalo, N. Y., by Frank J. 
3ona. 


ELLIS HEADS DALLAS AGENTS 


Barrett and Hunt Elected Vice Presi- 
dents and Charles Eversole Secre- 
tary-Treasurer; Pierce on Board 





Porter Ellis, a partner in the insur- 
ance firm of Ellis, Smith & Co., has 
been elected president of the Dal'as 


(Tex.) Association of Insurance Agents. 
Mr. Ellis succeeds J. Frank Holt as 
head of the fire and casualty under- 
writers’ organization. 


Other new officers are A. E. W. Bar- 


rett and Carl Hunt, vice presidents; 
Charles Eversole, secretary-treasurer, 
and Max Scheid, executive secretary. 


Fred Pierce was named to the board, 
succeeding C. M. Patrick. 

Porter Ellis joined the firm of Ellis, 
Smith & Co. first in 1929, leaving in 
1934 to become associated with a New 
York company. He returned to Dallas 
in 1945 as chief underwriter for a third 
concern. A year later he rejoined Ellis, 
Smith & Co. as a partner. 


Excelsior Will Expand 


Operations to Indiana 

Forrest ‘H. Witmeyer, president, an- 
nounces that the Excelsior Insurance 
Company of New York is about to ex- 
pand its operations to Indiana. He has 
invited some 250 prospective Indiana 
agents to attend luncheon and dinner 
meetings to be held as follows: Thurs- 
day noon, September 13, Hotel Fowler, 
LaFayette, Ind.; Thursday evening, Sep- 
tember 13, Delaware ‘Country Club, 
Muncie, Ind.; Friday noon, September 
14, Hotel Keanan, Fort Wayne, Ind.; 
Friday evening, September 14, LaSalle 
Hotel, South Bend, Ind. 

Mr. Witmeyer, together with Assist- 
ant Secretary Donald P. Littlefield of 
the home office will attend these meet- 
ings. Special Agent Allen ‘C. Boggs, Jr. 
of South Bend, who assisted with the 
arrangements for these meetings will 
also be present. Mr. Boggs covers both 
Michigan and Indiana for the Excelsior. 





Seeks Return Commissions 
On Canceled Policies 


Insurance Commissioner John R. 
Maloney of California has filed a peti- 
tion in the Superior Court in San 
Francisco asking for an order to show 


cause, directed to Leonardine, Pardine 
& Truax, Stockton, Calif.; Earl J. Car- 
roll, San Francisco, and W. M. Moselle, 


Los Angeles, why they should not pay 


to the Commissioner, as liquidator of 
oy Rhode Island Insurance Co. in 
California, return commissions on poli- 


cies of the company that had _ been 
canceled at the request of the insured. 

It is understood this is an action 
judicially to determine the legal extent 
of the liquidator’s authority in collect- 
ing return commissions from producers. 





New Local Board Is 
Organized in Virginia 


The Montgomery-Radford Association 
of Insurance Agents was organized at a 
meeting held August 23 at the Hotel 
Governor Tyler, Radford, Va., which was 
attended by 18 persons associated with 
the stock company agencies of Mont- 
gomery County and Radford City. Also 
present were President Walter G. Ste- 
phenson and Manager William Day of 
the Virginia Association of Insurance 
Agents. 

Officers elected to 
formed organization, which becomes 
Virginia’s 15th local association, are: 
Edwin D. Pierce, Christiansburg, presi- 
dent; Leonard L. Brown, Blacksburg, 
vice president; William A. Caldwell, 
Radford, secretary-treasurer. 


head the newly- 


TO SPEAK IN CONNECTICUT 

Connecticut’s Secretary of the State, 
Alice K. Leopold will be the principal 
speaker at the women’s program of the 
annual convention of the Connecticut 
Association of Insurance Agents at 
Hotel Taft, September 25 and 26. She 
will discuss the woman’s role in politics. 
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Cormack on Bonds 


(Continued from Page 38) 


gradually liberalize these powers if the 
agents in the field were equipped with 
sufficient packaged information to en- 
able them to present orderly submis- 
sions? 


Clarification Is Needed 


“T have talked with many agents in 
the field about condensing the bond 
manual and the consensus is that clari- 
fication of procedure is urgently needed. 
This seems to be especially true of the 
younger folks who will without question 
be the better agents of the future if 
we can clear away some of the mystery 
with which so many are wont to asso- 
ciate the fidelity and surety business. 

“To the average agent the only bond 
that isn’t any good is the one he can't 
write. Unfortunately it isn’t only the 
bad bond that is declined. Many fail 
for lack of proper unveiling of their 
redeeming features. 

“It is easy when you know how—let 
us make it easier for the agents to find 
out how.” 





ALMA LAS 
WANT TO KNOW HOW— 


g One agent increased pre- 
miums 500% by putting 
“‘simple ideas to work’’? 


How he advertised himself 
and his business at trifling 
expense? 


How one folder brought in 
30 policies — how blotters 
sold insurance to schools 
and teachers? 


Ove 


Ove 


It’s not magic: a small 
town agent tells how these 
things were done, in the 
Summer Hartford Agent. Ask 
for a copy! 





HARTFORD FIRE 
INSURANCE COMPANY 


HARTFORD ACCIDENT AND 
INDEMNITY COMPANY 


Hartford 15, Connecticut 
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“In academic Bindes 
The artist’s fame shall last.’’ 


é ios 
of 


On the campus of Swarthmore College 
stands the house where Benjamin West was 
born in 1738. Now owned by the college, 
it commemorates the first American artist 
to achieve international renown. 

Despite the rigors of the Pennsylvania 
frontier where West spent his boyhood, his 
talent found expression. When only six 
years old he made a remarkably lifelike 
picture of his sister’s baby asleep in her 
cradle. From friendly Indians who saw his 
efforts he learned how to prepare red and yellow pig: | was Benjamin Franklin, assisted the young lady to es- 
ments and he made a paint brush by clipping hair from cape by means of a rope ladder and drove her to a ship 
the family cat and binding it to a quill. Before he. was out ~— which weighed anchor a few minutes later. On board 
of his teens he was earning money as a portrait painter. | was West’s father who escorted her to the bridegroom. 

At the age of twenty-two West went to Italy where West, one of the founders of the Royal Academy, 
as an artist from a supposedly savage country he became president after Joshua Reynolds’ death; he 
caused a sensation. Three years later he established — was appointed historical painter to King George III 
himself in London and never returned to America. and was offered knighthood but declined the honor. 

Before leaving this country eee In his painting “The Death of 
West had paid court to Eliza- y West's sleeping niece served as an early model Wolfe” he revolutionized art 
beth Shewell but her wealthy by depicting the characters in 
brother looked with disfavor costumes of the proper period 
on the struggling young artist. rather than in classical garb 
After West settled in London as had been customary. As 
he wrote Elizabeth asking her teacher and counselor of many 
to come over and marry him of his compatriots, including 
but the brother discovered the John Copley, Gilbert Stuart, 
letter and locked Elizabeth in Charles Willson Peale and John 
her room. However, three of Trumbull, he exerted great in- 
West’s friends, one of whom fluence on American art. 
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Crichten Bans Rise 
In Collision Rates 


TURNS DOWN YW. VA. FILING 








Commissioner Says to Permit Rate 
Changes Based on Judgment or 
Trend Factors Is Unwarranted 





Insurance Commissioner Robert A. 
Crichton of West Virginia, announces 
that he has disapproved a request for an 
increase in rates for collision coverages 
insurance for private passenger auto- 
mobiles in West Virginia as submitted 
by the National Automobile Underwrit- 
ers Association on behalf of its member 
and subscriber companies. The proposed 
changes on the rates would have in- 
creased the premiums approximately 6% 
as an average for all affected coverages. 

This proposed increase was based upon 
the nationwide inflationary trend that 
has affected automobile repair costs in 
most parts of the country. 

The proposed changes submitted by 
the National Automobile Underwriters 
Association followed by 60 days the 
recent changes proposed by the National 
Bureau of Casualty Underwriters in auto 
liability rates. This earlier filing was 
rejected by the West Virginia Insur- 
ance Department on the grounds that 
present and available experience indi- 
cated that liability carriers were operat- 
ing at rates less than the permissive 
or break over point. 

States Grounds for Stand 

In disapproving the National Auto- 
mobile Underwriters Association filing 
on the same grounds, Commissioner 
Crichton stated: 

“This Department recognizes as a 
well-known fact, that there has been a 
rapid rise in repair cost in this country, 
which costs are reflected in loss ratios 
and loss cost over the past year. This 
Department recognizes that a number of 
companies are finding themselves in dif- 
ficult positions because of the fact that 
such costs are reé aching them at a time 
when rates for such insurance was based 
upon more favorable experience. It is 
also recognized that in the past automo- 
bile rates have been predicated upon 
statistics which at best are not reason- 
able and without any consideration as to 
the present or prospective position in 
which the companies might find them- 
selves. Recognizing this position, this 
Department has in the past and will 
always consider that the use of trends 
as a factor in the adjustment of rates 
can and should be made under the terms 
of the casualty rate law in this state. 
Recognizing such a use of trends, it is 
also important to recognize and deter- 
mine the extent to which trends should 
be used as an adjustment factor in the 
rating of this type of insurance. 

“It is this Department’s position that 
the use of a forecast, such as a trend, 
can only be effective as a factor to make 
realistic a change in rates which has 
been indicated by past experience. This 
Department takes the position that it is 
important to start from a known factor, 
such as detailed experience statistics, 
before reverting to pure judgment in 
the nature of trend forecast. The usual 
casualty rate regulatory law contem- 
plates. the establishment of casualty 
rates based upon proven experience as 
furnished by the companies making a 
filing. 

“The law does not contemplate, for 
example, pure use of judgment of the 
underwriter as a basis of determining 
proper rates. It is therefore essential 
to establish that certain rate changes 
are indicated by proven past experi- 
ence before applying any forecast based 
upon trends. Trends alone should not 
be permitted to bring into effect a rate 
change unless the proven experience 
indicates that a rate change of some 
degree is warranted. To permit rate 
changes to be based alone upon judg- 
ment or the use of trend factors alone 
would be to relegate the use of experi- 
ence statistics to be unimportant, a posi- 
tion that was not contemplated under 
the casualty rate regulatory law. 

Loss Ratio Not Up to Permissive 
“Tn general terms, the experience for 
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pea sy TODAY’S 


Value Yardstick 


The illustration above shows the present 
under-insurance predicament of an actual 
family that bought a home in 194] for $9,950. 
In 1946 they sold it for $16,000. Its replace- 
ment cost today is reliably estimated at 
$24,000. Yet the insurance on this property 
today is only $12,000—half of what is 
needed. 


Many, many thousands of homes and business 
properties are inadequately insured today because 
of inflated replacement costs. Insurance experts 
point out that replacement costs generally have 
increased nearly 30% in the past 5 years, and 
doubled or more in the past 10 years. 


At the same time, many property owners have 
failed to review their policies and to keep their in- 
surance protection up to value. 


Under-insurance could mean a serious loss to 
them, and to you! Suggest a re-inventory now — all 
along the line — on both dwellings and contents. 
Write for advertising “helps.” 
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West Virginia does not show that the 
loss ratio has yet reached the permis- 
sive ratio of 50% and therefore, does 
not establish that a rate change is in 
order. Accepting the principle that rate 
changes should not be predicated upon 
trend factors alone, I cannot agree in 
the case of your filing that the rate 
changes as you propose are in order. | 
do not think it is fair nor could I agree 
in passing judgment that the policy- 
holders of West Virginia should be 
taxed for the unfavorable experience 
elsewhere. 

“For the specific reasons, therefore, 
that your filing data does not indicate 
that rates and premiums presently in 
effect for collision coverages for private 
passenger automobiles are inadequate, 
unreasonable or unfairly discriminatory, 
the rate and premium changes for such 
coverages proposed by your filing are 
disapproved. 

“When adequate West Virginia expe- 
rience becomes available and such expe- 
rience indicates loss ratios in excess of 
the permissive ratios, this Department 
will consider any changes you may care 
to submit. Without such statistics prop- 
er administration of the law will not 
permit the approval of rate changes.” 


Points Out Experience Statistics 


In discussing the actual experience 
figures, the Commissioner pointed out 
that experience statistics submitted re- 
veal that: 

The nationwide loss ratio for the year 
ended April 30, 1951, was 49.1%. 

The loss ratio for West Virginia for 
the vear ended March 31, 1951, for all 
private passenger auto collision cover- 
ages was 444%; the nationwide ratio 
was 47.7%. 

The loss ratio trend of West Virginia 
risks for private passenger auto $50 de- 
ductible coverage (the largest volume 
coverage) was downward in three years 
ended June 30, 1948, 1949 and 1950; 
1948—58.1%, 1949—54.7%, 1950-—50.0%. 

He stated that the permissive loss 
ratio used in the rate structure is 50.0%. 
The nationwide ratio for year ended 
April 30, 1951, was below the permissive 
and the West Virginia ratio of 44.4% 
for the year ended March 31, 1951, was 
below both the permissive and_nation- 
wide ratios. This does not indicate that 
a rate increase is in order, the Commis- 
sioner holds. 


CHARLES A. BROWN IS DEAD 





Fireman’s Fund Manager at Sacramento, 
Cal., Dies on Vacation; Was Author- 
ity on Growing Grain Insurance 

Funeral services for Charles A. Brown, 
veteran special agent for Fireman’s 
Fund and manager of the company’s 
Sacramento office, were held in the 
East Chapel in Sacramento September 5. 

Mr. Brown was stricken and died in 
his sleep while on vacation August 31 in 
Burns, Ore. He is survived by his wife, 
Margaret. 

A native of Hailey, Idaho, Mr. Brown 
served in the Signal Corps for two years 
during World War 'I. His insurance ca- 
reer began in Ogden, Utah, following 
his discharge from the Army. He joined 
the staff of Fireman’s Fund in 1926 as 
special agent in Sacramento Valley, and 
later took over supervision of produc- 
tion for fire lines in the Sacramento 
territory. 

He was promoted to manager of the 
Sacramento office in March, 1950, and 
served in that position until his death. 
This year, on completion of 25 years with 
Fireman’s Fund, Mr. Brown became a 
member of the Pioneers, quarter century 
service club of the company. He was 
recognized as an authority on growing 
grain insurance. 





REMILLARD NAMED PRESIDENT 

Paul Remillard has been elected pres- 
ident for 1951-52 of the Quebec City 
Insurance Brokers’ Association. First 
vice president is Aime Auger and sec- 
ond vice president Bruce N. Stewart. 
Secretary is J. M. Vaillancourt. On the 
board are A. A. Huot, Gustave Lavi- 
gueur, Alphonse Proteau, J. E. Paquet, 
J. M. Potras. 
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Propose More Freedom 
In Canadian Contracts 


TO APPLY TO FIRE POLICIES 





Committee Report Will Be Presented at 
Superintendents’ Meeting; New Group 
to Undertake Revision Job 





Fire insurance companies in Canada 
are studying recommendations which 
have been made aiming at a greater 
measure of freedom in all contracts. 
These recommendations have been pro- 
pounded by a committee appointed by 
the Association of Canadian Insurance 
Superintendents and will be presented 
to the 1951 annual meeting of the Su- 
perintendents by W. C. Butler, insurance 
executive and committee chairman. The 
committee was representative of the All 
Canada Insurance Federation, Canadian 
Inland Underwriters Conference, Cana- 
dian Underwriters’ Association, Inde- 
pendent Automobile Insurance Confer- 
ence, Independent Fire Insurance Con- 
ference and the Dominion Board of In- 
surance Underwriters. 

The committee points out that the 
recommendations it will make to the Su- 
nerintendents involve only the peril of 
fire in any contract insuring against 
direct loss of or damage to property 
from such peril. No thought has been 
siven towards changes affecting automo- 
hile or marine insurance. While mem- 
ber companies of the committee are op- 
posed to the abolition of complete con- 
trols, it is their admission that a number 
of regulations in fire insurance con- 
tracts are not in the best interests of 
the insured or insurer. 

Statutory Conditions Continue 

Some of the highlights of the commit- 
tee’s recommendations include the fol- 
lowing: There should continue to be 
statutory conditions relatine to exclusion 
from cover of propertv not owned by the 
insured; change material to the risk: 
termination of contract; dutv of insured 
after loss to protect pronertv; risht of 
access bv insurer after loss; notice of 
loss: waiver of conditions and method 
of giving notice to parties. 

Tt is also recommended that the fol- 
lowing statutory conditions should be 
made part of the substantive law or 
part of the insurance act rather than a 
prescribed policy condition: fraud and 
misrepresentation: form of contract: 
mortgages and other nayees: control of 
salvage: who mav make nroof of loss: 
forms of proof of loss; fraud in proof 
of loss; arbitration or appraisal; when 
loss pavable: replacement option; limi- 
tation of action; subrogation. 

It is current belief that Mr. Rutler 
and his committee will be dishanded as a 
sroup at the Sunerintendents’ 1951 con- 
ference; and will be succeeded by an- 
other committee which will take over 
the contract revision iob from here on 
in. On this new committee will be repre- 
sentatives of the Canadian Manufactur- 
ers Association, the boards of trade. in- 
dustry, insurance agents and adiusters. 
Their report, in turn, will be nresented 
to the 1952 conference of the law revi- 
sion committee of the Superintendents’ 
association. 


N. D. HAIL CLAIMS HEAVY 

Insurance Commissioner A. JT. Jensen 
of North Dakota has asked the State 
Industrial Commission for permission to 
make a $600.000 loan to nav off hail loss 
claims without dinning into the hail fund 
reserves. He told the commission there 
is only about $23,000 in the cash fund, 
that hail insurance premium pavments 
will not begin coming in until Septem- 
ber 20 and no large amounts are ex- 
pected before the middle of October. 


HUMPHRIES RESIGNS IN N. C. 

Wofford F. Humphries, Chief Deputy 
Commissioner of Insurance of North 
Carolina, has resigned, effective Octo- 
ber 1, it is announced by State Insur- 
ance ‘Commissioner Waldo C. Cheek. It 
is understood that Mr. Humphries plans 
to enter private business. He has served 
as chief deputy since September, 1942. 


TO RENEW MINN. CAMPAIGN 





Public Relations Committee Sponsored 
by Agents and Fieldmen Organizes; 
Schwilk Is Director 

The Minnesota public relations com- 
mittee sponsored jointly by agents and 
fieldmen has organized for the 1951-52 
year with Erwin E. Schwilk, state agent, 
America Fore, as director and A. L. 
Phillips, state agent, National Union, 
assistant director. 

Other members are Richard P. North, 
Phoenix of Connecticut, speakers; Wal- 
ter E. Nordell, state agent, New York 


BRADLEY NAMED IN CANADA 

Milton E. Bradley has been appointed 
superintendent of the inland marine 
department of the Great American 
Group at the head Canadian office in 
Toronto. He was formerly with the 
Insurance ‘Co. of North America. 





Underwriters, films; H. W. Houd, state 
agent, Loyalty Group, radio - press; 
Claude D. Casey, state agent, London & 
Lancashire, fire prevention; Edward F. 
Holloran, Hartford adjuster, legislation; 
William F. Johnson, local agents, and 
Walter W. Ayrault, state agent, North 
3ritish & Mercantile, scholarship. 


Bié Bill 
(Continued from Page 19) 


is essential to the safety of all con- 
cerned.” 

The rush of pedestrians in violation 
of light signals has been to catch buses. 
Motion pictures taken during the rush 
hours showed hundreds of pedestrians 
darting across Second Avenue from mid- 
block in both sides of the thoroughfare, 
showing many narrow escapes from dis- 
asters averted principally by skill of the 
drivers. At present time only way to 
beat the lights is to jump over the fence. 
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As United States Manager, it is with a great deal of pride that we take this 
opportunity to congratulate The Western Assurance Company on the com- 
pletion of its first one hundred years of faithful service. During that time, it 
has become honorably known and respected around the world. 


The Company now enters its second century of service, and today its im- 
pregnable financial condition and reputation for prompt and equitable settle- 
ment of claims permit it to anticipate with confidence the ever-increasing 
support of the public and its agency organization. 


To the thousands of agents who have represented this Company for many 
years, we are proud to offer our sincerest thanks for their cooperation and 
support and their contribution to the attainment of the good name and repu- 
tation which The Western Assurance Company enjoys in insurance circles. 
The friendly relationship existing between the Company and its agents assures 
continued success, and we seek opportunities of increasing our usefulness 
through the extension of our happy agency family. 





This new Head Office building nearing completion is an appropriate 
symbol of the growth of this Company in one hundred years. 
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RULE OF 
THUMB 


* 


Carpenters and_ tailors 
started it — using their 
thumbs as a rough mea- 
sure for an inch. Today a 
rule of thumb is any handy 
guide for approximate 
measure where speed is 
more important than ac- 


curacy. 


As an agent you are keen- 
ly aware that in insurance 
there can be no rule of 
thumb. Speed can neither 
be substituted nor sacri- 
ficed for accuracy. That's 
why thousands of agents 
and brokers rely on Han- 
over and Fulton for fast 
service, intelligent cooper- 
ation, and experienced 
advice. We're proud of 
our reputation for doing it 


fast and getting it right. 


* 


THE HANOVER 
FIRE INSURANCE CO. 


OF NEW YORK 


Organized 1852 


THE FULTON 
FIRE INSURANCE CO. 


NEW YORK 


* 








HOME OFFICE 





111 JOHN ST., NEW YORK 38, N. Y. 






WESTERN DEPT. 






INSURANCE EXCHANGE BUILDING 






CHICAGO 4, ILL. 






PACIFIC COAST DEPT. 
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Business Interruption 
Treated by Whitford 


WRITES CRITIQUE FOR CPCU 





Says Less Than 3% of All Fire Pre- 
miums Paid to National Board Mem- 
bers Were on Time Element Risks 





Following is digest of a paper on “A 
& ritique of Business Interruption Insur- 
ance,” by George V. Whitford, CPCU, 
Philadelphia, secretary of the Fire Asso- 
ciation of Philadelphia, bresented Septem- 
ber 6, at a seminar session of the eighth 
annual meeting and seminar of the Society 
of Chartered Property & Casualty Under- 
writers. 

In order to evaluate business interrup- 
tion insurance, we must ask ourselves 
several questions: Have the underwrit- 
ers developed the kind of insurance that 
fulfills the needs of the buyer? Are the 
producers getting business interruption 
coverage across to the insuring public ? 
Can we honestly present business inter- 
ruption insurance as a practical necessity 
to the business owner? Do our salesmen 
understand enough its value and_ po- 
tentiality to sell it? 

The great majority of business enter- 
prises have a considerable exposure from 
loss of earnings. For this reason, it is 
particularly disturbing to review national 
fire insurance statistics. In 1949, over 
$1,000.000,000 in fire premiums were re- 
ported by member companies of the Na- 
tional Board of Fire Underwriters. Tn 
that same year, premiums of onlv $30.- 
000,000 were reported on time element 
contracts of all kinds—business interrup- 
tion, rental value. leasehold interest, and 
extra expense. The embarrassing and 
shocking fact is that less than 3% of all 
fire premiums paid to National Board 
members were spent to protect time ele- 
ment risks. Even if we discount these 
statistics to recognize premiums on the 
habitational classes, we have still made 
a poor showing. 

More Dollars on Plate Glass 

It is surprising to note that while the 
business interruption exposure in the 
average retail or manufacturing risk is 
certainly at least $5,000, more dollars are 
spent each year by American business- 
men to protect average plate glass ex- 
posures estimated at $200. This state of 
affairs is similar to an individual busi- 
ness man insuring his parcel post ship- 
ments, and ignoring his public liability 
hazard. 

There are many in our business who 
feel that business interruption can never 
be widely sold until fundamental changes 
are made in the form. One suggestion 
has been made that business interrup- 
tion be provided for as an optional item 
in the mercantile stock form on the 
theory that if printed conditions appear 
in the form, the producer will have to 
explain the coverage to his customer. 
While there is some merit in this sue- 
gestion the chances are that he will be 
more confused than ever when he sees 
the long form necessary to incorporate 
both coverages. Some jurisdictions have 
permitted specified time forms which 
provide protection for as little as three 
months by use of a 25% contribution 
clause. There are many losses on record 
which indicate that there has been over 
optimism about the speed with which 
operations can be resumed. In other rat- 
ing jurisdictions, selection can be made 
of particular fixed expenses to be in- 
sured. If these contracts were meant to 
provide saleable coverage, simple in 
structure, and free of ambiguity, they 
have failed miserably. 

Fails to Reach Mass Market 

The plain fact remains that business 
interruption is not reaching the mass 
market. While it is easy to place the 
blame on the forms and rules, there is 
overwhelming evidence that the real 
cause is human failure—failure to study 
the coverage—failure to study the indi- 
vidual problems of the buyer— and most 
important, failure to appreciate the im- 
portance of the coverage to everyone in 
business. 

The man hours of study and consid- 


CPCU Society Elects New Officers at Chicago 





Pictured above, left to right, are the new officers and retiring president of the 
Society of Chartered Property & Casualty Underwriters: Arthur B. Guest, Phila- 
delphia, reelected secretary-treasurer; Hal A. Gulledge, Dallas, Tex., retiring presi- 
dent; E. Adrian Teaf, Philadelphia, president; Robert McWilliams, Los Angeles, 
vice president. The new officers*were elected at the eighth annual meeting and 
seminar of the society at Chicago, September 7 





Insurance Provisions in 


Japanese Peace Treatv 

In the peace treaty with Japan signed 
by all members of the United Nations 
except the Soviet countries are two pro- 
visions in the protocol regulating insur- 
ance and belligerent action. They fol- 
low: 

“(1) Contracts of insurance or reinsur- 
ance (including cessions under Treaties 
of Reinsurance) shall be deemed not to 
cover losses or claims caused by bellig- 
erent action by either Power of which 
any of the parties was a national or by 
the Allies or associates of such Power. 
(2) Where an insurance has been trans- 
ferred during the war from the original 
to another insurer, or has been wholly 
reinsured, the transfer of reinsurance 
shall, whether effected voluntarily or by 
administrative or legislative action, he 
recognized and the liability of the 
original insurer shall be deemed to have 
ceased as from the date of the transfer 
or reinsurance.” 





Insurance Executives Are 


Invited on Luncheon Cruise 


The presidents or United States man- 
agers of 20 fire and life insurance com- 
panies in the metropolitan New York 
area which have been in business for at 
least 100 years are being invited to at- 
tend a luncheon cruise around Manhat- 
tan Island September 18, aboard the 
commodious flagship Dalzellaird of the 
Dalzell Towing Co. to commemorate the 
100th birthday of the oldest towing con- 
cern in the Port of New York. Others 
on the cruise will include top officials 





eration spent on business interruption 
coverage has resulted in making the 
forms particularly sensitive to the 
changing requirements of the buyer, and 
in all honesty, we must conclude that 
since business interruption is not widely 
distributed, it is because we have been 
inept in explaining the protection to 
those that need it. There seems to be 
no easy way to mass produce this cov- 
erage, and time and effort is required 
in studying individual problems. Care- 
less or high pressure salesmanship won’t 
work. The need for the protection is 
self-evident. It is up to us to justify 
the trust and responsibility that is placed 
in us by clients. 


of about 70 companies in the financial, 
newspaper, shipping and railroad indus- 
tries which are over 100 years old. 
The 20 insurance companies are the 
American, Atlantic Mutual, Atlas Assur- 
ance, Board of Underwriters of N. Y., 
Commercial Union Assurance, Eagle 
Fire, Halifax, Liverpool & London & 
Globe, Manhattan Life, Mutual Life, 
New York Life, Niagara Fire, North 
3ritish & Mercantile, Northern Assur- 
ance, Pacific Fire, Phoenix Assurance, 
Royal Exchange Assurance, Sun Insur- 
ance Office, United States Fire and 
United States Life. 


Buys Prudential Fire 
(Continued from Page 20) 


ciation of Casualty & Surety Agents and 
the National Association of Insurance 
Agents. Morton T. Jones, president, 
was recently in the public eye as spokes- 
man for Kansas City business interests 
to explain to the nation that local in- 
dustry had not been wiped out by the 
disastrous July floods. 

Other prominent directors of the com- 
pany are W. T. Grant, president, Busi- 
ness Men’s Assurance Co.; R. Crosby 
Kemper, president, City National Bank 
& Trust Co. of Kansas City; James 
Ketner, chairman, Plaza Bank of Com- 
merce, Kansas City; Lewis Kitchen, 
Kansas City realtor; J. S. Lerner, presi- 
dent: of jf. 3S. Lerner’s Vogue Shops; 
David ‘Neiswanger, ‘Sg chp Neis- 
wanger, Inc. of Topeka, Kan.; J. W. 
Perry, industrialist of Kansas city, and 
Kenneth A. Spencer, president, Spencer 
Chemical Co. Directors affiliated with 
R. B. Jones & Sons Inc. include Moul- 
ton Green, R. Bryson Jones, W. S. 
Mann, John W. Starr, J. R. Sydnor, 
and L. E. Wilkins, executive vice presi- 
dent of the fire company. 

Mr. Braniff, who has on five different 
occasions served as president of Na- 
og 2 Association of Casualty & Sure- 

Agents, is still a director and member 
of the executive committee of that 
organization. In addition to his position 
as chief executive of Braniff Interna- 
tional Airways, he is national co-chair- 
man of the National Conference of 
Christians and Jews, one of the found- 
ers of World Brotherhood in Europe 
and a director of the American Cancer 
Society. 
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CLARENCE A. TILLOTSON DIES 





London & Lancashire Assistant Secretary 
and Agency Sup’t Was Chairman of 
New York Ex-Fieldmen’s Society 
Clarence Albert Tillotson, assistant 
secretary and agency superintendent of 
the London & Lancashire Group, died 
September 6 at a Hartford hospital. He 
was a member of the London & Lanca- 
shire 25 Year Club and was taken ill 
on the day which would have marked his 

45th anniversary. 

Mr. Tillotson was born November 14, 
1889, at West Hartford and was edu- 
cated at West Hartford schools. He 
joined the London & Lancashire at the 
home office in August, 1906. In 1919 he 
was appointed special agent for Mary- 
land, West Virginia and the District ot 
Columbia and in 1920 was transferred to 

eastern New York. In 1929 he was 
‘taced in supervision of Massachusetts 
and Rhode Island, with Boston head- 
quarters. He was promoted to his offi- 
cial duties at the home office in 1937. 

In his youth, Mr. Tillotson was promi- 
nent in athletics and was an outstanding 
semi-professional basketball and football 
player. 

Long active in the New York Ex- 
Fieldmen’s Society, Mr. Tillotson was 
elected its chairman at its annual meet- 
ing in May of this year. He had served 


CLARENC 


for severa] tern 
urer. 
Mr. Tillotson 


Head Club. 


E A. TILLOTSON 


1S 


was president of 





as its secretary-treas- 


the 
Hartford Casting Club and of the Owl’s 


Marine Office Appoints 
Robinson Ass’t Manager 


The Marine Office of America an- 
nounces the appointment of John N. 
Robinson as assistant manager, effective 
September 1. 

Mr. Robinson joined the organization 
in 1936 and after a short period became 
associated with the Hull Department. 
With the exception of his absence in 
war service, he has been in that depart- 
ment since that time and is presently 
supervising underwriting of hull busi- 
ness. He will continue to function in 
this same capacity in his new position. 


Booklet Tells Role of 


Independent Producers 
A new booklet, “When You Buy In- 
surance—Play the Percentages,” describ- 
ing the role of the independent agent 
and broker in the insurance business has 
been published by the Atlantic Compa- 
nies (Atlantic Mutual and Centennial). 
The booklet is designed to tell the 
public the story of the independent in- 
surance producer and how the insurance 
buyer benefits from using him as inter- 
mediary in the purchase and servicing of 
an insurance program. Agents and 
brokers may receive copies, without 
charge, by writing the Atlantic Compa- 
nies, 49 Wall Street, New York 5 


Hall and Elliott Honored 
Upon GAB Anniversaries 


George W. Hall and Emerson W. 
Elliott were honored by their associates 
on the occasion of their 25th anniver- 
saries with General Adjustment Bureau, 
Inc., this week. 

Mr. Hall, who is branch manager at 
the Jamaica, N. Y., office, was guest 
of honor at a dinner on September Ri; 
marking this anniversary. Mr. Hall joined 
the bureau on August 23, 1926, and was 
appointed manager and in 1949 he was 
designated general adjuster in addition 
to his duties as branch manager. 

Mr. Elliott was honored at an anni- 
versary dinner on September 13 in 
Springfield. His first assignment upon 
joining the bureau in 1926 was to the 
Providence, R. L, branch office. The 
following year he was transferred to 
White Plains, N. Y. Later transferred 
to the Huntington, W. Va., and Boston 
branches, he was appointed manager of 
the Worcester, Mass., office in 1938. 
Four years later he was appointed 
branch manager at Springfield. 


BROOKLYN BROKERS’ OUTING 

The Brooklyn Insurance Brokers As- 
sociation, Inc., will hold its annual golf 
outing at Sewane Club, Hewlett, Long 
Island, on Tuesday, September 25. 
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The California Insurance Co. 
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TEAMWORK 


Is the above iitceiton suggestive perhaps of a lop-sided 
share-the-load situation that sometimes occurs in your Agency- 
Company relations? Obviously, full co-operation is needed 
from both members of the team if a workable combination 


The Commercial Union-Ocean Group of Fire and Casualty 
Companies is an Agency organization. We know from long 
experience that to serve the insuring public well and success- 
fully our producers must be served well by us. 


That’s why, from the top executives through our complete 
staff we bend every effort to serve our producers helpfully 
and constructively. Enduring associations with many agents 
and brokers attest that we “lift our weight” in the Agency- 


Commercial Union Assurance Company Limited 
The Ocean Accident and Guarantee Corporation, Limited 
American Central Insurance Co. ¢ Union Assurance Society Ltd. 
Columbia Casualty Co. © The British General Insurance Co. Ltd. 
e The Palatine Insurance Co. Ltd. 
The Commercial Union Fire Insurance Co. of N. Y. 
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MONEY MAKES 
THE MARE GO... 





A ~ 


One of the greatest causes 
of embezzlement is the lure of “easy money” 
at race tracks. Not over 10% of businesses 
carry fidelity bonds to protect them against 
such losses. Yet the need for this protection 
is great when you consider that millions of 
dollars are lost annually by uninsured con- 
cerns due to “light-fingered” actions of their 


HERE 1S A LUCRATIVE FIELD... 
WHY NOT CULTIVATE iT? 





AND THE MARES 
LIKEWISE MAKE 
MONEY GO. 












THE UNION MARINE & GENERAL INSURANCE CO., Lid. 





55 FIFTH AVENUE-NEW YORK 








PHEENIX ASSURANCE CO., Lid. ‘ 
IMPERIAL ASSURANCE COMPANY 
COLUMBIA INSURANCE COMPANY 
UNITED FIREMEN'’S INSURANCE CO. 


LONDON GUARANTEE & ACCIDENT CO., Lid. 
PHEENIX INDEMNITY COMPANY 
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LABOR CONTROLS STOCK CO. 
Insurance Co. of Texas Aims to File 
Fire Rate re Control Gained 
by A. F. of L. Members 

Acquisition of controlli ing stock of the 
Insurance Co. of Texas by local unions 
and individual members of the Texas 
State Federation of Labor (A.F. of L.) 
was assured over the Labor Day week- 
end when subscriptions in hand exceed- 
ed 51% of the outstanding stock, accord- 
ing to William J. Harris of Dallas, fed- 
eration president. 

The action climaxed a stock selling 
campaign under an agreement of labor 
leaders with Ben Jack Cage & Associ- 
ates, owners of the multiple line car 
rier, who worked out a proposal by 
which organized labor would be given 
an option to purchase up to two-thirds 
of the company’s stock. The exact 
amount of stock subscribed was not 
announced, but it is known to be well 
over the $200,000 mark. 

Under terms of the agreement, the 
Insurance Co. of Texas will be managed 
by Mr. Cage and his associates. It will 
operate on a toss writing basis, main 

ining its present home office in Dallas 
and a branch office in the Jack Cage & 
Co. agency in Houston, with other 
branches to be established later. 

As soon as possible the company will 
file a reduced rate = 15% on fire insur- 
ance under that charged by standard 

ympanies. On other types of insurance, 
in accordance with state laws, reductions 
are to be in the form of dividends or 

it-sharing at the end of the policy 


Prof. Stalnaker Studying 
At Home’s Office in N. Y. 


The Home Insurance Co., New York, 
announces that Carroll C. Stalnaker, pro 
fessor of insurance at Alabama Poly 
technic Institute ( Auburn, Ala.) is 
spending four weeks at the company’s 
main office under the summer fellow- 
ship program of the American Associa- 
tion of University Teachers of Insur 
ance. 

Under the program 24 university 
teachers of insurance study and observe 
for periods of four to six weeks in the 
main offices of 14 life insurance com- 
panies and nine fire, casualty and surety 
companies. The study fellowships, under 
which a wide variety of insurance opera- 
tions are explored, are designed to en- 
large the knowledge of the teachers. 


Lingle State Agent of 


American Plan Corp. 
The American Plan Corporation an- 
nounces appointment of James R. Lingle 
as state agent for North Carolina. A 
native of North Carolina, he is a resident 
of Monroe. He attended the University 
of Nor rth Carolina. 
T American Plan gi | 
plan of automobile physical 
ize insur ance, cre dit life and credit 
accident and health insurance, it signi- 
fies an opp yrtunity to serve more effi- 
ciently requirements of North Carolina 
banks, financial institutions, automobile 
dealers and insurance agents. 





Hedlund Illinois Special 
For National of Hartford 


Robert Hedlund has been appointed 
special agent in Illinois for the National 
of Hartford Group. Mr. Hedlund, a 


native of Illinois, served with the U. S. 
Army aa saw active duty in the 
Pacific Theater. Upon receiving his 


honorable discharge in 1946, he began 
his insurance career with another insur 
ance company. He joined the National 
of Hartford Group in 1949. 

Mr. Hedlund will travel the central 
Illinois field, and will be associated 
with State Agent Parker and Special 
Agent Kern, with headquarters in the 
National of Hartford Group’s office at 
175 W. Jackson Blvd., Chicago. 














INTERNATIONAL 
ONE-TWO PUNCH... 


Couteoted by AFIA' 





UCKLESS NIGHT for an Ameri- 
L ean firm! A fire guts its 
Bordeaux plant—then an ex- 
plosion rocks its business in La 
Paz... In a few hours, a pair 
of triphammer blows bring 
heavy loss of property, machin- 
ery, and goods. Liability claims 
are in the offing too. 


Lucky day for this same 
American firm—the day it ob- 
tained its foreign protection 
through American Foreign In- 
surance Association! For despite 
involvement of great distances, 
foreign tongues, different cur- 
rencies, foreign laws—both losses 
are quickly investigated and 





CHICAGO OFFICE...1 Exch Bui 





settled. Solvency is preserved! 


You can gain that same skilled 
protection for business concerns 
in your community through 
AFIA as easily as you handle a 
domestic risk. AFIA’s experience 
provides protection that “fits” 
precisely—no gaps, no overlaps 
—protection that accords fully 
with the laws of countries where 
your assured’s interests lie. 


In leading business publica- 
tions AFIA is currently telling 
American business about these 
advantages. Why not let the 
firms near you know that you 
ean handle their foreign insur- 
ance needs—through AFIA? 


AMERICAN FOREIGN 
INSURANCE ASSOCIATION 


161 William Street e« New York 38. New York 


175 West Jackson Blvd., Chicago 4, Illinois 





1) 


i) 


SAN FRANCISCO OFFICE... Mills Building, 220 Bush Street, San Francisco 4, California 


SERVING 


THE WORLD-WIDE OPERATIONS OF 


ITS MEMBER COMPANIES, AND THEIR ASSUREDS 














C. P. Harvey’s New Post 


Artemas C. Leslie, Pennsylvania In- 
surance Commissioner, announced that 
Cecil P. Harvey, policy analyzer with 
the Department since 1945, has been 
appointed hearing officer, a new position 
in the Insurance Department. He will 
continue to maintain his office in the 
City Centre Building, Philadelphia. 

With this appointment the Depart- 
ment expects to be able to administer 
the insurance laws of the Common- 
wealth more effectively and thus render 
more adequate service to the insuring 
public and the industry. 

Mr. Harvey is a graduate of Prince- 
ton University, class of 1920, and has 
been a member of the Philadelphia Bar 
since 1924. He is a veteran of World 
War I, a member of the American 
Legion, Veterans of Foreign Wars and 
other fraternal organizations. He is ac- 
tive in community affairs in Gladwyne, 
where he resides, and Lower Merion 
Township. 


Best’s Recommended 


Insurance Attorneys 


The twenty-third annual edition of 
Best’s Recommended Insurance Attor- 
neys with Digest of Insurance Laws has 
been released from the presses and is 
now ready for distribution. Best’s Rec- 
ommended Insurance Attorneys holds a 
certificate of compliance from the stand- 
ing committee on Jaw lists of the Amer- 
ican Bar Association and — the 
names of attorneys particularly qualified 
to handle insurance claim work, includ- 
ing investigation, adjusting and trials. 

The book contains an exhaustive and 
concise digest of the insurance laws of 
each state and of the Canadian prov- 
inces. This reference book costs $5, 
and can be ordered from the New York 
home office of the Alfred M. Best Com- 
pany, or from any of their branch offices 
in Atlanta, 3oston, Chattanooga, Chi- 
cago, Cincinnati, Dallas or Los Angeles. 


Ontario Fire Premiums in 
1950 Were $48,088,382 


Ontario Insurance Superintendent Roy 
B. Whitehead, in his 1950 annual report, 
reveals that last year fire insurance pre- 
miums written in the Canadian province 
totaled $48,088,382 compared with $42,- 
745,978 in the previous year, while net 
premiums earned amounted to $42,619,135 
against 1949’s $38,522,037. Net losses in- 
curred last year amounted to $22,363,- 
636, up from $19,345,576 in 1949 and the 
loss ratio increased to 52.5% from 50.2% 

The loss ratio for joint stock compa- 
nies was 51.7% on net premiums earned 
of $32,555,170 and losses of $16,836,655. 
In the previous year the ratio was 
49.7% 

Since Canada’s total for fire insurance 
premiums written in 1950 was $126,500,- 
000, Ontario accounted for 38% of the 
business, and 35% of the losses. 


George D. Bunting Dies 

George D. Bunting, assistant manager 
of the Washington, D. C., branch office 
of General Adjustment Bureau, Inc., died 
September 1, at his home, in Washing- 
ton; DC. 

Mr. Bunting was born in Temperance- 
ville, Va., and lived on the Eastern Shore 
until he joined the bureau in 1926. At 
that time he was assigned to the Wash- 
ington branch as an adjuster. He had 
a wide experience in the adjustment of 
all types of losses and in 1950 was ap- 
pointed assistant manager of the Wash- 
ington office. He is survived by his wife 
and three children. 


OHIO FIELDMEN TO MEET 

The executive committee of the Ohio 
Fire Underwriters Association and the 
Fire Prevention Association of Ohio will 
meet in Cincinnati on the afternoon of 
September 17. The field club will meet 
on the morning of the 18th and that 
afternoon the Blue Goose will have an 
outing across the river from  Cincin- 
nati. 
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Revised Auto Loss Payable Clause 
Aids Banks Financing Automobiles 


is effective as to the interest of the 
bank. 


The loss payable clause is designed 


\ revised loss payable clause for at- 
tachment to automobile policies, which 
will benefit thousands of banks making 
auto loans, has recently been adopted 
by the National Automobile Underwrit- 
ers Association after conferences with 
the insurance and protective committee 
of the American Bankers Association, 
according to Harry F. Harrington, chair- 
man of the A.B.A.’s committee, and vice 
president of the Boatmen’s National 
Bank, St. Louis. 

The new clause has been approved by 
the insurance supervisory authorities in 
45 states, the District of Columbia, 
Alaska, Hawaii and Puerto Rico. The 
automobile coverages affected are com- 
prehensive (including fire and theft) and 
collision. 

Help to Smaller Banks 

In the past many large banks making 
automobile loans were able to secure 
insurance protection through special 
loss payable provisions because of their 
large volume of business. Smaller banks 
experienced some difficulties in obtaining 
loss payable clauses which would give 
them proper protection. 

The insurance and protective commit- 
tee proposed in 1949 to the National 
Automobile Underwriters Association 
that its 1941 loss payable clause be 
changed so as to name only the lending 
bank as a loss payee to the extent of 
its interest. This objective has now been 
obtained in the new loss payable clause, 
and it permits a lending bank to request 
direct settlement to the extent of the 
bank’s interest in the insured automobile 
when the insured borrower has disap- 
peared, died, or disagreed as to the dis- 
position of a loss payment. Another 
revision also authorizes the lienholder 
to render proof of loss within 60 days 
in case the insured owner of an encum- 
bered automobile fails to do so within 
the time specified in the insurance policy. 

In the clause the bank is also pro- 
tected in the following respects: 

The insurance as to the interest of 
the bank shall not be invalidated by any 
act or neglect of the mortgagor or owner 
nor by any change in the title or owner- 
ship of the property (except that con- 
version, embezzlement, or secretion by 
the mortgagor is not covered unless spe- 
cifically insured for an additional pre- 
mium). 

2. In the event of cancellation as pro- 
vided by the terms of the policy, the 
company must give the bank at least 
ten days’ notice before such cancellation 





ATLANTIC COS. IN MONTANA 
The Atlantic Mutual Insurance Co. 
and the Centennial are entered in Mon- 
tana, it was announced by J. A. Bo- 
gardus, chairman of the board of the 
Atlantic Companies. Montana will be 
under the jurisdiction of the Pacific 
division of the Atlantic Companies. 


AUTO CLAIMS ASS’N MEETS 

The Automobile Claims Association 
held its first meeting of the fall season 
yesterday at Miller’s Restaurant in New 
York City. Edward D. Meserole, presi- 
dent, presided and the members dis- 
cussed plans for the year and also some 
current loss problems. 


INLAND CLAIMS MEETING 

The Inland Marine Claims Association 
met Tuesday evening at Angelo’s Res- 
taurant in New York City. James A. 
Cooper of the Fireman’s Fund, who is 
President, presided. 


for attachment to automobile policies 
written on an individual basis for in- 
sured borrowers. In cases where banks 
have blanket or master policies under 
which they issue certificates providing 
physical damage insurance to insured 
borrowers, it is suggested that these 
banks examine their blanket policies to 
make certain that the bank has protec- 
tion equal to that provided by the new 
loss payable clause. This is important 
with respect to loss payments to the 
extent of their unpaid loans and the 
right of the bank to file proofs of loss 
when insured borrowers fail to do so, 
Mr. Harrington points out. 
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J. B. S. Johnson on Boards 
Of Atlantic Companies 


J. B. S. Johnson, chairman of the : 
board of Otis, McAllister & Co., has ™ore dominant. We don’t need to mini- 
been elected a trustee of the Atlantic mize the role of the pees one iota, 
Mutual Insurance Co. and a director of | but putting premiums on the books alone 
the Centennial Insurance Co. does not spell success. Profits come 

Mr. Johnson was born in Kansas City, {rom selection of risks and use of good 
Mo. He attended the University of Cali- judgment. To be able to draw correct 
fornia, where he was graduated in 1916 Conclusions from a set of figures is an 
and elected a member of Phi Beta act of rare good judgment. Influenced 
Kappa. He joined Otis, McAllister & by a wide knowledge of economic and 
Co., exporters and coffee importers in human relationships, the underwriter be- 
San Francisco in 1916 and has been Comes a key mind in our struggle to 
associated with that company ever since. ward an underwriting profit,” Mr. North 

Otis, McAllister & Co. is one of the declared. 
largest importers of green coffee in the “T have another reason for urging. a 
United States. Founded in San Fran wider acceptance of this effort. The pro 
cisco in 1892, it has offices in New York, ducer is under competitive pressure and 
Chicago, New Orleans and Los Angeles will, therefore, naturally seek whatever 

legitimate means will consummate his 


North Praises €PCU 


(Continued from Page 20) 
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SANITY IN 
THE JURY 









That is the message every agent must 
convey to the public if insurance rates 
are to come down. Let Jane and John 
Doe realize that they made the bad 
record—only they can improve it. 


objectives successfully. The underwriter 
is apt to feel somewhat more relaxed in 
an atmosphere of comparative protection 
and security. For that very reason, he 
is an ideal person to do some research 
for his company and for the industry 
Our business needs more “laboratory” 
experiment and less exploitation of un- 


SAFETY ON tried schemes on the public or policy- 
holder. A careful study of even one 
THE HIGHWAY 


subject by an underwriting mind, unhur- 
ried by pressure, to make a sale or per- 
form a competitive service can accom- 
plish a contributing service through the 
medium of the CPCU Society or the 
publication of a treatise, a paper, or 
other means of recording the research 
thus executed. 
Meeting Changed Conditions 

“Company executives flit from one 
committee meeting to another with a 
passing rustle of the papers on their 
desks, making decisions on matters 
which cry, ‘Stop, Look, and Listen.’ 
They have neither time for the necessary 
research nor patience to accomplish it. 
Many of our recent attempts to adapt 
our business to changing conditions have 
resulted in poorly thought-out coverages, 
unsound approach to rate and form fil- 
ings, and inadequate facts upon which to 
base important decisions. 

“I have cited one small incident which 
might even be corrected before it is too 
late, but there are others such as in- 
stallment premium payment plans, trial 
balloon catastrophe deductibles, poorly 
conceived comprehensive or all-risk poli- 
cies now being sold the public on forms 
and at rates which leave much to be de- 
sired. Underwriters have not exerted as 
much influence on these developments as 
should have been the case, in my 
opinion. 

“We now need research of a thorough- 
going type to discover the effect of some 
of these plans. For instance, we need 
more study of the term rule and term 
credits; the effect on reserves of in- 
stallment payment plans. A comprehen- 
sive study of reserves themeetren is in 
order, I think, because of the growing 
importance of the expense factor for 
which no recognition is given in un- 
earned premium reserve. I could add the 
inconsistency of deposit requirements ot 


at the several states and Canada. 
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have perhaps outlived their usefulness 
and cannot be compared as protection 








to thorough insurance department exam- 
inations.” 
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Randall Says Insurance 
Needs More Advertising 


TO RID MISUNDERSTANDING 


Travelers President Tells Claim Men 
That Challenge of Socialization Must 
Be Courageously Met 


Spring Lake, N. J., Sept. 10—In an 
outstanding address titled “Some Lay 
Bricks, While Others Build Cathedrals,” 
Jesse W. Randall, president of the 
Travelers Companies, told the Interna- 
tional Claim Association today in an- 
nual session here that nothing in the 
insurance business is of greater impor- 
tance “than our attitude toward the pub- 
lic and the public’s attitude toward us.” 

Seriously concerned over the public’s 
misunderstanding of insurance, Mr. Ran- 
dall declared that it is of paramount im- 
portance that “we go all-out in an effort 
to explain our business. 

“It is always a simple matter,” he said, 
to pay what the insured demands. The 
real test comes in the manner in which 
we handle those claims which have to 
be declined. Naturally, a policyholder is 
disappointed when a reported loss is not 
recoverable, and it is precisely in such 
a case that we can either lay a brick or 
we can build the cathedral of insurance. 
It may take a considerable amount of 
time and an extended explanation to as- 
ist the assured in comprehending the 
scope of the contract and the relation- 
ship of the premium paid to the coverage 
afford.” 

The speaker said that he could not 
stress enough that one bad claim settle- 
ment does harm enough to offset a 
thousand satisfactory settlements. While 
the number of complaints compared to 
the number of claims is really very small, 
Mr. Randall gave as his opinion that in 
most instances the complaints arise 
through misunderstanding. “And a neg- 
lected misunderstanding causes bad pub- 


“ 


sist 


lic relations,” he said. Much of this 
misunderstanding would disappear if 
policyholders always had explained to 


them exactly what they were buying, he 
added. 


Recommends More Advertising 


Mr. Randall then declared that an- 
other cause of public misunderstanding 
is the modesty of the insurance business. 
“Here the Government is ahead of us, 
because politicians are seldom modest,” 
he said. “Too many people look upon 
insurance as a cold business, represented 
in the home offices by calculating ac- 
tuaries and in the field by bumptious 
salesmen, Few people are aware of the 
outstanding work the insurance compa- 
nies have done in the conservation of 
life and property. We need to capitalize 
on the fact that almost everybody ap- 
preciates the need for such efforts and 
the public would appreciate us more if 
our efforts were better known. 

“We have a powerful weapon at our 
command which the industry generally 
has overlooked, and that is advertising. 
Important as it is that we make the 
proper day-to-day contacts, in our sell- 
ing, in our claim settlements, in every 
activity in which we rub elbows with 
the public, we should remember that 
through advertising we can talk to thou- 
sands, yes millions, at a time instead 
of one at a time.” Continuing, he said: 

“While I think the term ‘public rela- 
tions’ is sometimes overworked and that 
it has been used as a catch-all phrase 
to cover a multitude of things, I am also 
convinced that the practice of public re- 
lations has been underworked through- 
out our industry. We really have done 
a magnificent job, and we are not ap- 
preciated as much as we should be. 
Why? I think it is because we have 





Mutual Life of N. Y. to 
Write Individual A. & H. 


Entry of the Mutual Life of New 
York into the individual A. & H. 
field has been announced by Louis 
W. Dawson, president of the com- 
pany. Beginning next year accident 
and sickness insurance will be issued 
on an individual policy basis, to cover 
expenses and loss of earnings due to 
accident or illness, or both. First ap- 
pointment for the new department is 
that of Wesley J. A. Jones of Chi- 
cago, as director of accident and 
sickness insurance sales. Further de- 
tails on Mutual Life’s program are 
given in the life insurance department 
of this issue. 








lagged behind other businesses generally 
in explaining how we fit into the Amer- 
ican scheme of things. 

“We have not always packaged our 
product in the most attractive way. ‘G.I. 
insurance’ and ‘crop insurance’ are 
homely terms that are easy to under- 
stand. Social security is a very alluring 
term. Contrast them with terms like 
single premium deferred installment re- 
fund annuity, term expectancy, retire- 
ment endowment, use and occupancy, 
leasehold interest and a host of other 
complex terms.” 


Must Not Surrender to Government 


Throughout his address Mr. Randall 
upheld the right of private enterprise 
and deplored the “mounting political 
pressures on all sides for socialization of 
our economy, with insurance as one of 
the prime targets.” Even though the 
public repeatedly says that it is dead set 
against state socialism, he observed that 
it continues to support men and meas- 
ures that can lead them eventually no- 
where else. Why? Mr. Randall thought 
that it is because the man in the street 
is security-conscious without being cost- 
conscious. He has had a taste of wel- 
fare as provided by the state, likes it 
and wants more and more without giving 
much thought to the fact that every cent 
of it is coming out of his own pocket.” 

Summing up on this point the speaker 
said: “The public does not recognize the 
dangers of the all-powerful state. That, 
at least, is not an immediate threat. 
They want security against the hazards 
that threaten them today. So this is our 
challenge: Are they going to get this 
additional security from the state? Or 
are they going to get it from us? The 
insurance industry has met many chal- 
lenges in the past, and surmounted them. 
But the challenge of socialization is a 
bigger challenge than we have ever faced 
before. If we do not want more govern- 
ment in our business, then I think we 
are going to have to look upon govern- 
ment as a competitor and step right up 
and meet government’s challenge. 

“Whatever we do, we must not let the 
Government move into any part of our 
business by default if the public can be 
as well or better served by private in- 
surance. Once you surrender a field to 
government it is all but impossible ever 
to win it back. We must keep our ears 
to the ground and try to determine what 
the public wants. And when we do de- 
termine it, we must make every effort to 
supply that need ourselves before the 
state preempts us. The insurance busi- 
ness was built by courageous pioneers. 
Unless that pioneering spirit prevails, 
our great business—this cathedral that 
many great men have devoted their lives 
to building—will be relentlessly torn 
down by an all-powerful state. And all 
of us will lose our freedom, and our very 
means of livelihood in the process.” 
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Legislative Trends Are 
Discussed at CPCU Meet 


DAVIS VIEWS SEUA AFTERMATH 


C. H. Rice, Ins. Buyer, Talks on B. & M. 
Business Interruption Ins.; A. M. Chell- 
berg on Disability Benefits Laws 


Casualty insurance speakers at the 
eighth annual meeting and seminar last 
week in Chicago of the Society of Char- 
tered Property and Casualty Underwrit- 
ers included Roy L. Davis, CPCU, mid- 
west manager of the Association of 
Casualty & Surety Companies; Claude 
H. Rice, CPCU, insurance manager of 
the Babcock & Wilcox Co., New York 
City, and Alice M. Chellberg, CPCU, 
assistant secretary, American Mutual 
Alliance, Chicago. 

Roy L. Davis, whose subject was “The 
Insurance Legislative Horizon,” said it 
was apparent that the business of insur- 
ance is subject to at least as much, if 
not more Governmental regulation, than 
almost any other comparable business. 
“This has. become increasingly true in 
recent years since the famous ‘insurance 
is commerce’ decision of the United 
States Supreme Court in the SEUA 
case, and the consequences that flowed 
from it,” he declared. 

Mr. Davis traced state legislation from 
special chartered companies through 
general incorporation statutes and the 
development of administrative regulation 
of the business. “It is impossible,” he 
said, “to segregate insurance legislation 
from court decisions and interpretation 
by regulatory authorities as we are gov- 
erned both by laws and by men. All 
are interwoven.” 


How Public Has Benefited 


It was the speaker’s opinion that ‘un- 
der state supervision insurance has ex- 
perienced a phenomenal expansion. “The 
public has benefited with constantly 
broadened coverages, often at less cost.” 

Mr. Davis further noted that not all 
legislation enacted during the past dec- 
ade emanated from the SEUA decision. 
3etween 1945 and the present time, he 
said, all states have adopted the 1943 
New York standard fire policy, except 
Massachusetts where there is still a 
slight variation, and the states of Min- 
nesota and New Hampshire, where the 
form has not been approved by statute. 
Likewise, another legislative cycle was 
the enactment of multiple line legislation 
in all jurisdictions except Arizona and 
Ohio, notwithstanding the war emer- 
gency and the enormous demands for 
coverages. 

“Another paradoxical situation facing 
the business,” he continued, “is the con- 
tinuous legislative demand for compul- 
sory automobile liability insurance. This 
is in spite of the fact that 35 states and 
Hawaii have enacted the security type 
safety responsibility law. Paralleling this 
demand are proposals for unsatisfied 
judgment funds to fill the so-called gap 
in the security type laws. Still another 
proposal on the distant horizon is labeled 
‘The Compensation Plan’ which provides 
that every victim of an automobile acci- 
dent shall be compensated according to 
a set schedule of benefits, regardless of 





Clarence A. Cole Joins 
Zurich’s Met. N. Y. Office 


Clarence A. Cole has joined the Zurich 
in a supervisory capacity in its New 
York metropolitan office. 

Mr. Cole brings to the company a 
wide experience in the underwriting and 
servicing of casualty lines, having spent 
34 years in the liability insurance field. 
He is a veteran of World War I and 
served with the United States Navy. 





negligence on the part of either party. 
Only Saskatchewan has enacted such a 
law where it is part and parcel of the 
socialistic philosophy of the Cooperative 
Commonwealth Federation Party.” 

In closing Mr. Davis said: “The busi- 
ness of insurance is not only state-regu- 
lated but is in competition with govern- 
mental agencies at both Federal and 
state levels. When Government competes 
for business that can be written by pri- 
vate insurers, a very serious situation is 
created. Eternal vigilance as a price of 
freedom is no less vital in protecting 
insurance as a free enterprise than in 
any other element of our national 
economy.” 


Rice Sees Valued Per Diem 
Form as Most Used 

Claude H. Rice in his talk featured 
‘Boiler and Machinery Business Inter- 
ruption Insurance.” He pointed out that 
in buying this coverage an insured has 
a choice of either a valued per diem 
form or an actual loss sustained form. 
The latter coverage, which is ordinarily 
used, closely resembles item one of the 
two-item fire business interruption form, 
he said. 

The speaker observed that about 85% 
of boiler and machinery business inter- 
ruption policies are written using the 
valued per diem form because it is sim- 
ple, easily understood and presents least 
difficulty in effecting loss adjustments. 
“It is particularly adaptable when daily 
use and occupancy values are subject to 
little fluctuation and where partial shut 
downs are not apt to occur” he said. 

Mr. Rice created a stir of interest 
when he said that in comparing the 
printed B. & M. policy forms in common 
use by the 20 companies in this field, 
he judged those of the Mutual Boiler 
Insurance Co. of Boston to be the most 
liberal. However, he said the other com- 
panies write similar forms through spe- 
cial handling procedures. 

Discussing the things an insured must 
consider in buying this kind of insur- 
ance Mr. Rice said that the question 
of dependency is paramount. 


Discusses Disability Benefits Legislation 


Alice M. Chellberg in her paper on 
“Disability Benefits Legislation” made 
clear that her obvious interest in this 
new form of social insurance should not 
be mistaken for advocacv of it. At the 
same time it was Miss Chellberg’s con- 
viction that insurance people, above all 
others, should be aware of the possible 
alternatives in the social insurance pic- 
ture “so that if more of these laws are 
passed they will be of a type to enable 


(Continued on Page 54) 
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H. & A. Conference Plans 
Nine Regional Meetings 


TO MEET IN NEW YORK, DEC. 10 

Underwriting Forum Set for Nov. 7; 

Annual Group Ins. Meeting, Feb. 19-20; 
L’Estrange Annual Meeting Chr. 








C. O. Pauley, managing director, 
Health & Accident Underwriters Con- 
ference, announced this week that nine 
topical and regional meetings have been 
scheduled in the months ahead in addi- 
tion to the conference’s annual meeting 
May 26-28, 1952. At these meetings pa- 
pers and discussions on every aspect 
of A. & H. insurance will be featured. 

The first of the regional meetings will 
be held at Hotel Savery, Des Moines, 
on October 15, with Robert A. Brown, 
president, Inter-State Assurance Co., 
chairman. The Milwaukee regional is 
scheduled for November 19 at the 
Schroeder Hotel under the chairmanship 
of W. J. Moore, secretary, Old Line Life. 

The regional meeting for eastern com- 
pany members of the conference will be 
held December 10 at the Hotel St. 
Moritz, New York City. A. E. Bowman, 
assistant secretary, American of Newark, 
will be chairman. The Indianapolis re- 
gional is scheduled for January 28 at 
the Columbia Club under chairmanship 
of Maurice Donnelly, secretary-treasurer, 
Indiana Travelers, while the southwest 
regional will take place March 3, at 
Baker Hotel, Dallas, with C. C. Yost, 
vice president, Reserve Life, as chair- 
man. 

The annual Conference Underwriting 
Forum, sponsored by the underwriting 
committee, will be held at the Edgewater 
Beach Hotel, Chicago, on November 7. 
E. F. Brewer, assistant secretary and 
chief underwriter, Republic National Life 
is program chairman; J. Wickman, 
secretary, North American Life & Casu- 
alty, is underwriting chairman. 

Hospital and Medical Forum Feb. 18 

\ one-day forum on _ hospital and 
medical insurance will precede the an- 
nual Group insurance meeting of the 
conference in February at the Drake 
Hotel. This forum is set for February 
18 with Don Hodder, assistant secretary, 
Woodmen Accident, and Howard Le- 
Clair, vice president, Mutual Benefit 
Health & Accident, chairman, respec- 
tively of these two committees of the 
conference. 

The fourth annual Group insurance 
meeting is scheduled for Denver, Colo., 
on May 26-28, at the Cosmopolitan 
Hotel. G. A. L’Estrange, vice president, 
United American Life, is chairman of 
the convention committee. 


Oscar Ewing Presses for 


“Free” Hospitalization Ins. 

Enactment of his proposal for “free” 
hospitalization of all social security eli- 
gible as a part of the OASI program was 
urged last week by Federal Security 
Administrator Oscar R. Ewing in a ma- 
jor policy address. 

The proposal, first announced in June 
by President Truman as an Administra- 
tion-backed measure, would take care of 
hospital expenses up to 60 days a year 
for all people over 65 who are eligible 
for OASI benefits. Mr. Ewing called 
the program the “next step in social in- 
surance,” and described it as “simple, 
practical, financially sound—and very 
much needed.” 

Although it would cost an estimated 
$200,000,000 a year to cover some 7,000,- 
000 eligibles at inception of the program, 
and more later, Mr. Ewing believes the 
cost could be met without additional 
expense to the Government or taxpayers 
from the social security trust fund. 

“It would not compete seriously with 
private insurance, either commercial or 
nonprofit. And jt would not in any way 
whatsoever affect either the way hos- 
pitals are run or the relationships be- 
tween doctors and their patients,” he 
promised. 


No Comp. Rate Increase 
In Sight for Illinois 


Director of Insurance J. Edward Day 
of Illinois has announced that although 
workmen’s compensation benefits were 
substantially increased at the recent ses- 
sion of the legislature there will be no 
general increase in compensation insur- 
ance rates in Iliinois for the year ahead. 

“Increases in benefits provided for by 
the legislature would in themselves have 
indicated a rate increase of approxi- 
mately 9.8%,” Mr. Day said, “but the 
combined experience of all companies 
writing this line of insurance in Illinois 
is such that practically all of this in- 
crease is off-set by favorable results. 


Madeleine McCrory Heads 
James R. Garrett, Inc. 


The directors and officers of James 
R. Garrett, Inc., one of the leading 
A. & H. agencies in New York City, met 
on Wednesday, September 5, and elected 
the following officers: 

Madeleine McCrory, president; O. S. 
Bowling, vice president; Mildred Phil- 
pitt, vice president and treasurer, and 
Helen M. Janis, secretary. Miss Mc- 
Crory succeeds the late James R. Gar- 
rett as president. 

James R. Garrett, Inc., representing 
the National Casualty as A. & H. gen- 
eral agents, has consistently led the 
company in production. 


ENTERS BONDING FIELD 





Providence Washington Indemnity 
Names G. W. Draper to Head Its New 
Dept.; Has Treasury Qualification 

As a further step in its development 
program Providence Washington Indem- 
nity this week announced its entry into 
the fidelity-surety field and has appoint- 
ed Goldwyn W. Draper as head of the 
new department which will include bur- 
glary lines. The company has already 
qualified with the U.S. Treasury De- 
partment and has been admitted to sev- 
eral states to write bonding lines. 

Mr. Draper, a graduate of Marquette 
University Law School, was admitted to 
practice law in Wisconsin and Ohio. 
Prior to joining the Providence Wash- 
ington Indemnity earlier this year, he 
was with the National Surety Corp. as 
manager of its Cincinnati service office. 
He is a past president of that city’s 
Association of Casualty & Surety Man- 
agers. Mr. Draper’s fidelity-surety ca- 
reer extends over 18 years except for his 
World War II service in the Army. 


JOINS HARTFORD A. & I. 

The Hartford Accident & Indemnity 
has appointed William Smitham to its 
engineering staff. Mr. Smitham will 
work in Chicago, primarily on elevator 
surveys. A native of that city, he has 
spent nine years in electrical installation 
work. During World War II he served 
with the United States Navy. 





he serves. 


to their communities. 








OUR COUNTRY has attained its world leader- 
ship under a system of private enterprise. The 
urge to succeed in business has brought the 
high standard of living which we enjoy. 


INDIVIDUAL INITIATIVE and private enter- 
prise have created the things we value most. As 
an individual engaged in private enterprise the 
insurance producer succeeds to the extent that 


GENERAL ACCIDENT and POTOMAC repre- 
sentatives take pride in their calling. They are 
leaders in the field of insurance and in service 











NEW B. & M. POLICY FORMS 





Promulgated by National Bureau; Effec- 
tive Oct. 1 Countrywide; Revision 
Includes Endorsement Changes 

Promulgation of new standard provi- 
sions policy and endorsement forms for 
boiler and machinery insurance, has 
been announced by the National Bureau 
of Casualty Underwriters effective coun- 
trywide October 1, 1951, except in Texas 
for which the Board of Insurance Com- 


missioners will issue a separate an- 
nouncement. 
The new forms consist of policy 


forms, schedules, indirect damage en- 
dorsements, miscellaneous endorsements 
and special state endorsements and are 
the result of a review of the entire 
boiler and machinery forms program. In 
this review the following were consid- 
ered: 

(a) The use of standardized language, 
where applicable, adopted for use in 
other casualty lines under the jurisdic- 
tion of the National Bureau; (b) clari- 
fication and wording rearrangement in 
connection with parts of the forms in- 
volving technical problems; (c) editorial 
consistency, and (d) permission of cer- 
tain options in order to conform with 
the practices of the companies in the 
maintaining of their records or to con- 
tinue the arrangement of certain pro- 
visions with the sequence which has 
been in use for many years and which 
certain companies desire to continue. 

The forms have been approved in all 
states where the bureau has filed, either 
by express approval or by virtue of a 
filing requirement wherein a form on 
file for a stated period is deemed ap- 
proved. 


TOXICOLOGIST ON PROGRAM 





Dr. Alexander O. Gettler of N. Y. Gives 
Claim Association Revealing Chemical 
Data on True Causes of Death 

Spring Lake Beach, N. J., Sept. 11— 
The second session here today of the 
42nd annual meeting of the International 
Claim Association was featured by a talk 
by Dr. Alexander O. Gettler, toxicologist 
to the chief medical examiner of New 
York City. Dr. Gettler’s topic was 
“Chemistry Focussed on Causal Rela- 
tionship in Insurance Claims.” He dis- 
cussed the following points: 

1. The importance of a well equipped 
toxicological laboratory and the necessity 
of an experienced staff in the determi- 
nation of the true cause of death. 

2. Alcoholic intoxication and acciden- 
tal deaths. 

3. The analysis for carbon monoxide 
in the blood decides between accidental 
suicidal and homicidal deaths. 

4. The so-called chronic carbon mon- 
oxide poisoning and claim for disability 

5. In the case of bodies found in riv- 
ers, lakes. bathtubs, etc., chemical analy- 
sis decided whether death was due to 
drowning or not, and whether it was 
suicidal or accidental. 

6. The analysis for sleeping drugs 
may indicate whether it was_ suicidal, 
homicidal or accidental death. 

7. Chronic lead poisoning claims. 

8. Erroneous so-called expert testi- 
mony. 

9. Cases of poisoning that may have 
been saved died because of the lack of 
toxicological knowledge by the attend- 
ing physician. 

10. The lack of toxicological knowl- 
edge among the average county physi- 
cian and the coroners. 


Workmen’s Comp. Articles in 
N.Y. Times Attract Attention 


A series of three articles this week 
in the New York Times on the opera- 
tion of the workmen’s compensation law 
in New York and New Jersey, particu- 
larly in the waterfront industries, at- 
tracted considerable attention. The au- 
thor, George Horne, in discussing the 
effect of the law’s application on the 
competitive position of business, held 
that workmen’s compensation threatens 
to become “a gigantic squeeze” as lib- 
erality of compensation boards and 
union tactics pyramid the claims. 
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Non-Can.A.& H. Looms Upas Answer 
Long Term “Fit The Need” Coverage 


By Jutius L. ULtMan 
Vice President, W. L. Perrin €& Son, Inc. 


Executive 


Drawing upon his background of over 
and cancellable accident and health insurance for general insurance 
following article 
disability, in the 


cancellable 
the author has expressed in the 
A. & H. lines, particularly non-can. 


on the part of larger life companies tn entering the 
New York area and a past president of the 
and life 


the Greater 
New York, is a seasoned A. & H. 

The much discussed trend on the part 
of the larger life insurance companies to 
enter individual accident and health field 


(including non-cancellable forms) on an 


aggressive and forward-looking basis is 


soon to be a reality. This line of in- 


surance, which for so many years has 


been an invaluable quasi-public service 
type of protection, is now coming into 
its own, This is because of the increased 


pressure on the part of both the public 
and producers that the Haladiey snide 


“first person protection to replace 
economic loss as a result of accidents 
and the “pernicious economic anemia” 


caused by protracted totally disabling 
and crippling illness. 

The A. & H. progress to date, which 
has greatly encouraged all of us, is the 
result of continuous toil and effort on 
the part of those casualty and life com- 
panies who have been writing disability 
coverages for some years. The aggre- 
gate premium volume by the end of 1950 
was almost two billion dollars. A siz- 
able portion of this huge volume was 
in Group A. & H., as a result of which 
hundreds of thousands of wage earners 
now have a favorable impression of what 
insurance can do in providing temporary 
benefits for f hospitaliza- 


loss of income, 
tion, surgical benefits. This is all to 
the good. 


Encourages Sale of Long-Term 
Coverage 


However, we see the further need to 
improve, encourage and expand the sale 
of A. & H. insurance to men and women 
in income brackets large enough to af- 
ford the purchase of long-term coverage 
with benefits of sufficient size to carry 
them through permanent disability. If 
we are to be successful in reaching this 
market we should redouble our efforts 
in persuading business and professional 
men and women that they should have 
personal income protection on the cus- 
tom made or “fit the need” basis. 

In this connection, we are particularly 
impressed with the expression of inter- 
est on the part of at least one large life 


company newly entered in the & H. 
field, which reportedly plans to write 
non-cancellable disability insurance. This 


step, in turn, will give support to those 
few companies which have carried much 
ri the burden in keeping non-cancellable 

. & H. available for the qualified Amer- 
ican business and_ professional man. 
Companies now in this field have suc- 
cessfully demonstrated that with proper 
underwriting appraisal and moderate 
participation, non-cancellable A. & H. 
insurance can be provided for the public 
without financial disaster. 


Now in Second Childhood Stages 


This line of accident and health in- 
surance is one form about which manv 
volumes have been written. Regretfullyv 
the line has had its unprofitable years 
Figuratively speaking it is going through 
stages of second childhood. In its first 
stage some 29 years ago non-can. was 
a new born babe, pampered and petted 


25 years’ 


handling both non- 
brokers, 
his views on the outlook for the 
light of the increased interest 
field. Mr. Ullman, well known in 
Accident & Health Club of 


agency executive. 


experience 


insurance 


by its proud parents (the pioneer com- 
panies in the field) and so over-indulged 
that too soon it was running at full 
speed without having learned to walk 
properly. Soon the non-can. line became 


ULLMAN 


JULIUS L. 


the list of writers will be further ex- 


t heavy as badly bruised < 

disigured 90 alee ees iis gon geet, “Pe 

disowned it. These parents (the original Skiifal Handling Necied 
writing companies) one by one dis- Skillfully handled, non-cancellable ac- 


cident and health insurance does its job 


carded it. There were, in fact, very few 
well. It is prominently among the many 


companies in the 1930’s willing to nurse 
this baby back to good health. forms of income protection written by 
Much credit should be given to the the casualty and life companies and 
“die-hards” (A. & H. specialty writing which so completely provide income re- 
companies and a few fraternals) who, placement for the business, professional 
like the true minister of medical science, or wage earning men and women of 
did not despair. They stayed with the America. 
patient and through painstaking re- Non-cancellable accident and health in- 
search and diagnosis slowly nursed and — surance has earned its popularity by the 
brought him back to the road to recov- — singular device of assuring the purchaser 
ery. They did such a good job that to- that regardless of the development of 
day the ranks of non-cancellable writing unfavorable physical or other factors the 
companies, both life and accident and policy cannot be taken away, modified 
health, have expanded. The experience or its cost increased ae cause of adyvanc- 
is running good and in the near future ing age or any other factors. The forms 








MUTUAL OF OMAHA'S 


A ed 


Amazing New 


PACKAGE PLAN 


...latlored to Fit! 


One policy takes the place of many... and at low cost. 
The buyer simply makes a list of the different kinds of 
benefits he needs, and the amount of each. A single 
policy is written to exactly fit his requirements. Wide 
choice of benefits. Write for complete information. 


Mutual 


OF OMAHA 


The Largest Exclusive Health & Accident Company in the World! 


MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION 
OMAHA, NEBRASKA 




















vary. Some companies renew to ages 
55, 60, 65; thus a buyer knows that as 
long as the premium is accepted, the 
policy must be continuously renewed by 
the company until the terminal age. 
Gradual Increase in Premium Cost 
Noted 

This control, left in the hands of the 
policyholder, could not be permitted 
without some penalty in underwriting— 
thus a careful physical examination is 
required. The participation limits are at 
a lower level than for cancellable cover- 
age and general selection is on a more 
conservative basis. Premiums have 
shown a gradual increase. For example, 
a policy in 1920 providing $100 a month, 
class select, 30 days out and lifetime 
benefit, at age 35, cost $20. In 1949 this 
policy on the aggregate $100 a month 
form cost $45. Non-cancellable compa- 
nies which permit health insurance bene- 
fits for longer than one year of non- 
confining illness and on a non-aggregate 
basis, do not generally write more than 
$250 per month for any applicant; nor 
do they participate if the total amount 
of all permanent total disability or A. & 
H. benefits payable in excess of two 
years exceed $500 per month. 

If the total sum of outside coverage 
is lower than this $500 a month income 
benefit figure, some companies will con- 
sider up to $300 a month or less depend- 
ing on the amount of other coverage. 
However, in no event will an individual 
be considered for more than 75% of his 
or her earned income. That is income 
earned from a business or professional 
activity, not income from investment or 
inheritances. Then too, selection for 
long-term health benefits, non-aggregate 
forms, is frequently limited to class A, 
B, C or D*¥ occupational groups. 

These few underwriting safeguards 
have done much to improve the under- 
writing results and encourage further 
development of non- -cancellable protec- 
tion and participation by additional 
companies. They are a far cry from the 
days when one ‘could purchase as much 
as $750 per month benefit in a single 
company and have a total of $1,200 to 
$2,000 per month un to 80% of one’s 
earned income on a lifetime income pay- 
ment plan, renewable for life, thus re- 
quiring high ratio of reserves to_be 
posted for an indefinite period. This 
reserve factor later developed as one 
of the most unbearable burdens of the 
then lifetime indemnity writing compa- 
nies. 

Experience has demonstré ated that a 
cuaranteed income of $500 per month is 
adequate for the average business or 
profesional man, particularly as_ these 
guaranteed amounts are purchased by 
those in higher income brackets who re- 
invested or supplementary income 


ceive 
to add to these benefits. To. say the 
least, $500 per month is sufficient to 


make the difference between poverty and 
a reasonable living basis when the to- 
tally disabled individual has adjusted 
his living habits accordingly. 

Agency Representation 

Agency representation is another fac- 
tor which has been severely dezlt with. 
For the most part only full-time life 
agents are permitted to write these lib- 
eral non-cancellable coverages. We will 
not take issue with those who believe 
such severe restriction in agency is nec- 
essary, but rather will rest the case on 
the fact that our organization has ac- 
cepted the challenge of making non- 
cancellable work through multiple line 
insurance brokers, as well, for the past 
26 years. Thanks to good support from 
our general brokers and careful under- 
writing selection, our experience on 
non-can. has been good so far. 

For the most part the bureau compa- 
nies have not yet seen fit to take up ‘he 
Pees ag of writing non-cancellale 
& H. However, one large company is 
offering non- -cancellable accident 


ear 
only coverage, viz. lifetime accident in- 
come policy with or without blanket 
medical reimbursement. This plan plus 


the disability coverage available through 
specialty accident and health writing 
companies (non-bureau) offers a com- 
plete group of non-cancellable policies. 
(Continued on Page 52) 
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AMERICAN AUTO’S NEW ADS 





Timely Emphasis Placed on Automobile 
Accident Probl and Accident Pre- 
vention in Trade Paper Messages 

A timely emphasis by photographic 
appeal on the automobile accident prob- 
lem and accident prevention is placed 
by the American Automobile of St. 
Louis in its new series of insurance 
trade journal ads which are appearing 
this fall. 

The first ad which is running this 
month is headed “Will This Jury Be 
Generous With Your Money?” Center 
of interest is a photograph by the well 
known artist, Valentino Sarra, of a jury 
of 12 people. As the copy points out, 
these jurists “are reminded daily that 
living costs are on the increase. Their 
courtroom decisions reflect their per- 
sonal experiences, making awards in lia- 
bility suits larger than ever before.” 
Appealing to the general public the copy 
continues: 

“You can protect yourself against this 
inflationary trend and avoid financial 
disaster. See your insurance agent or 
broker to be sure the limits in your 
policy are high enough to protect your 
assets.” 

American Automobile is making this 
ad and the two others in its fall series 
—one on the teen-age driver and an- 
other on accident prevention so as‘ to 
“head off accidents before they can hap- 
pen”—available to producers in a poster 
(19” x 25”) for display in their offices 
or windows. The name of the company 
in each ad is given a minimum of dis- 
play. The text copy is brief yet forceful. 
The company’s current series repre- 
sents careful planning by E. R. Hurd, 
Jr., advertising manager of American 
Automopile, and its advertising agency, 
Oakleigh R. French of St. Louis. 





Hartford A. & H. Men Pass 


Actuarial Society’s Exams 

Two members of the Hartford Acci- 
dent & Indemnity have passed 1951 ex- 
aminations of the Casualty Actuarial So- 
ciety. Allie V. Resony of the home 
office rating and research department 
has completed Part III of the associate 
examinations and James H. Woodworth 
of the experience and rating department 
in the San Francisco office has completed 
Part IV of the associate examinations. 

Mr. Resony, graduate of Trinity Col- 
lege, where he majored in mathematics 
and physics, has been associated with 
the Hartford since 1946. He had pre- 
viously passed Parts I and IV of the 
associate examinations. 

Mr. Woodworth, graduate of Syracuse 
University, joined the Hartford in 1948. 
He was a member of the home office 
rating and research Bigeye until 
he was transferred to San Francisco this 
year. 


NAMES NOMINATING COMMITTEE 





N. Y. Surety Underwriters Assn. Slate 
Ready in October; Thomas I. Hall, 
Retired, an Honorary Member 
A nominating committee comprising 
three past presidents was named by the 
Surety Underwriters Association of the 
City of New York at its first fall meet- 
ing to draw up a slate of officers and 
executive committee members for the 
ensuing year. The meeting, presided 
over by Edward J. Gorman, Fidelity & 
Deposit, was held September 6 at the 

Lawyers Club. 

Members of the nominating committee 
are John P. Madigan, Maryland Casu- 
altv, chairman; Putnam L. Crafts, Home 
Indemnity, and Rankin ‘Martin, Standard 
Accident. The committee will report at 
the October meeting. 

Thomas IT. Hall, who recently retired 
after many years of service with the 
Employ ers’ Group in New York and now 
resides in ‘California, was continued on 
the association’s rolls as an honorary 
member. 





Named by Standard Accident poe sae ANGELES COMPANY by Ges din CALIFORNIA BOND 
Alli - vers Insurz =o. of Lo “ Angeles City Board of Public 

Robert S. Elston has joined the De- ee eee nea ridiores ad: Seale an ; SE 
troit branch office of the Standard Acci- Angeles has made application to the perks en pew Cae ~ G. & 
dent Insurance Co. as a claim represen- California Department of Insurance for tion an system of piPr Pe gg 
tative. a certificate of authority to transact au- the Aliso and Alameda streets at his 
John A. Holland has joined the New tomobile, workmen’s compensation, lia- price of $1,403,317. Great American In- 


York branch, and Raymond T. Thomas 
i 4 eae a branch, both as company has $150,000 capital and $150,000 

Eugene T. Sheets is now associated 
with the New England branch at Boston ; agency for the Trinity Universal Insur 
as a claim, representative, and John E. ance Co., Dallas, Tex., will stage a “sil 
Leary is now with the same office as a pointed supervising safety engineer for ver corral round up” for its agents and 
safety engineer. t 

Richard W. 
















bility and common carrier liability. The demnitv Co. will execute the bonds. 





TO STAGE “CORRAL ROUND UP” 


surplus. John Flynn, former deputy at- : 2 are 
G. A. Mavon & Co., Chicago general 


torney general is its attorney. 





: : the Detroit branch safety engineering brokers who qualify in production at 
saldwin has been ap- department. French Lick Springs, Ind., Sept, 27-29 
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: CONSULT YOUR INSURANCE 
{GENT OR BROKER AS YOU WOULD 
YOUR DOCTOR OR LAWYER 
: el je oeeeeeeeee @e @ 



































is one of your most faithful employes 


You pay him no salary, no retainer, no commission. But he is constantly 
at work to protect you from loss. This man provides safe, adequate 
protection for your business . . . your home and property. 


This man is your local insurance agent . . . your friend. 


Frequently he must work long hours analyzing your peculiar problem 
and planning the right insurance coverage for you. Consult him today 
and let him give you the full benefit of his specialized knowledge of 
insurance protection. 














For claim service in an emergency, call Western Union by number and ask for 
Operator 25, who has the name and address of your nearest U.S.F.&G. Agent. | 


J 




























United States Fidelity & Guaranty Company, Baltimore 3, Md. 
Fidelity & Guaranty Insurance Corporation, Baltimore 3, Md. 







Fidelity Insurance Company of Canada, Toronto 
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New Records Set in 1950 
For A.& H. Coverage Sold 


HEALTH INS. COUNCIL DISCLOSES 


Survey Shows 76,961,000 Persons Insured 
for Hospital Expense; 54,477,000 for 
Surgical; 21,589,000 for Medical 


Reflecting the continuing desire of 
Americans to choose their own methods 
of meeting the costs of illness, all forms 
of voluntary health protection scored 
tremendous gains in 1950 to set new rec- 
ords, the Health Insurance Council re- 
ported yesterday in the fourth annual 
edition of its Survey of Accident and 
Health Coverage in the United States. 

The renort of the Council, which is 
made up of nine trade associations in 
the life and casualty insurance fields, 
indicates that at least half of the na- 
tion’s population at the end of last year 
was covered by one type or other of 
voluntary protection against the eco- 
nomic hazards of sickness and accident. 

Hospital expense protection, which 
covers the largest number of people, was 
extended to 76,961,000 persons at the 
close of 1950. This total w&s 17% great- 
er than the figure of 66,044,000 just a 
vear before. 

“ Growing public appreciation of the 
advantages of voluntary health protec- 
tion can be seen in the fact the number 
of people protected against hospital costs 
has more than doubled since the end of 
World War IT. 

Surgical and Medical Expense Coverage 

Great strides also were made by surgi- 
cal expense and medical expense cover- 
ages in 1950. Protection against surgical 
expense was provided to 54,477,000 per- 
sons at the end of 1950 as compared 
with 41,143,000 a year earlier, or an in- 
crease of 32%. A year-to-year gain of 
28% was recorded by medical expense 
protection which covered 21,589,000 per- 
sons in 1950 and 16,862,000 in 1949, 

30th surgical and medical coverages 
also have shown large postwar gains, 
with the 1950 number of persons in each 
case being more than quadruple the 
1945 totals. 

Protection against loss of income due 
to disability, or weekly indemnity insur- 
ance as it is more popularly known, also 
increased during 1950. Such protection 
was provided to 37,293,000 persons when 
the vear ended against 34.136,000 at the 
end of 1949, or a gain of 9%. The 1950 
total is equivalent to approximately 60% 
of the employed civilian population en- 
titled to such benefits at the year-end. 
The figures given do not include indi- 
viduals covered solely by government 
insurance under compulsory plans. 

The Council’s survey embraces various 
tvpes of insurance companies, Blue 
Cross, Blue Shield, fraternal bodies, 
local medical societies, industries, uni- 
versities and others, to the extent that 
information and data have been made 
available. 

The Health Insurance Council is com- 
prised of the following associations: 
American Life Convention; American 
Mutual Alliance: Association of Casu- 
alty & Surety Companies; Association 
of Life Insurance Medical Directors: 
Sureau of Accident & Health Under- 
writers; Health & Accident Underwrit- 
ers Conference: International Claim 
Association: Life Insurance Associa 
tion of America; and Life Insurers Con- 
ference. 

J. H. Miller Heads Survey Committee 

The survey was prepared by the Coun- 
cil’s survey committee, headed as chair- 
man by John H. Miller, vice president 
and actuary, Monarch Life. Other mem- 
bers of the committee are: George H. 
Davis, assistant actuary, Life Insurance 
Association of America: Maurice L. 
Furnivall, associate actuary, Travelers In- 





Move to 55 Broadway 
Woodward, Ryan, Sharp and Davis, 
consulting actuaries, announce the re- 
moval of their offices to more convenient 
quarters at 55 Broadway, New York City. 
The new telephone number is HAnover 
2-5840. 


surance Co.; Stanley W. Gingery, assist- 
ant actuary, Prudential of America; 
Billedward Howland, group actuary, Mu- 
tual Benefit Health & Accident; Frank 
Lang, manager of research department, 
Association of Casualty & Surety Com- 
panies; Henry D. Locke, vice president, 
Liberty Mutual; A. C. Olshen, vice pres- 
ident and actuary, West Coast Life; 
Charles A. Siegfried, associate actuary, 
Metropolitan Life; J. E. Taylor, associ- 
ate actuary, National Life & Accident; 
Arthur W. Weaver, director of group 
research, John Hancock Mutual Life; 
and Harry V. Williams, secretary, Hart- 
ford Accident & Indemnity. 


Eierman’s Son to Wed 


Frederick John Eierman, son of J. 
Fred Eierman, vice president of New 
Amsterdam Casualty and United States 
Casualty, will be married September 29 
to Miss Martha Lee Heise, daughter of 
Irvin Heise and the late Mrs. Heise of 
3altimore. The ceremony will take place 
at Saint Thomas Episcopal Church, Bal- 
timore, to be followed by a reception at 
the Sheraton Belvedere Hotel. Mr. Eier- 
man, World War II naval lieutenant 
(i.g.) is with the Esso-Standard Oil Co. 
in Baltimore. 





In his attempt to protect himself 
from misfortune and the forces of 
nature, man has adopted many 
curious practices. 


Centuries ago, the Norsemen designed 
the prows of their Viking ships to 
resemble dragons or serpents—to 
terrorize the enemy and drive away 


his protecting spirits. 


One of a series appearing in 
business and consumer magazines. 










Mites: through tailor-made insurance policies and surety bonds, 


your local insurance agent provides real protection against unex- 


pected loss. And every fall, insurance agents hold a_ national 


convention to discuss new ways of bettering their service. 


To keep your protection up-to-date, simply call our agent in 


your community now! 
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Non-Can A. & Hi. 


(Continued from Page 50) 


These are available for selected risks 
through the life agent or general insur- 
ance broker. 


“Made to Fit” Plans Available Today 


In today’s market the non-can. cover- 
ages available are listed as follows and 
they are coverages indicative of the 
variety of “made to fit” plans: 

1. First day accident—-8 1/3 years. Non- 
confining continuous illness (8 1/3 years) any 
one claim. 30 or 90 days out. Guaranteed re- 
newable to age 60—no increase in premium—no 
reduction in benefits — non-aggregate — incon- 
testable. 

2. First day accident with or without life- 
time benefit rider—30 or 90 days’ sickness—wait- 
ing period with 10-year disability income rider 
if disabled Non-confining—non- 
aggregate—renewable through age 65. 

3. First day accident—5 years or lifetime— 
and illness with 15th or 8th day for 24 months 
continuous 


before 65. 


non-confining illness—any one 
claim. Guaranteed renewable to age 65. Non- 
aggregate—incontestable. 

4. For women—first day—24 month accident 
—any one continuous claim, and non-confining 
illness with 15th or 8th day for 12 months— 
any one continuous claim. Guaranteed renewable 
to age 60—no increase in premium—no reduc- 
tion in benefit—female disease covered—non- 
aggregate—incontestable. 

“In addition an accident only policy 
is written on a non-can. basis by a lead- 
ing casualty companv which _ provides 
first day lifetime accident—bureau form 
complete accident —double indemnity, 
with or without medical reimbursement. 
Policy renewable to age 65—male only. 

In summation, non-cancellable accident 
and health insurance is guaranteed re- 
newable income security which shou'd 
be made the cornerstone of every busi- 
ness and professional man’s and woman’s 
personal insurance program. There is a 
complete variety to “fit the need” of the 
public. Brokers and agents should study 
these plans. Know them well. They will 
soon recognize how well they fit and 
how frequently they can be superim- 
posed on existing. inadequate plans 
already carried by their clients or pros- 
pects or how better still they can easily 
succeed in starting an adequate income 
program where the advantages of can- 
cellable coverage alone were not strong 
enough to make the sale. 


On Threshold of New Era 
The A. & H. industrv is on the 


threshold of a new era in which the 
competition will be keener than ever 
hefore. The fact that such outstanding 
Nife insurance companies as the New 
Vork Life. The Prudential, Equitable 
Societv, Mutual Life of New York. the 
Guardian Life and others are entering 
the individual accident and_ sickness 
business is a challenge to all of us. It 
will result. in our oninion, in greatlv in- 
creased production, improved sales tech- 
niques and broadening of policy forms 
on the part of companies long operating 
in this field. 

The newcomers should alse have a 
salutory effect as the public will be 
offered a greater varietv of custom- 
made. “fit the need” personal accident 
and sickness income insurance. Tt mav 
well be that eventually the cost of indi- 
vidual A. & H. insurance will be lowered 
through the medium of spreading the 
cost over a larger base. 


OKLA., IOWA AUTO RATE CHANGE 
The National Bureau of Casualty Un- 
derwriters announced on September 10 
new automobile liability rates for Okla- 
homa and Iowa, effective that day. 

Private passenger B.I. rates remain 
unchanged in Oklahoma but P.D. rates 
have been’ increased 30% _ statewide. 
Commercial B.I. rates are also. un- 
changed but the P.D. classes take an 
over-all 30% increase. 

In Towa private passenger B.I. rates 
have been increased statewide by 15% 
and P.D. rates by 25%. For commercial 
cars B.I. rates remain the same, but 
P.D. classes take an average 25% in- 
crease statewide. 
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Top Flight Claim Notice 


“Herein and 
wit to wit (that’s the way those darned 
things read that you send me) are the 
pertinent facts pertaining to the inci- 
dent which happened in my house that 
I ’phoned you about, in which one of 
the youngsters playing in our basement 
emerged with a squashed toe. Have 
some? No thanks, I just ate. 


notwithstanding to wit 


Recipient of squashed toe: Patricia 
Johnson. 
Address of recipient: 12325 Sprucer 
Street. 
Facts leading up to squashing of 


squashed toe: While playing in base- 
ment, little Miss Johnson, aged 13, suc- 
ceeded in knocking a 30 Ib. exercising 
dumbbell (not me, I scale at 164) off a 
table, same making a three-point land- 
ing smack dab on her little fat toe. 
(OO-O0O-OOWCH!) 

Facts following squashing of squashed 
toe: Rushed recipient of squashed toe 
and her squashed toe to one Doctor 
Stevens of Wantagh, who had to re- 
move the entire nail of the right foot 
toe. Date of accident, August 21, 1951. 
X-rays taken at Nassau-Suffolk Hos- 
pital, on August 22, showed that bone 
in toe was fractured, and bill for $10 
enclosed. Miss Johnson had to report 
back to the doctor on August 22 and 
August 24. 

These are the important facts to date, 
and incidentally, the dumbbell is doing 
nicely. Additional notes and observa- 
tions on part of homeowner in 
house this incident occurred: 

I don’t think little Patricia will play in 
my basement any more. I don’t think little 
Patricia’s parents like me any more. I 
don’t like the way the doctor is licking his 
lips. 

And so, little insuranceman, wherever 
you are, we conclude the first episode 
of our little serial entitled, “On Your 
Toes,” starring little Patricia Johnson 
as the heroine; Mr. and Mrs. Johnson, 
the child’s parents; Dr. Stevens, who 
plays the part of Dr. Stevens, and 
George F., who plays the part of the 
innocent little homeowner into whose 
home everybody east of the Rockies 
wanders and goes around smashing his 
fat little toes. 

Be sure and tune in again next week 
and hear the next episode of our excit- 
ing little drama. 

Will Patricia’s squashed little — toe 
grow up again to become a healthy little 
fat toesy-woesy again? Will Patricia’s 
parents ever look with kindness again 
at poor little Mr. George F.? Will Dr. 
Stevens ever forget the part which poor 
little George F. has played in this situ 
ation? Will the angel insurance broker 
step in with a check to reimburse poor 
little George F. or will poor Mr. F. 
have to go out selling this and that in 
questionable houses in the neighborhood 
as he tries to pay off all these nasty 
old doctor bills ? 

Who knows, perhaps poor little Mr. 
F. will go into business, innocently 


whose 





KESSLER A. & H. CLAIM MGR. 





American Casualty Appoints Him to 
Home Office Post; Will Have Na- 
tionwide Supervision; His Career 
Albert H. Kessler has joined the 
American ‘Casualty of Reading, Pa., as 
claims manager for its home office acci- 
dent and health division with nation- 

wide supervision of claims. 

_A graduate of the University of Cin- 
cinnati, Mr. Kessler studied for his law 
degree at Chase Law School and was 
admitted to the Ohio Bar in 1940. He 
entered the insurance industry the same 
year as claims investigator. For eight 
years, Mr. Kessler was associated with 
W. E. Lord Co., general agents in Cin- 
cinnati, where he held the position of 
claims manager for A. & H. 


dropping 30-pound dumbbells on inno- 
cent kids’ fat little toes, just as Patricia 
herself dropped one on her own fat 
little toe, squashing same so that it re- 
sembled some form of hamburger re- 
cently run over by a 10-ton paving truck. 


—MERVIN L. LANE. 


N. J. AUTO RATE REVISION 


Effective September 10 Passenger B.I. 
and P.D. Rates in State Increased by 
21.7% and 17.8% Respectively 

Warren N. Gaffney, New Jersey Com- 
missioner of Banking and Insurance, has 
approved a revised schedule of automo- 
bile B.I. and P.D. liability rates for use 
effective September 10 by companies 
affiliated with the National Bureau of 
Casualty Underwriters. 

The revision points to an increase in 
passenger B.I. and P.D. rates of approxi- 
mately 21.7% and 17.8%, respectively. 





Likewise, commercial bodily injury and 
property damage rates are increased by 
approximately 11.4% and 18% respec- 
tively. This revision of rates was based 
upon current statistical data and the 
changes more than offset the rate reduc- 
tions made effective early this year 
which were based on 1948-1949 data. 





GENERAL ACCIDENT CHANGES 

C. A. McKee has been appointed lia- 
bility manager for the General Accident 
in Canada, succeeding E. K. Scott, who 
has been appointed production manager 
in the liability department. 





Danger 
sign! 


When the barometer drops fast . . . 


trouble’s coming. And if you'll read the adjoining 
graph, you'll see a danger sign every business 


man should know about. 


After World War II, the discovery of losses due to 
employee dishonesty shot up drastically, as the graph shows. 
In these times of inflation, manpower shortages and 
many other business problems, it is safe to predict that 
millions of dollars of losses are taking place now, 

which will not be discovered until after the 


current crisis is over. 


To be protected against these losses, the business man 
must have Honesty Insurance in force now and continue 
it in force. Then when losses are uncovered 

in the future, he will be adequately protected. 

National Surety Blanket Honesty Insurance gives you 
complete protection against employee dishonesty. 

Ask your agent or broker about it today. 
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Hooper-Holmes Bureau Now In New 


Home Office Bldg. 


The Hooper-Holmes Bureau, Inc., 
which has a record of over 50 years in 
the inspection agency field, began a 
new chi apter in its career on September 
4 when its new home office building at 
Morristown, N. J., was officially opened 
for business. Representing the fulfill- 
ment of an ambition long in the minds 
of the management, the new structure 
will house the executive and general 


at Morristown, N.,J. 


Edward King, president of Hooper- 
Holmes Bureau, Inc., delivered the fol- 
lowing message of welcome over the 
public address system: 


President King’s Message of Welcome 

“It is a pleasure to welcome every 
member of the home office organization 
to our new home office building. We 
have a beautiful morning on which to 
begin operations. I regard this as a 





New Home Office Building Occupied by Hooper-Holmes Bureau in Morristown, N. J. 


sales offices, accounting and tabulating 
departments, the Casualty Index, dupli- 
cating and systems departments. It rep- 
resents five years of intensive thinking, 
planning and construction. 

For many years Hooper-Holmes Bu- 
reau has maintained its home office at 
102 Maiden Lane, New York. Under the 
new set-up the New York service office, 
eastern division operating headquarters, 
market research division and the New 
York division sales headquarters and 
New York sales office will continue at 
that location. J. Charles King, executive 
vice president of the organization, will 
maintain offices both at Morristown and 
New York, but will spend most of his 
time in New York where Hooper-Holmes 
activities will be under his general super- 
vision. 

Features of New Home Office 


The Morristown home office, pictured 
on this page, was designed by Edwin 
Kline, architect of Great Neck, N. Y., 


and constructed by William L. Blanch- 
ard Co. of Newark, N. J. It is built along 
modern and functional lines with a two- 


story center section and a_ one-story 
wing on either side. The building con- 
tains a self-service lunch room in the 


basement where coffee and pastries are 
served during the morning rest period, 
and where lunches can be purchased. 
During the afternoon rest period coffee 
and soft drinks are available. A women’s 
lounge is provided in the center of the 
first floor. 

A water filtration system is employed 
so that water delivered to the electric 
coolers, throughout the building, is soft- 
ened and purified. Music is wired into 
all major departments and is played 20 
minutes of each hour. A central address 
system comes in over the same loud 
speakers. The building contains an in- 
cinerator for waste disposal. 

Upon the opening of the new building 





NEW BUILDING FOR ALLSTATE 


The Allstate Insurance Co., auto in- 
surance subsidiary of Sears, Roebuck 
& Co., announces plans for erecting an 


office building in Skokie, IIl., to serve as 
its midwest zone and Chicago branch 
office headquarters. The company’s na- 
tional headquarters will remain in Chi- 
cago. 


good omen. Let us hope that every day 
will be a pleasant day in our new sur- 
roundings. 

“The building which we now occupy 
represents five years of thinking, plan- 
ning and construction. As an idea it 
goes back for many years. The en- 
deavor has been to provide an attrac- 
tive, efficient ple ice in which to carry 
on the work of the home office. A few 
details of finishing and furnishing: still 
remain to be completed, but these should 
be done in a very few days. 

“Many people have worked very hard 
to get this building and its contents 
ready for occupancy. Our sincere thanks 
go to each one of them. This past week- 
end has been an extremely busy one 
for some of us. Working against numer- 
ous obstacles the great job of moving 
and setting up equipment has been com- 
pleted. At long last, it is a great thrill 
to be able to say we are in operation 
at our new home office.” 


CPCU Designation 


Conferred on 196 Persons 

At an All-Industry luncheon in Chi- 
cago, September 6, sponsored by the 
Chicago Chapter of the Society of Char- 
tered Property and Casualty Underwrit- 
ers, Dr. Harry J. Loman, dean of the 
American Institute, conferred the CPCU 
designation on 196 persons who satis- 
factorily completed all the institute’s 
requirements this year. 

The National Conferment was con- 
ducted as one of the sessions of the an- 
nual meeting of the Society of Chartered 
Property and Casualty Underwriters 
which was held at the Palmer House in 
Chicago on September 5, 6, and 7. John 
A. North, president of the Phoenix In- 
surance Co., made the principal address 
at the conferment. 


D. F. DICKEY’S WARNING 

Donald F. Dickey, Oklahoma _ Insur- 
ance Commissioner, has warned the in- 
suring public of his state not to buy in- 
surance from non-licensed companies. 
The Oklahoma City Better Business 
3ureau requested that such warning be 
issued in view of numerous complaints 
received from state residents. 
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Legislative Trends 


(Continued from Page 48) 


the insurance business to serve the pub- 
lic. with maximum efficiency.” 


Viewing the four principal types of 
so-called social insurance—old age and 
survivors’ benefits under the SS act; 


unemployment benefits under a com- 
bined Federal-state system; workmen’s 
compensation under state laws, and non- 
occupational disability benefits — Miss 
Chellberg said the first three are con- 
sidered well established. She proceeded 
to a consideration of legislation in effect 
or proposed “to close the gap which is 
claimed to exist between protection un- 
der the first three types and the risk 
of wage loss due to off-the-job sickness 
or accident.” 

Continuing, she said: “Some feel that 
closing this gap is a personal matter 
rather than a concern of society gener- 
ally; that each individual should make 
provision against this hazard through 
savings or the purchase of A. & H. 
insurance. Others think the answer lies 
in a compulsory system of non-occupa- 
tional disability benefits. Four states 
Rhode Island, California, New Jersey 
and New York—have adopted the sec- 
ond view and have passed laws setting 
up state compulsory systems to furnish 
weekly cash benefits to workers, sick 
or disabled, through circumstances not 
connected with their occupations.’ 

Noting that in 1949 compulsory disabil- 
ity benefits legislation was introduced in 
16 states and that such bills were pro- 
posed in 14 states in 1951, the speaker 
said that this widespread interest makes 
it desirable that there be an understand- 
ing of the alternatives available if such 
laws are to be enacted in additional 
states. “Some individuals oppose com- 
pulsory laws of any kind upon the 
ground that they mark one more step 
toward general regimentation. Others 
contend that state legislation in this 
field is the best way to prevent adoption 
of national health insurance or socialized 
medicine,” said Miss Chellberg. 





Compares Laws Now in Operation 


Comparing the four state laws now 
in operation the speaker continued : 
“The laws in Rhode Island, New Jersey 


and California are of the ‘social security’ 
type, each being modeled after and ad- 
ministered in conjunction with the state 
unemployment compensation system. 
Like unemployment compensation each 
is financed by a tax fixed by law. Rhode 
Island has had deficits in several years; 
California and New Jersey have col- 
lected taxes in excess of benefit pay- 
ments. Where tax collections exceed 
benefit pavments the legislature is under 
constant pressure to increase benefits, 
with a consequent ‘squeeze’ upon pri- 
vate insurance plans. The ‘social secur- 
ity’ approach can be implemented by a 
monopolistic state fund law, as in Rhode 
Island, or by a so-called competitive 
state fund, as in California and New 
Jersey. 

“The alternative to the ‘social secur- 
ity’ approach is the ‘employers’ liability’ 
approach. This may be implemented 
through a competitive state fund, as in 
New York, or through an _all-private 
insurance law. No all-private insurance 
law has been passed as yet. The dis- 
tinguishing characteristic of the ‘em- 
ployers’ liability’ approach is that a lia- 
bility is placed upon the employer to 


Mutual Bureau Revises 
O. L. & T. Rates in 11 States 


The Mutual Insurance Rating Bureau 
announces a revision of B.I. rates for 
O. L. & T. classifications in 11 states, 
rated on an area and frontage basis. 
This revision, effective September 10, 
is based upon the experience of all com- 
panies reporting to this bureau, com- 
bined with the available experience of 
the stock companies. 


The average state-wide percentage 

change for the classifications affected 
in the 11 states is as follows: 
Arizona + 47.8% Oregon + 21.8% 
Kansas +35.8% Utah + 48.0% 
Mississippi + 24.5% Washington +20.6% 
Nevada + 47.8% W. Virginia +25.2% 
New Mexico +50.0% Wisconsin + 16.6% 
No. Carolina +17.8% 


This rate revision follows revisions of 
a similar character announced by the 
Mutual Rating Bureau last July 16 and 
July 30, effective in approximately 25 
states : 





Kemper Underwriters 


Hold Annual Meeting 


Over 30 underwriting managers from 
the major branch offices of the Kemper 
group of insurance companies held their 
annual meeting this week at the Moraine 
Hotel, Highland Park, Ill. A full dis- 
cussion of current casualty underwriting 
problems marked the conference, which 
will be attended also by key home office 
underwriting executives. M. B. Weber, 
recently named vice president and un- 
derwriting department manager of Lum- 
bermens Mutual Casualty and American 
Motorists, presided. 


Shay Appointed Engineer 

James R. Shay has been appointed en- 
gineer of the Hartford Accident & In- 
demnity operating out of the company’s 
Wichita office. A native of Kansas, Mr. 
Shay received his engineering training 
at Kings Point, United States Merchant 
Marine Academy, where he received his 
B.S. degree. He also possesses a Bache- 
lor of Business Administration degree 
from Washburn University, Topeka, 
Kan. Previously he was employed on 
the University of Kansas Extension 
staff. During World War II he served 
in the Merchant Marine and the U. S. 
Navy. 





provide stipulated benefits for his em- 
ployes. He is given the option of insur- 
ance, self-insurance or, in New York, 
a state fund. It permits variation in the 
rate on the basis of hazard or loss 
experience, and thus follows insurance 
principles. It lends itself readily to joint 
financing by employer and employes. It 
can be administered as an extension of 
workmen’s compensation, rather than by 
the Unemployment Compensation Com- 
mission. 

“An entirely new administrative agency 
could be established under a_ separate 
statute, rather than modeling disability 
benefit legislation after unemployment 
or workmen’s compensation. There might 
be an advantage in developing a benefit 
pattern and an administrative procedure 
designed solely for non-occupational 
disability benefits, but this problem is 
one which will have to be worked out 
on an individual state basis, wherever 
laws of this type are given serious 
consideration.” 
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INSUTARCE COMPANY OF 
POOTICE RAT TRY HAVE NORTH AMERICA 
COMPRIS, Prhete oh 





your advertising ... coming 





North America’s new series of national magazine advertisements points to - 
you as a business man who assumes public responsibility, the same as a 
doctor, architect, teacher or lawyer. 


Nearly 30 million readers will see these advertising messages in your behalf 











in The Saturday Evening Post, Collier's, Look and Better Homes and 
: Gardens between now and the end of 1951. 
e ¥ 
. § These ads will be working overtime to remind insurance buyers that they 
n 
n can trust you to protect what they have. 
d ; 
. Will you work overtime to cash in on the opportunities that they open up? 
" 
io 
k P a 
é Insurance Company of North America, founded 1792 
1e INSURANCE COMPANY 
ss in Independence Hall, is the oldest American stock fire and OF 
us marine insurance company. It heads the “North America” 
tt Companies which meet the public demand for practically all NORTH AMERICA 
of types of Fire, Marine and Casualty insurance; Fidelity 
f and Surety Bonds. Sold only through Agents or Brokers. COMPANIES, poner anrcnieg 
: lade al, Fa. 
“ PROTECT WHAT YOU HAVE© 7 





Insurance Company of North America * Indemnity Insurance Company of North America ¢ Philadelphia Fire and Marine Insurance Company 




















































REINSURANCE is the bedrock 
of safety underlying the insurance industry's 


contribution to the affairs of men. 


GENERAL REINSURANCE GROUP 


Largest American multiple line market 
dealing exclusively in Reinsurance 


GENERAL REINSURANCE NORTH STAR REINSURANCE 
CORPORATION CORPORATION 
Casualty + Fidelity Fire + Inland Marine 

Surety Ocean Marine 
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